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SIMPLICITY . . . plus greater usefulneés! 
IMPLICITY is a desirable feature in any mechanical device. ' 


It is fortunate when simplicity can be successfully combined 
with greater usefulness... as in the patented ball-bearing wheel- 
and-roller cutoff used on the BEAVER Models A and B Pipe 


Machine. 


Although we make an excellent knife-type cutter (optional— 
same price) we prefer the simpler and more efficient wheel-cutter 


because: 
1. It covers the full range from '% to 5. New cutting wheels cost only a 
2-inch pipe. few cents—last for weeks. 


: ds 6. Uses standard wheels — obtain- 
- a = — neon mtie able anywhere in the world from 


stock. 
3. It is faster—cuts 2-inch pipe in 7. It leaves no fin on the “dropped 
‘seven seconds. end” of pipe—all knife cutters do. 
4. It leaves less burr than dull 8. It is absolutely “foolproof” and 
knives. trouble free. 


You will do your customer a favor (and yourself, too) by recom- 
mending the BEAVER MODEL-A or Model-B Pipe Machine with 
the simple ball-bearing double-duty wheel-and-roller cutoff— 
which has no mechanism to get out of order. 


BEAVER PIPE TQDLS 
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1948 plans, you'll want to study the helpful as possible. We have plans 
; Mid-December issue. Besides con- for numerous articles that will be 
With 1947 drawing to a close, now taining the important listings of directly applicable to your business. 
more than ever is the time to both manufacturers and products, this It is always important to look 
look ahead and make plans. Look- next issue of MILL SUPPLIES will beyond the immediate future but 
ing back can serve only one pur- include a review of new products on this occasion we would like to 
pose: appraise the happenings of placed on the market during 1947. look ahead only a couple of weeks. 
1947 and determine to profit from The New Year, of course, is the In other words, we're taking this 
them. There is no doubt that the time to make resolutions. Wecan opportunity to wish you a Very 
long-awaited buyers’ market is think of none better than to resolve Merry Christmas and a Happy New 
9 here; that’s the major reason for that you will put into practice the Year, a new year that will find you 
re-publishing the survey report ‘many helpful selling hints that will going full steam ahead on selling. 

















HOLO-KROME FLAT HEAD © 


SOCKET CAP SCREWS standard 
in the following diameters: Nos. 4, 
6,8,10, %, Sis, %, "As, 2, 0, 34- 





Socket Screw users read, each 
month, Holo-Krome full page 
advertisements in their favorite 


industrial magazines. 
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SOCKET CAP $ 


Another achievement of the Holo-Krome exclu- 
sive patented Completely Cold Forged method. 
Not drilled, broached or machined. The H-K new 
line of Flat Head Socket Cap Screws is made from 
special analysis alloy steel scientifically heat treat- 
ed. Threads (Class 3 Fit) are accurate to lead and 
pitch. Sockets are of true hexagonal shape uniform- 
ly accurate to their full depth, smooth regular 
walls, well defined corners. H-K internal wrench- 
ing feature permits quick and positive tightening. 
... Asalways, H-K Flat Head Socket Cap Screws 
are only sold thru Holo-Krome authorized stock 
carrying distributors. 


HOLO-KROME 








enceeernenntmne 













INTER WA 


WRENCHING 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN., U. S. A. 


AS ALWAYS, H-K FLAT HEAD SOCKET 
CAP SCREWS ARE ONLY SOLD THRU 
HOLO-KROME AUTHORIZED STOCK 
CARRYING DISTRIBUTORS. 
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LINK-BELT PRODUCTS YOU SHOULD KNOW ABOUT AND SELL 
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SEND FOR BOOK NO. 1992 


Shows many pictures of applications; gives a 
good idea of your wide market, regardless of 
location, and gives selling points that really 
work and that are backed up by dependable, 
money-saving performance. 





LINK-BELT ELECTRIC CAR SPOT- 
TERS are made in three types and two sizes. 
The No. 5 and 10 units have the motor as 
an integral part of the unit. No. 5 will pull 
frora 1 to 3 loaded cars and No. 10 from 3 
to 6 loaded cars, depending on load, track 
conditions, curvature, and grade. 


Nos. 5A and 10A units permit users choice 
of motors. No, 5A will pull from 1 to 3 and 
10A from 3 to 6 loaded cars, depending upon 
load, track conditions, curvature, and grade. 





Nos. 5P and 10P units are portable car 
spotters. They are rolled into position, an- 
chored in place, and connected to nearest 
electric power outlet. 
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LINK-BELT COMPANY 


Chicago 8, Indianapolis 6, Philadelphia 40, Atlanta, Dallas 1, 
Minneapolis 5, San Francisco 24, Los Angeles 33, Seattle 4, 
Toronto 8. Offices and Distributors in Principal Cities 
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—ALL YEAR-ROUND SELLER 
WITH MANY APPLICATIONS 


Railroads—Shippers—utilities—Coal and Supply Yards 
Mills — Ship-Loading— Moving Barges Along Docks, etc. 






L-B Car Spotters are always ready for action. 
They use no power when idle -—they end the 
need for back-breaking effort and do jobs easily 
and quickly — only one man required to oper- 
ate — cars can be moved up to loading or un- 
loading platforms speedily and returned to serv- 
ice — production is speeded up — loads can be 
pulled in any direction and with a properly ar- 
ranged sheave system, around corners or other 
objects. They are safe — require little mainte- 
nance, and offer flexibility of operation. Find out 
all about them NOW. 


10,860 








SLEEVOIL PILLOW BLOCK 


A precision-built, ring-oiling babbitted 
bearing, self-aligning and exceptionally 
quiet. Special seals prevent oil leakage 
and keep dirt out. Field-proved by thou- 
sands of installations. 





WATER-COOLED 
SLEEVOIL PILLOW BLOCK 
Designed for applications where higher 
temperatures are encountered. Shaft sizes 
from 1-11/16" to 8”. Widely used under 
industry's toughest operating conditions. 





DH BALL BEARING FAN AND 
BLOWER PILLOW BLOCK 


Single row, deep groove ball bearings for 
No. 2 arrangement. Inner race extended to 
form sleeve which carries shaft. Piston ring 
seals retain lubricant, exclude dirt. Shaft 
sizes 15/16" to 2-1/4". A favorite where 
compactness is at a premium. 


2 





BRONZOIL PILLOW BLOCK 


Capillary bronze bushing has capacity of 
one-third its volume in oil. Reservoir with 
close fitting wick around bushing provides 
ample lubrication. Oil resistant and static 
proof grommets available for noise isola- 
tion. Sizes 1/2" to 1-1/4". America’s stand- 
ard for light applications. 


Copyright, 1947, Dodge Mfg. Corp. 

















America’s Most Complete Line 


Working closely with air conditioning equipment manufacturers, 
Dodge of Mishawaka has developed bearings to meet the ex- 
acting operating conditions encountered in this industry. Cost- 
saving products for the mechanical transmission of power are 
manufactured by Dodge for use in all industries. 

DODGE MANUFACTURING CORPORATION e MISHAWAKA, INDIANA 


D@G 


of Mishawaka, Ind. 





BRONZOIL FLANGED BEARING 


Mounted in heavy gauge steel flanged hous- 
ing this bearing has the basic Bronzoil con- 
struction and characteristics as described 
at the left. Sizes 1/2" to 1-1/4". A proven 
performer in a new mounting. 











CALL THE TRANSMISSIONEER. 


your local Dodge distributor, for infor- 
mation about the line of Dodge bear- 
ings for fan and blower service — and for 
news about Dodge 
products to cut costs 
and increase pro- 
duction in all indus- 
tries. Look for his 
name under ‘Power 
Transmission Equip- 
ment” in your classi- 
fied phone directory. 











IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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Permatex Aviation Form-A-Gasket 
has 3 PROPerties of equal importance! 


e @.... LuBricaTion 
When Aviation Form-A-Gasket is 
freshly applied, close fitting connections 
are easy to tighten up... all the way! 


@ ... SEALING 
Aviation Form-A-Gasket quickly 
changes to a tacky paste that makes 
assemblies leak-proof to all lubricants, 
fuels and cooling solutions. The seal 
remains pliable . . . connections are 
easy to adjust or disassemblel 


© ... PROTECTION 

Aviation Form-A-Gasket prevents 

corrosion and “freezing of all metal 
\. parts used in modern engine assemblies 

... because an applied film seals out all 

air and moisture! 


Will not run at 400° above 
... nor become brittle at 70° below! 








- PERMATEX COMPANY, INC., BROOKLYN 29, N. 
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ANNOUNCED TO THE TRADE... 


In September and October trade papers 
—two completely new assembly 
tools for Thor distributors! 


The popular assembly 

line suspension type 

tool with greatly re- 

duced weight for faster operation on 

continuous production. Three speeds 

—500, 750 and 1,000 r.p.m. Positive 

or adjustable slip clutch. Optional 

attachment for right angle driving. 
Attachments, bits and socket 

wrenches are interchangeable. 
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The lightest hand-held tool 
in the heavy duty class— 
fashioned after famous Thor 
midget-type drills. Three speeds— 


500, 750 and 1,000 r.p.m. Positive 
or adjustable slip clutch. Optional 
attachments for 25-degree and right 
angle driving. 

Call your Thor Distributor for 
a demonstration. 


. ork 
London, England 


ad 
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NOW ... FINER 
BECAUSE THEY'RE 


FORGED FITTINGS ARE TOUGHER FORGED FITTINGS ARE STRONGER 


Forged fittings stand up bet- Brass forgings are over 80% 
ter under hard knocks, me- stronger than brass castings — 
chanical shock, and vibration that’s why forged fittings will 
because forging concentrates withstand higher pressures. 


fiber-like flow line structure of 
metal at points of stress. 








Uy 
FORGED FITTINGS ARE CLOSER GRAINED 


The extremely close-grained struc- 








ture of forgings assures against blow IMPERIAL 
holes or other concealed defects and TUBE FITTINGS 
inst f 
noedeo-hoid tg for connecting copper, steel, 
aluminum and other metal tubing. 








DRYSEAL PIPE THREADS 


Full length SAE Dryseal Pipe Threads 
are being incorporated on pipe thread 
ends. These threads make tight joints 
without pipe dope; are longer on sizes 
14” and over. 





FORGED EJTTINGS ARE MORE UNIFORM 


Dimensions of forgings ate held within ex- 
imits—far imi a 

ee ee eae peg er [ MPERIAL leads again with new, finer tube fittings 

makes fittings easier to install. ; connecting copper, steel, aluminum and other 

thin-wall metal tubing. These new fittings have 

forged instead of cast bodies on tees and elbows and 

yy Elbow and tee bodies on Compression, ‘ SAE Dryseal Pipe Threads on all pipe connections. 


Flared, Hi-Duty, Flex and Inverted Flared : The superiority of forged brass fittings has long 
Tube Fittings are being converted to forg- ___ been recognized. Now, for the first time these better 
ings. Straight fittings made from brass rod. 3 , fittings are made available for general industrial 
». applications. Today, more than ever before, when 

you sell Imperial you sell the finest in fittings. 


r 
«THE IMPERIAL BRASS MANUFACTURING COMPANY 
| {511 S. Racine Avenue Chicago 7, Illinois 


PIONEERS IN TUBE FITTINGS 
AND TUBE WORKING TOOLS 


















Write for Bulletin No. 349 on Forged Fittings 
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ILC 
shooting fish = 
in a barrel! 


" Begedonge distributors will tell you— 
their franchise is one of the most 
profitable in the entire field. They earn 
a substantial profit margin on each sale. 
And they benefit by the peerless reputa- 
tion, the new -product pioneering of ‘“‘the 
greatest name in rubber.” No wonder 
the Goodyear line rates among the first 
three money-makers each year, accord- 
ing to leading distributors. Examine 
your current franchise. If it isn’t giving 
you all the advantages listed in the blue- 
print below, why not see if there’s a 
Goodyear franchise available in your 
territory? Write: Goodyear, Akron 16, 
Ohio or Los Angeles 54, California. 





8-POINT BLUEPRINT FOR SALES SUCCESS 


Goodyear Industrial Rubber Products 


Reputation of “the greatest name in 4 Liberal franchise that creates profit 7 Leadership in new-product develop 
rubber’ opportunities ments pioneered by Goodyear 
Proved quality that brings repeat 5 Technical sales ‘assistance by the Research Laboratory 

business G.T.M Goodyeor Technical Man Substantial profit margin on each 


Aggressive national advertising that 6 Hard-hitting, business-getting direct sale 


boosts distributors, too mail campaign 


GOOD*YEAR 


THE GREATEST NAME IN RUBBER 
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KEYSTONE #84 repels all these lubricating enemies 
























= iiweug CANNING PLANTS-DAIRIES- 
fees SAW MILLS- SHIP YARDS- 

TEXTILE MILLS-DYE HOUSES 

CONTRACTORS AND OTHERS 


DEMAND LUBRICANTS 
THAT CAN “STAND UP’ AND 
WITHA BIG MARGIN TO SPARE 


The grease that can 


“Take and Glue i 


This highly specialized Keystone product is a mul- 
tiple purpose grease that will help you solve some 
of your tougher lubricating problems. In plants 
of many kinds it is giving fine results not only 
in normal service but also where conditions are 
unusually severe. 


Keystone No. 84 Gredse is a smooth, non-fibrous, 
homogeneous product that is free from fillers, abra- 
sives, oxides and materials used for similar purposes. 
Its consistency is of an unusually unctuous nature 
and shows not the slightest trace of oil separation 
or bleeding. 


The wide temperature range of Keystone No. 84 
Grease, plus its resistance to moisture and acids, 
plus its many other qualities, all add up to a lubricant 
that not only can “take it” but also “give it”... 
give longer life, more economical service, greater 
lubricating efficiency. Supplied in several densities 
suitable for many applications, including ball and 


roller bearings and rotating or sliding surfaces which 
operate at constant or intermittent high or low speeds. 


Judged by any lubricating standard, Keystone No. 84 
Grease is a fitting example of a well-established fact: 
“The true cost of a lubricant is measured by its 
performance in the bearing rather than the price 
in the container.” 


A member of the large family of 


sro 


Trade Marks Reg. U. S. Pat. Off. 
SPECIALIZED 
LUBRICANTS 


The Keystone Distributor near you will be glad to cooperate 
in making Keystone Specialized Lubricants available to your customers. 


KEYSTONE LUBRICATING CO., Est. 1884 
21st, Clearfield and Lippincett Sts., Philadelphia 32, Pa. 
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Edge index and 


ge — lassified index 
= i per this manu- 
. eS eeu al, .- _ - 
s 
poetine speed, ute. belt dive ine 
center distances sat — - 


in one place. 


USING STOCK BELTS AND SHEAVES, Texrope 
engineers have selected the best drive for each re- 
quirement . . . the drive most economical in first 
cost and in maintenance, 

Only Allis-Chalmers offers you this complete 
Pre-Engineered drive manual. It is the product of 
23 years of industrial V-belt drive experience, the 


uring special 


ae PROBLEMS 
SOLVED ECONOMICALLY WITH TEXROPE 


Pre-Engineered 


anual Lists 
them for Quick Reference 


Complete V-belt 
drive engineer- 
ing data tables 
cre included in 
manual, for fig- 















finest engineering talent in the business. 

Here is a book that will save you time and 
money in the purchase of V-belt drive equipment. 
Copies have been sent to many Textope users and 
dealers. If you don’t have a copy yet, write for 
Texbook No. 20F40. ALLIs-CHALMERS, MILWwau- 
KEE 1, Wis. A 2335 


Texrope, Super-7, Texsteel, Texdrive, Magic-Grip and Vari-Pitch are Allis-Chalmers Trademarks 








TEXROPE 
-. Greatest 


Name in 
V-Belt Drives 


cor 


“Super 7” V-BELTS 
Five Types — Sizes 
to suit every power 
transmission job, 





Texsteel, Texdrive, 
“Magic-Grip” 
— sheaves in a full 
range of sizes, 

grooves, 





“Vari-Pitch” 
SHEAVES 
Exact variations in 


speed, stationery or 
motion control, 





SPEED 
CHANGERS 


Speed variations up 
to 375% at the turn 
a crank, 





ENGINEERING 
Finest V-Belt engi- 
neering talent in the 
world—at your call. 





TEXROPE “Super 
7” V-Belts result 
from the cooperative 
research of two great 
companies — Allis- 
Chalmers and B. F. 
Goodrich. They are 
sold only by A-C. 





MILL SUPPLIES © DECEMBER, 1947 


oo a 





Pre-formed 
CARMET CARBIDE 
Inserts for 

Blanking Dies 


RS ee 


Do you have a 


“Problem” 
jae, Make it of 


Pe 
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Housing for the exhaust fan which serves as a 
mammoth lung to provide fresh air to this 
West Virginian coal mine, 


THE ““BLOWHARD” THAT SAFEGUARDS MINERS’ LIVES 


Another top performance by a BWH product 


In the busy 1943 days of peak war 
production, a big West Virginia coal 
mine needed a transmission belt for 
its giant exhaust fan. 

Because this fan supplies fresh air 
to workers far underground, high 
speed operation with no shutdowns 
was vitally important. Tragic disaster 
may stalk tunnels where heavy, gas- 
laden air accumulates, and workers 
get out of a mine as fast as possible 
if the ventilating system breaks down. 

To handle this responsible job, 
BWH engineers specified a 36-inch, 
9-ply Bull Dog Cord Belt with qual- 
ity-controlled friction. The rugged 


silver-hard duck cover adequately 
protects the low-stretch cord carcass 
of the belt. As a result, resiliency and 
recovery factors are assured under 
peak loads... trouble-free operation 
is maintained at maximum efficiency. 

Working at a speed of more than 
a mile a minute, this rugged belt has 
chalked up an outstanding perform- 
ance record ... and it’s still driving 
this huge safety fan, after four years 
of hard service. 

Made by the exclusive ROTOCURE 
process of continuous vulcanization, 
BWH Belts have no “weak links” 
caused by press overlaps. And that 


Another Quality Product of 


means they assure steady operation, 
long life and low maintenance costs 
on the toughest jobs. 

All BWH Industrial Rubber Goods 
are engineered for just one purpose 
... that is, to do a specific job extra 
well. Leading industries know they 
can always look to BWH for depend- 
able ruggedness — to BWH distribu- 
tors for dependable service. 


HAVE YOU A JOB WHERE STAMINA COUNTS? 


Bring us your toughest problems — we're 
specialists in solving them. Consult your 
nearest BWH distributor, or write directly 
to BWH. 


Boston Woven Hose & RUBBER COMPANY 


Distributors in all principal cities 


ee eee 2 ce 


MASS., U.S.A. ©¢ 
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P.O. BOX 1071, BOSTON 3, MASS. 





DUFF-NORTON 


.the world’s largest and most complete line of 


Every Customer is a Prospect for Jacks— and there’s 
a Duff-Norton Jack for Every Customer Requirement. 


Every customer jack requirement furnished with utmost satisfaction 
from one manufacturer—that’s the service Duff-Norton offers you. 
To be assured of the right jack for your customer's application, 
makes jack ordering easy and profitable. Helps build goodwill, too, 
through satisfied customers. 

With the Duff-Norton line to help make quick sales, your salesmen 
will want to check jack requirements on every call, and incidentally, 
cash in on a lot of steady repeat business. Write today for Catalog 
203-A and sales promotional material that will help you sell more 
jacks. It's free, of course. 


DUFF-NORTON 


rf THE DUFF-NORTON MANUFACTURING CO. 


Pittsburgh, Pennsylvania 
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THEIR SALESMEN. 
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The distributor is integral 
with our selling set-up . . not 
merely a medium of dis- 
tribution. His salesmen are 
our salesmen. . fully in- 
formed through our distribu- 
tors’ sales training program 
regarding their potential 
markets and the kind of 
advertising support he can 
count on to help him sell. 


This belief in the distributor 
is the basis of a relationship 
you can depend on for 
steady sales, good business 
with Simonds Abrasive Com- 
pany products. 


SIMONDS 








FOR ABR ASIVE PROD 









SERVES ALL INDUSTRY 
PRACTICALLY EVERY suoxEsticy 


'S A Prospecr 





PHILADELPHIA, PA. 
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SIMONDS ABRASIVE COMPANY, PHILADELPHIA 37, PA. DISTRIBUTORS IN PRINCIPAL CITIES 
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Another reason for handling | | 








DISPLAY... 
DISCUSS... 
DEMONSTRATE... 
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products by caRBORUNDUM 


TRADE MARK 





Through an extensive pro- 
gram, The Carborundum 
Company is making selection 
and application of the best 
abrasives to use for specific 
jobs simpler and more efh- 
cient. This, in turn, is helping the industrial 
supply distributor turn over a larger volume of 
abrasives more profitably. 





The simplified sales manual is one example. 
Modern methods of packaging and labelling for 
fast identification is another. Perhaps the most 
timely is the new line of Series 20 Grinding 





ant 
We 


Wheels. Here, in a relatively narrow pattern 
of grits and grades, are wheels that cover a wide 
range of grinding operations. Their many bene- 
fits to the user have gained instant acceptance 
and preference. They are building volume and 
profit for the industrial supply distributor hand- 
ling abrasives by CARBORUNDUM. 


There are many other ways in which activities of 
The Carborundum Company assist the selling 
efforts of the distributor. In featuring our prod- 
ucts, you receive cooperation and support that 
makes your job easier and more profitable. The 
Carborundum Company, Niagara Falls, N. Y. 


Abrasives by 


CARBORUNDUM | 


TRADE MARK 
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y PHILLIPS SCREWS 


_, when AMERICA 
r Faster! 


Fasten Bette 
cost goes down for 


“production go "P 
elevator-escalator builders, appliance, furniture, auto and other manufac: 
assemble with fast famble-proof, automatically straight-driving 
os Screws! This maintained speed means TIME SAVINGS 

ith a bonus in no scars OF work spoilage and adde 
to catch hose or clothes with 
d that speaks quietly of soli 


can Phillips Screw. Why 
d, sales and costs 


ALES APPEAL © No burrs 
corative, straight-set screw hea 
ere on in — that’s the Ameri 
dvantages i0 spee 


ial 


COMPANY, PROVIDENCE 1 RHODE ISLAND 
Detroit 2: 502 Stephense® Building 
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lmost every day we he 
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i sh @ca f 
this 
e 
oil ter 4nd m 


CONSISTENT J-M POLICY 
- Pp 


iner 
acking —" 
8Sk your jo, 
Packing local he: 
about Navalon, ~ 


oc ab 


“BILL HEN cat 
_ RY AND THE NEWs” Mondo thru Friday 


” 


/ 


You’re “‘on the air’’ as an authorized 


Johns-Manville Packing Distributor! 


Five nights weekly, Bill Henry and the News... most 
popular news program on the air... brings the Johns- 
Manville name to radio’s largest weekly audience. 
Frequent announcements on packing, similar to the 
one shown above, are a regular part of this program. 


In addition, you’re backed by a “double-barrel” 
magazine campaign that features both you and the 
Johns-Manville packings you sell. You get direct 
mail pieces, other sales helps, and an attractive sign 
to identify you as the distributor your customers 


Johns-Mam lite have heard and read so much about. 


Packings All this is a part of J-M’s consistent policy to pro- 
2) vide “The right kind of backing to help " 

you sell packing.” For details, write Johns- JM 

INDUSTRY SINCE 157 Manville, Box 290, New York 16, N. Y. LV} 


CONSERVING POWER FOR 


Johns-Manville 
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NOW—! complete the payroll in 2 hours 
with MULTI-MATIC! 


Tie bookkeeper makes up the payroll in a fraction of the 
time formerly required—and likes it! Her employer has a 


complete payroll record before him when he signs the checks 
—and likes it! This time-saving, error-proof Multi-Matic sys- 
tem may be just what your business needs to simplify pay- 


roll writing. 


Multi-Matic is ideal for branch offices and small businesses 
employing from 15 to 500 people. It saves time because all 
records are completed in ONE handwritten operation. It 
assures accuracy because your office records are exact car- 
bon copies of the Earnings Statement and Check. It pro- 
duces on a low-cost manual basis the same results as large- 
scale machine equipment, including all essential data for 
Federal and State reports. 


Ask for more facts about this dollar-saving system. Just call 
Remington Rand in your city, or write Systems Division, 315 
Fourth Avenue, New York 10, N. Y. 
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THE FIRST NAME IN BUSINESS SYSTEMS 





this tooth 


This is Atkins “Curled-Chip” tooth—the tooth with a 
curved cutting face that LIFTS chips with a smooth 
continuous cutting action...curls them up to be ex- 
pelled from the gullet like a suddenly released 
clockspring. Result: faster cutting with less power, 
heavier feeds, truer cuts. 


in this segment 


“Curled-Chip” teeth in segments, as shown, permit 
a standard cutting width consistently narrower. Seg- 
mental construction gives great resistance to the 
shock of heavy duty work. Worn-out teeth can be 
easily and quickly replaced without discarding 
the saw disc. 








acts like this 
to boost sales 


Give your customers results like these .. . proved 
results from the combination of Atkins “Curled- 
Chip” teeth in high speed steel segments: 100 
seconds per cut on 5% C.R. steel... 16 sq. in. per 
minute on SAE 1020 steei ...10 seconds per cut on 
22" electric cast steel... 3 minutes per cut through 
18” by 18” aluminum ingots ...25 seconds to cut 14 
nested bars, 1%” SAE-1335. Contact them at your 
earliest opportunity... show them how they can cut 
costs. Write for full information, sales helps, etc. 


&.¢C. ATKINS AND COMPANY 
HOME OFFICE AND FACTORY: 
402 yn ilinois Street, indianapolis 9, indiana 
BRANCH FACTORY: Portiand, Oregon g 
e an Sg ae 
BRANCH OFFICES: 
Atlanta . Chicago - New Orieans 
New York - San Francisco 
“ATHINS ALWAYS AHEAD” 
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Gastbd wA\ BEARING 


SUPER CHUCK 


Here's the fast and easy-working ante — 
friction model that cuts down set-up time. 

It is the finest chuck in the famous Jacobs § 
line. Latest refinements include (1) an im § 
serted ball thrust race with continuous deep § 
groove (2) a heat treated alloy steel nut § 
giving four times the load carrying c& § 
pacity of former construction. Smoother ia § | 
Operation — sturdier than ever —the “N” § 
Series Super Chuck is the last word o@ § 
heavy duty production work. -— , 


TOOL UP YOUR TOOLS WITH NEW COOL J HIGH-ACCURAC! 


Be ES 





Excessively Worn or Damaged Chucks 
can cause — 


@ Drill Slippage 
@ Drill Breakage 
@ Inaccurate Holes 


prevent 
terial. Your Industrial Supply Dis- 
tributor has new Jacobs Chucks 
in stock. 





W004 PLAIN BEARING CHUCK 


q For light and medium duty requirements 
" here’s a lot of chuck at very moderate cost. 
| Maximum strength, accuracy and powerful 
Be prip have been carefully built into it. Latest 
} improvements include (1) fluted sleeve in- 
‘f ternally ground on three diameters (2) 
4} nickel molybdenum alloy steel jaws ex- 
pertly heat treated (3) precision bored 
~ og! hole in hardened and ground . 
largest selling drill chuck in the world 
_ ++. the unanimous choice of portable tool 
‘f manufacturers. 


Hi ta Fok Sel 


mi 


PPL, SOLD EXCLUSIVELY BY INDUSTRIAL DISTRIBUTORS 


E JACOBS MANUFACTURING CO., HARTFORD 2, CONNECTICUT 
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New Veelos Catalog 


See how NEELOS ow Feels 


CUTS V-BELT INVENTORY 
OE LALLA 


VEELOS 


THE LINK 


V-BELT 


able 


Adjust 


Adaptable 


to any Length 
to any Drive 


HEN you start selling 
Veelos, the link V-belt, 

you can stop stocking hundreds 
of sizes of belts for all sizes of 
drives. You just don’t need them. 
Only 4 reels of Veelos will 
replace as many as 316 sizes of 
endless V-belts. Any length belt 
for any drive is easily uncoupled 
from a reel, quickly made endless 
and installed. Never again will 


you see an unused V-belt dete- 
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riorating in stock. Reels of Veelos 
take up little storage space—sim- 
plify stock records. 

These are just a few of the 
many outstanding advantages of 
Veelos on reels explained in the 
new Veelos catalog. Send for 
your free copy right away. 


MANHEIM 
MANUFACTURING & 
BELTING COMPANY 


Manheim, Pennsylvania 


Known as Veelinx outside the United States 
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2ZODUCTION COSTS 
GO DOWN 


with ARO tools on 


, KS: - . “ ~~ on ee 
Dave =e" ly Ii 
Tightening screw in "drive unit assembly, assemb y ines 


Aro Model 22LAH. 


The General Electric Company, Trenton Plant, manu- 
facturer of automatic washers installed Aro screw 
drivers, nut setters, balancers, oilers and filters on 
assembly lines. The result—complete assemblies 
faster... with less labor and lower cost! Also, inspec- 
tion showed that torque requirements were “right on 
the nose”’. 
It will pay you to have a trained Aro field engineer 
py check your assembly problems. An on-the-job study 
Driving No. 2 self-tapping screw in switch 
on controls. Aro Model 7000. reduce fatigue and cut costs with ARO Air Tools. 


may reveal many ways to increase your production, 


The Aro Equipment Corporation, Bryan, Ohio. 


ening screws in drive assembly, using 
Aro Model 22LAH. 


Tightening bolts on balance ring hub. Driving down screw on flanges of ap 
Aro Model 106 Impact Wrench. using Aro Model 22LPH. 


ARQ AiR TOOLS 


0 Send for Catalog! 
AR The Aro Equipment Corporation, Bryan, Ohio. 
Without obligation, please send us your new fully illustrate 
Air Tool catalog No. 46 which also gives complete specificatio 
on all Aro tools and accessories. 











” DICK OFFERS 
3 KEYS 


TO SERVICE IN POWER 
TRANSMISSION EQUIPMENT 


Barry Steel Split Pulleys .. . V-Belt Drives 
. . . Balata Belting . . . as described in 
further detail below . . . provide the 
means of meeting power transmission re- 
quirements in a way which will satisfy 
your customers’ needs economically and 
advantageously. This equipment which con- 
stitutes the Dick Line meets distributors 
needs also . . . for volume and service. 
For here, from a single source of supply 
and with small, stock-carrying require- 
ments, you can offer exclusive features in 
design and construction which are defi- 
nitely sales features and yet provide your 
customers with equipment which, stand- 
ardized as to sizes, can be installed with- 
out the necessity of costly changes to new 
existing power transmission drives. 


(1) Barry Steel Split Pulleys 


These specially designed and constructed pulleys 
are light in weight, strong, highly efficient, ac- 
curate and easy to install. They are of welded 
construction throughout, and carefully balanced 
for smooth performance. 


(2) Dick V-Belt Drives 


Accurately machined and carefully balanced, 
Dick Cast Iron Sheaves can be depended on for 
vibration-free performance with a minimum of 
belt wear. Dick V-Belts are designed for great 
strength, high power transmission efficiency, long 
life and minimum stretch. They meet the most 
rigid requirements for dependability and econ- 
omy. 





(3) Dick’s Balata Belting 


This strong, durable belting, of uniform construc- 
tion throughout, provides a highly efficient means 
of transmitting power for equipment drives, ele- 
votors and for conveyor applications. It can be 
depended on for durability, as well as for a 
minimum of either stretch or shrinkage. Its im- 
munity to water and steam recommend its use 
for a wide range of applications. 


R.& J. DICK COMPANY, INC. 


PASSAIC, NEW JERSEY © San Francisco, Cal. * Chicago, lil. * Seattle, Wash. 
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@ No type of wrench offers a surer gtip than Williams “Supersockets.” 


This operator knows his wrench can't slip\ although he is unable to see the 
cap screw he is loosening. He knows he\can apply a hard pull without 
danger of battered hands or more serious ikjury. He's a safe and efficient 
worker because he has safe and efficient todjs! 

And super-safety is only one feature of 
zo Williams “ Superseckets.” With their endless 
saga combinations of hakdles, accessory parts and 

= sockets, they provide industry's most flexible 
eS Oe a4 . ‘ 
ee me =©6wrench system. Made in five patterns, with 
drives from 1/4” to 1“ gquare. Sold by lead- 
ing Industrial Distributotg everywhere. 


J. H. WILLIAMS & CO.,\BUFFALO 7, N. Ys 
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| Toncan Iron 


Stays on the Job Longer 








o° 

Che 

cor 

wit 

: “W, 

— mar 

Aut 

‘Long, trouble-free life is a natural characteristic of every sheet metal 3/4 
part made of Toncan Iron. And not without good reason, too. ME 

Toncan Iron contains extra copper—twice as much as copper-bearing * 
steel or iron—p/us molybdenum, to bring out the full effectiveness of we 

the copper. Thus, Toncan Iron develops the highest rust-resistance of all inste 

ferrous materials in its price class—lasts years longer than less resistant of t 

materials. “Ww 

Add the fact that this rust-resistance is not just a surface quality, but mon 

extends uniformly throughout the metal—is unaffected by bending, ume 


shearing, punching, corrugating, riveting and other cold working— 
and it’s easy to understand why cost-wise sheet metal men, for nearly OW, 
40 years, have made it a point always to specify Toncan Iron. Im- 








portant, too, Toncan Iron welds readily. ee 
Like more information? Write to: 
REPUBLIC STEEL CORPORATION ‘a 
Backing up your sales GENERAL OFFICES 6 CLEVELAND 1, OHIO TWE 
efforts, this and similar Export Department: Chrysler Building, New York 17, New York is 
advertisements regularly 19 22 
carry the Toncan Iron story 
to your customers via the 
pages of AMERICAN AR- 


TISAN, ARCHITECTURAL 
RECORD, ENGINEERING 
NEWS-RECORD, IRON 
AGE, SHEET METAL 
WORKER and STEEL. 




















—for these parts ef your product and for these sheet metal applications in your plant where low-cost resistance te rust is needed—and for corrugated metal drainage products 
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“We Make Screw Machine Parts... 
_..with 30% Production Increase’ 


CHARLES 


Charles Marti, manufacturer of precision screw machine products, has 
combined screw machine techniques with Walker-Turner 15” Drill Presses 
with remarkable results. 





“We have 58 Walker-Turner Drill Presses in our plant, all used in the 
manufacture of small screw machine parts ordinarily made on Swiss 
Automatics. These parts range in size from 1/32” to 3/8” in diameter, 
3/4” to 5” long and are held within .002 limits. 


“Each machine performs a single operation. All machines are equipped 
with special turning fixtures which are adjustable to any size; twelve 
installations have two heads mounted on each column and do the work 
of threading machines. All tools and bushings are submerged in oil. 


“With this method, we showed a 30% increase in production in the 
manufacture of needles for lettering pens as compared with the former 
screw machine method. All work is done by unskilled operators. 


“We intend to continue using this method because it assures flexibility 
of operation, and is particularly economical in making short runs. New 
jobs do not require sets of cams, only resetting of tools.”’ 


CHARLES MARTI, President 
ir Charles Marti Precision Screw Machine Products 
TWENTY-FIFTH YEAR comer wnama 


SOLD ONLY BY AUTHORIZED INDUSTRIAL MACHINERY DISTRIBUTORS 161 
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TUBE CUTTING 







ona 
LARGE SCAL 
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Cutting-off steel tubing, generally con- 
sidered a slow and costly operation is 
done quickly and economically, on a 
large scale, at Baker Oil Tools, Inc. 
two plants. Really large tubes, up to 
18" in diameter are handled on the 
Giant No. 18 Marvel Hydraulic Hack 
Saw, illustrated above, quickly and ac- 
curately cutting off large steel oil well / 
casing and casing coupling stock. This 
company also has a No. GA MARVEL / 
High Speed Production Saw, (ca- 

pacity 6" x 6") for automatically / 
cutting off single or nested tubes 

or bars of smaller diameter. Solid 

stock or tubes, they’re all the 

same to MARVEL Saws. 


Whatever your metal sawing 
problems, there are MARVEL 
Saws exactly suited to your 
requirements. Your local 
MARVEL Sawing Engi- 
neer will gladly analyze 
your problem, make 
recommendations and 
quote costs. : 


Write for Catalog 


Better Machines- Better Blades P _ 





ARMSTRONG-BLUM MFG. COMPANY: 
8700 BLOOMINGDALE AVENUE “The Hack Saw People” CHICAGO 39, U.S.A 
30 MILL SUPPLIES © DECEMBER, 1947 
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“builds more 
business for you” 


Rooted deeply in continuous engineer- 
ing, research, and precision manufacture, “Built 
better by Kellogg-American” gives your customers a better air com- 
ie Deel ON ee pressor... more air per dollar. 
eee | ae) More cubic feet of air per kilowatt hour is delivered. Overall effi- 
i : ciency is high. Operating costs are low. Compressor life is long and 
trouble-free. Customer satisfaction and repeat business are assured. 

Backed by Brake Shoe’s* long-established, wide reputation in 
the industrial field, Kellogg-American air compressors find ready 
acceptance throughout industry. 

Kellogg Division maintains a cooperative, profitable distributor 
sales policy that merits your confidence. For complete information 
write On your company letterhead. American Brake Shoe Company, 
Kellogg Division, Rochester 9, N.Y. 

“fen Divisions, Sixty Plants In The United States and Canada. 


KELLOGG DIVISION 
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KEMPSMITH 
ARBORS 
and accessories 
are available in 
all popular sizes 
and types. Adapt- 
able to any make 
of milling ma- 
chine with stand- 
ardized spindle. 
Write for Arbor 
Bulletin. 








@ Yes sir —a small investment in KEMP- 
SMITH Standard Attachments enables you 
to reduce production milling costs to rock 
bottom ... gives you extra profits from a 
variety of precision jobs such as rack mill- 
ing, jig boring, oil grooving, die sinking, 
tang slot milling, etc. 

Kempsmith Standard Attachments broaden 
the scope of your milling machines. Backed 
by more than a half century of specialized 
experience building milling machines ex- 
clusively, these precision-built attachments 
result in (1) lower capital investment in 
machinery (2) saving in set-up time and 
(3) greater job versatility. Write today for 
literature. 


Small Tool Distributors. There is a great 
demand for Kempsmith Standard Attach- 
ments, Arbors and Accessories. Desirable 
territory still available. Write today for 
new, liberal selling plan. 


KEMPSMITH MACHINE COMPANY 


1833 SOUTH 71ST STREET 
MILWAUKEE 14, WISCONSIN, U.S.A. 
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°* Preciston Bull Milling Machines Since 1888 « 


A 5304-1PC JON 
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Jal CenterFit 


CONVENTIONAL 


Announcing CENTERFIT—the new all steel 
Wire Rope that cuts rope costs up to 50%! 





All 17 strands in CenterFit are laid together in a single closing opera- 
tion. Note all strands run in the same direction. They fit snugly into 


valleys between 8 inside strands and eliminate crossing of 
strands as in conventional design. This prevents internal 
nicking — gives longer weor. Eight outside strands, 
CenterFit design, give more steel, less void space, 
mean greoter strength. More strands give 
greater flexibility, easier handling. 


CENTERF IT, an exclusive J&L product, 
isthe most outstanding development in 
wire rope construction since the inven- 
tion of preforming! Since men first 
started moving material with cable 
controlled machines they have sought 
stronger, longer lasting, lighter weight 
cables to lift heavier loads at faster 
speeds. J&L wire rope engineers and 
production men have now perfected a 
new rope fabricated for the most costly, 
toughest “rope eating’ jobs in the 
material handling business . . . closing 
lines on clamshells, hoisting lines on 
power shovels, cable controls on wagon 
«rapers, rooters and other rugged 
tarth-moving equipment. CENTERFIT 
with its inter-laid multi-strand con- 
struction is the answer! 

The experience of M. Bennett & 
Son’s, general contractors, of Indiana, 
Pa. is typical of the 71 contractors 
who have used CenterFit. Fred 
McCauley, J&L wire rope engineer, 


JONES & LAUGHLIN STEEL CORPORATION 














J&L 







With CENTERFIT 71 contractors get: 


® Double the service life on 727 machines 


© 20% faster operating speeds 


© 25% savings on drum and sheave repairs 


asked Ira King, Bennett’s maintenance 
engineer, to try “something new’ on 
the troublesome closing line on a 24% 
yard clamshell working on a slag un- 
loading job at Blairsville, Pa. On this 
job, the best conventional wire ropes 
averaged only 4 days service—7 days 
at the most. J&L CenrerFit rope after 
a full week was operating perfectly with 
little sign of wear. Two weeks, three 
weeks passed—finally, after four weeks 
the rope was taken out of service. The 
performance was four times better than 
anything King or Bennett had ever 
seen! They naturally ordered more 
CENTERFIT and soon had it working 
on 15 other pieces of equipment. 
Bennett’s skilled operators found that 
CENTERF IT does not backlash and snarl 
on overruns, making possible 20% 
faster operation by eliminating drum- 
locking, kinks and “‘birdcages.”’ 

The special construction of CENTER. 
Fit provides a greater distribution of 


stress and wear, gives longer rope 
service life and up to 25% savings on 
sheave and drum maintenance. J&L 
CENTERFIT costs no more than ordinary 
wire rope. Your local J&L distributor 
or J&L warehouse is now stocked with 
most sizes of this new money saving 
rope. Descriptive literature giving 
complete technical information about 
CENTERF'!T will be sent you on request. 
Write Wire Rope Department, Room 
917, Jones & Laughlin Bldg., Pittsburgh 
30, Pennsylvania. 





















At left is one of the ads 
appearing in publications with 
a combined fotal circulation 


WKEWHEMMER of over 380,000 readers. 
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LUNKENHEIMER advertising puts the DISTRIBUTOR out in front | 
As in this December ad directed to over 380,000 readers of industrial publications, our sales 
promotion program is built around the DISTRIBUTOR'S Service. 


ESTABLISHED 1862 


: THE LUNKENHEIMER C2 


—=_ ‘QUALITY’ = 
CINCINNATI 14, OHIO. U.S.A. 


NEW YORK 13 CHICAGO6 BOSTON10 PHILADELPHIA 34 
EXPORT DEPT. 318-322 HUDSON ST.. NEW YORK 13.N. Y. 
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SELF-LOCKING 


The Red Elastic Collar protects prestressed 


settings against IMPACT! VIBRATION! 


Vibration—built up by the distinct shock, 
or pounding, of the gears at pick and 
beat up—can cause costly wear if the 
pinion gear fastener fails. A loose pinion 
gear has a tendency to cause excessive 
tooth wear. This may result in changed 
gear alignments, replacement damage to 
the tapered armature shaft, and upset 
split-second, synchronized loom timing. 
Finally uneven power delivery produces 
a wavy cloth condition that degrades 
goods to #2 or #3 quality. 

Here’s a suggestion to loom fixers: Ap- 
ply ESNA Elastic Stop Nuts to your pin- 
ion gears and other vibration trouble 


spots every time you have to remove an 
ordinary fastener for repairs or adjust- 
ment. Your maintenance orders can be 
filled immediately from stock. 
Re-usable Elastic Stop Nuts—with the 
self-locking, self-sealing Red-Elastic Col- 
lar—provide dependable protection 
against Vibration, Thread Corrosion. 
Thread Failure, and Liquid Seepage. 
ESNA engineers are now ready to study 
your fastener problems. Address: Elas- 
tic Stop Nut Corporation of America, 
Union, New Jersey. Sales Engi- 
neers and leading Distributors are 
located in many principal cities, 


ELASTIC STOP NUTS 


INTERNAL 
WRENCHING 





PRODUCTS OF: ELASTIC STOP NUT 


| UM 


4%. ANCHOR Vy? WING g SPLINE 


MILL SUPPLIES «© DECEMBER, 1947 








ON THE 





LOOK FOR THE RED COLLAR 
THE SYMBOL OF SECURITY 


It is threadless and dependably 
elastic. Every bolt—regardless of 
commercial tolerances — impresses 
(does not cut) its full thread con- 
tact in the Red Elastic Collar to 
fully grip the bolt threads. In ad- 
dition, this threading action prop- 
erly seats the metal threads — and 
eliminates all axial play between 
the bolt and nut. 

All ESNA Elastic Stop Nuts —re- 
gardless of size or type—lock in 
position anywhere on a bolt or 
stud. Vibration, impact or stress re- 
versal cannot disturb prestressed 
or positioned settings. 








CLINCH stat GANG CAP 
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Larger dollar value per order 
keeps selling costs low 


Ask a Worthington distributor why his salesmen 





always lead off with Worthington. Seven to one he'll 
tell you that Worthington products, besides being 
natural door-openers, offer unlimited opportunities 
to build multiple sales . . . advantages that pay off for 


in easier, low-cost selling. 





SELL MULTI-V-DRIVES THE Fahy WAY W 


Worthington’s transmission equipment lines include: a 


Worthington- Worthington 
Allspeed 


Selectors 


Worthington 
QD Sheaves Goodyear 


V-Belts 





Easy to get on... Easy to get off... Yet always tight on the shaft dol 





That's the performance story that has swept through ing up to 200 hp. Teamed with cooler running, longer A 
industry, paving the way for ever-increasing sales of wearing Worthington-Goodyear V-Belts, they're un- Wo 
Worthington's QD Sheaves. From conveniently located beatable for fast, easy selling. And Worthington refe 

stocks you can offer customers over 75,000 QD Allspeed Selectors, bringing new advantages to liste 

Sheave combinations — in the new, separate “A” machine performance in every industry, are now of f 

and “B" groove types — covering applications rang- obtainable in sizes up to 7 14 hp ingt 


ee 
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MARKET RESEARCH 
























SEE Roa. stl ati i dibs dlenenes Sasenasmaaaasmmsatalis, 


£,000 SALES LEADS’ , 








, 
se i 4 «e * a 
Worthington’s standard industrial lines are: 
Centrifugal Steam Power Rotary Vertical Horizontal 
. Pumps Pumps Pumps Pumps Air Compressors Air Compressors 
| et Gate 
) 
: Six lines that cover the widest range or requirements for pumps and compressors — plus related products — i 
f for a grand total of over 5,000 separate items. And each item, with Worthington's 107 years of leadership in 
pump and machinery manufacture behind it, is a valuable goodwill-builder and sales lead — not only to t 
Worthington companion-products, but to your other lines as well! 








WORTHINGTON’S “9in1” 


Selling Strategy 
Six lines in the Industrial Franchise* plus three in the G 


Transmission Equipment Franchise * make nine complete 
lines that can be handled in one over-all selling effort. 
Moreover, Worthington Market Research makes sure 
that each item in each line meets a known industrial 
need (there are no has-beens, slow-movers or experi- 
‘ ments) and that new items are added as new needs 
arise. To these constantly expanding sales oppor- 
tunities add a door-opening name... recognized 
product-excellence ... endless possibilities for related 
selling ... the small-order problem licked and a larger Whether you open up your big 
t dollar value per order at no increase in selling cost! Pump and compressor catalog 


P, or the Multi-V-Drive Manual — 
ose dent cl most authoritative of its kind 
er ever published — you'll close 





st Worthington’s extensive national advertising that encusebamnonees 
on refers the prospect directly to you... your name svceccetul dlctribeters flad 
to listed in THOMAS’ REGISTER inserts . . . full supplies there's more worth in Worthing- 
»w of hard-hitting direct mail literature ... and Worth- ton for getting more sales per 





ington’s nation-wide sales and engineering service. call, 
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tir ‘effort and. cost by ordering Shinyheads and 
(Carbs by name. No need to write up the order the long way 
ji. ing unnecessary details. The Ferry Cap trade name, as indicated. 
below, is its own specification and your guarantee. * 
Simply specify— —Shinyheads NC = Shinyheads NF 
Shinyheads mean hexagon head cap screws of high carbon C-1038 
steel—full finished—bright, shiny heads—NC or NF thread. 
Simply specify— Hi-Carbs NC Hi-Carbs NF 

Hi-Carbs mean hexagon head screws of high carbon C-1038 steel, 
double heat treated, black satin finish, NC or NF thread. 


These Ferry Cap products are carried in stock in popular catalog 
sizes in bulk and in attractively labeled packages. 












The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD « Dept. A23-2 a CLEVELAND 13, OHIO 


CAP AND SET SCREWS « CONNECTING ROD BOLTS + MAIN BEARING BOLTS ¢ SPRING BOLTS AND SHACKLE BOLTS » HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS « AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS ¢ FERRY PATENTED ACORN NUTS 
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ascung 7 Stung’ future Areceptauce! 


Although/the demand for Spang CW Pipe is 
greater than ever before, Spang ads continue 
to appear in leading trade journals. 


Why? Because the present short supply won't 
last forever ! When it ends, buyers will be more 
particular, will accept only well-known brands. 
That's why month after month Spang advertis- 
ing reaches out and talks to every type of pipe 





buyer, urging him to keep in contact with his 
Spang Distributor. 


But not all of our efforts are of an advertising 
nature nor are they all directed to the future. 
Steps have already been taken to insure 
greater production of Spang CW Pipe. In 
that way we hope to help you supply your 
customers more quickly and adequately. 





“6 This is one of a series of Spang ads which 

ve appearing regularly in: Domestic Engineer 

ng, Mill and Factory, Heating, Piping and Air 

Conditioning and Factory Management and betia 


Maintenance. Copies are available on request. 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Denver; Detroit; Houston; Los Angeles; 
New York; Philadelphia; Pittsburgh; St. Louis; San Francisco; Tulsa 
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HERMAN NELSON PRODUCTS SERVE MILLIONS IN AMERICA 











W. N. 
Burbs 
—C. A 
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New Asbestos-Cement Products Plant 
(Made of Careystone Asbestos Corrugated Sidewalls and Roofing) 
Philip Carey Manufacturing Co., Lockland, Cincinnati, Ohio 
Architects & Engineers — Ford, Bacon & Davis, Inc., New York, N. Y. 
General Contractor — Frank Messer & Sons, Cincinnati, Ohio 
Heating Contractor — Peck Hannaford & Briggs, Cincinnati, Ohio 













EpLoyees in thousands of manufacturing plants of all types and sizes, 
from coast to coast, enjoy comfortable and healthy air conditions provided 
by Herman Nelson Heating and Ventilating Equipment. 


Because the average man spends about 80 per cent of his entire lifetime in- ‘Sup 
ville, 

doors, it is important that all buildings in which he goes to school, works and Brothers 

plays be properly heated and ventilated. Pastels. 


For over 40 years, The Herman Nelson Corporation has been building quality 
heating and ventilating equipment for public, industrial and commercial 
buildings. Leading Architects, Engineers and Contractors, as well as Owners, 

| know that the use of Herman Nelson Products will assure maintenance of 
desired air conditions. 


THE HERMAN NELSON CORPORATION 


Since 1906 Manufacturers of Quality Heating and Ventilating Product 
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the grave. 


rman Nelson Branch Offices 


W. N. Murray, Mgr., J. F. Flannery, R. M. 
Burbank, Product Application Engineers. 
—C. A. Pickett, M 
Taylor, L. C. War 

Engineers. 


4 ‘Product Application 


i—W. J. Killian, Product Application Engineer. 


Frank B. Johnston, Jr., 


gr. 
Charles W. Trambauer Mor., Robert G. Keller, 


Product Application Engineer 


arl H. Amundson, Product Application 
Engineer. 


man Nelson Product 


que, N. Mex.—Boyd Engineering Co. 
Sa.—Felix J. Commagere. 
N. Y.—Edward H. Cox. 
jnabeth, Me.—The Partridge Co. 
C.— Charles, M. Setzer & Co. 
: OhiowRussell H . Smith Equipment Co. 
Tex.—W. E. Lewis & Co. 
, Colo.—Appleton Engineering Co. 
Moines, lowa—Products, Inc. 
Minn.—Williams-Swanson Co. 
Tex.—Boyd Marana Co. 
is, Mich — & Wells Co. 
, Tex.—D. R. Rippe 
olis, Ind.— re Heidenreich. 
ie Miss.—H. M. Ludlow. 
f City, Mo.—H. H. Wright Co. 
, Ky.—John Zimmermann, 


r., J. C. Donaldson, R. C. 


ume 9 > Speeds, Mgr., Carl H. Johnson, Jr., 
Product re pl _ Engineer. 

Moline—Frank T. Tyler, 

New York—Bruce HY Miyde ‘War. Charles E. Wandas, 
Product Angmeaiies En 1 

Philadelphia—P. A. Cavanagh, 

Pittsburgh—G. M. Heslop, Mgr., "Charles R. Holsclaw, 
Product ——_, Engi _ 

St. Louis—Harold Gerboth is Paul Harder, 
Product Application testes 

Syracuse—C. R. Anderson, Product Application Engineer, 

Washington, D. C.—J. M, Osborne, Mgr., F. M. Hewitt, 
Product Application Engineer. 


Application Engineers 


Los Angeles, Calif.—F. J. Heart . Co. 
———, Tenn.—Southern Sales 

Miami, Fia.—R. P. Kelley. 

Missoula, Mont.—W. M, Walterskirchen Co. 
Nashville, Tenn. —Southern Sales 20. 
New Orleans, La.—Cressy Sales Vo. 
Oklahoma City, Okla.-—O. T. Carroll. 
Omaha, Neb.—Verne Simmonds. 
Phoenix, Ariz.—Boyd Engineering Co. 
Portland, Ore.—T. C. Langdon & Co. 
Richmond, Va.—W. Wallace Neale. 
Saginaw, Mich.—W. A. Witheridge Co. 
Salt Lake City, Utah.—Midgley-Huber. 
San Antonio, Tex.—Harry J. Dalton. 

San Francisco, Calif.—E. C, Cooley Co. 
Seattle, Wash.—E. H. Langdon Co. 
Spokane, Wash.—R. L. Nelson. 


: wman Nelson Distributors 


a Rogers Co., Fort Smith. 
. ORNIA 


Company, San Bernardino. 
n Supply 
tn Francisco, Sacramento. 
ies Supply Co., San Diego. 
olbrook, Inc., 
Francisco, Berkley, Fresno, San 
Joe, Sacramento, Stockton, Santa 


lesa. 
ECTICUT 
Supply Co., New London. 
& Wasserman, Inc., 


WARE 
Seen, Wilmington. 


Corporation, 
—- Tampa. 
ORGI A 
dric Supply Co., Atlanta. 
joca Corporation, 
Zlumbus, Savannah. 


O1S 
lst Pibg. & Htg. Supply Co., 


y. 
Electric Supply Co., Elgin. 
rape! Christopher. 
eoria een Co., Peoria. 
5 fenoh Champaign, 
ill Joliet. 

., Rockford. 


A 
ett and Supply Co., Inc., 


ASpo 
lie Supply Co., Evansville, 
trial Suppl CO, Terre Haute. 
p Supply , Muncie. 


\ alee Pump & Supply Co., 
Gdar Rapids. 
Supply Co., Burlington. 
Machinery & Supply Co. 
Des Moines, Cedar Rapids. 
- " Company, Sioux City. 


Salina Supply Co., — 
Tholen Bros. Supply 
leavenworth 

ye Steam Boiler Works Co., 


$. ‘Supply =. Wichita. 

h-McVey Co., Inc., Lexington. 
) fl Supply Co., ‘Paducah. 

LL. Blake & Co., Portland. 
Jucts Thompson Co., Lewiston, 


8. Dunning & Co., Bangor. 
& (Knight Hardware Co., 


pis" 
LUMI) 


ny Supply Co., Portland. 
MARYLAND 
Sata Metal & Supply Co., 
Baltimore. 
Frederick Trading Co., Frederick. 
Shore Distributors, Salisbury. 
Western Maryland Supply rp., 
Hagerstown. 
MASSACHUSETTS 
Babbitt Steam Specialty Co., 
New Bedford, 
Corcoran Supply Co., 
Hyannis, Brockton. 
Holyoke Supply Co., Inc., Holyoke. 
Charles Millar & Son ‘Co., "Springfield. 
ye ecama Co., "Worcester. 
MICHIG 
Bond me Co., 
Kalamazoo, Battle Creek. 
Brammall Supply Co., 
Benton Harbor. 
mo gomeen 3 
chigan Supply 
MINN NESOTA 
Marshall-Wells Co., Duluth 
MISSOURI 
Harry Cooper Supply Co., 
Springfie eld. 
Missouri Water & Steam Supply 


Co., St. J 
, Kansas City. 


U. S. Supply Co., Omaha. 
NEVADA 
J. R. Bradley Co., Reno. 
NEW HAMPSHIRE 
Palmer Plumbing Supply Co., 
Laconia, Rocheste: 
George E. Trude! Co., Manchester. 
NEW JERSEY 
Manufacturers Selling Co., Trenton. 
NEW YORK 
W. A. Case & Son Mfg. Co., 
Jamestown. 
John B. Davie Co., Inc., Rochester. 
J. _D. Johnson Co., Inc., 
Poughkeepsie. 
LeValley, McLeod, Kinkaid Co. Inc., 
Elmira, Schenectady, Olean. 
Cares Millar & Son Co., 
Binghamton. 
NORTH “CAROLINA 
Hajoca Corporation 
arlotte, Asheville. 
Hyman Supply Co., 
ilmington, Fayetteville 
Kester Machinery Co., 
Winston-Salem, High Point, 
Burlington. 
OHIO 
The Hardware & Supply Co., 
Massillon. 
i == Trades Supplies, Inc., 


Jackson. 
, Lansing. 


The (eughes Supply S.. Mansfield. 
The Kiefaber “t 
Seve on, somites. 
The Roekel Co., Zanesville. 
Strong, Carlisle & Hammond Co., 
Cleveiand. 
OKLAHOMA 
ay Supply. On. Tulsa. 
Supply C 
Oklahoma City.’ 
OREGON 
Johnson Heating Supply Co. 
Portiand. 
PENNSYLVANIA 
Bailey-Farreli Co., Pittsburgh. 
Busser Supply Co., ‘pena 
Careva Company, . York. 
W. A. Case & Son Mfg. Co., Erle. 
Desco Corporation, Ci jester. 
E. Keeler Company y ~aaeate 
ar + h Valley Supp 
Allentown, Lanblele“e East 
Stroudsburg, Easton. 
Luzerne & Lackawanna Supply Co., 
Wilkes-Barre. 
Reading Foundry & Supply Co., 
Read ‘9, enema, ottsville. 
nternat cael? upp ©., Providence. 
TEXAS 


Calcasieu Lumber Co., Austin. 
Electric Supply, Co., Galveston. 
a Su 
+ Wo <-™ Wichita 

Fells, Amarillo, Lubbock, Odessa. 

Sea, Antonio Machine & Supply Co., 
Waco, Corpus Christi. 

Southern Equipment Co., 

San Antonio. 
Southland Supply Co. 


-, Inc., Houston. 


Canney-Plue, Inc., Rutland. 
Charles Millar & Son Co., 
St. Johnsbury. 
VIRGINIA 
Hajoca Corporation, 
Richmond, Norfolk, Danville 
Roanoke, Staunton. 
Western Maryland Supply Corp. 
Winchester 
WASHINGTON 
J. C. Bowles Co., Seattle. 
a rath Co., Spokane. 
WEST VIRGIN 
Trimble & a Supply Se. " pmeatea 
The Universal Supply 
Parkersburg. 
WISCONSIN 
Cordes Supply Co., Milwaukee. 
LaCrosse Plumbing Supply Co. 
La Crosse. 
Murphy Supply Co., Green Bay. 
Wisconsin River Supply Co.. 
Wausau. 
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Herman Nelson 
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BLACKHAWK 


| 
a ) 


Blackhawk Socket Wrenches give your 
customers the “LOCK-ON”’ safety feature! 
Combinations “click” together rigidly and elimin- 





ate danger of sockets dropping off into machinery or 
injuring workers. And for extra sales ammunition, show them . 
how patented Thumb-release “LOCK-ON” cuts costs by speeding 
work — avoids delays from sockets falling off handles or sticking on 
nuts. Only “LOCK-ON” gives you this big combination of sales advantages. 


A Product of BLACKHAWK MFG. COMPANY, D-pt. 17127, Milwaukee 1, Wisconsin 
achet WwW) 
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Yes, and it's all in the making of repeat sales 
to thousands of satisfied users of Bay State high 
quality grinding wheels in industry throughout 
the world. Designed for faster, cooler, cleaner 
cutting, these superior abrasive wheels are in 
great demand for doing the countless types of 
everyday grinding jobs. 

Featuring “controlled porosity” (uniform grain 
spacing) and “fractional grades” (three degrees 
of hardness in a single normal grade), they 
are unequalled for meeting customer specifica- 
tions with extreme closeness. What's more, they 
can be duplicated more exactly on re-orders. 
Small wonder, then, that Bay State wheels have 
such a widespread distribution. 

For a really fast-moving item that means repeat 
sales, investigate Bay State grinding wheels 
today. 


Branch offices and warehouses: Chicago, Detroit 
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Hard-hitting industrial supply organizations are 
going to town on this easily-sold product. During 
1947, the greatest advertising and sales promotion 
campaign in Rust-Oleum history is pushing sales to 
new heights. Already, all records are broken. Over 
1,000,000 buyers will see Rust-Oleum ads in leading 
trade publications every month. Our plan of selective 
distribution assures fast, profitable turn-over on min- 
77 inventory. RUST-OLEUM IS A TOP-PROFIT 

NE. 

Every industry is a buyer. Because Rust-Oleum 
stops rust so effectively—factories, utilities, trans- 
portation lines, public works departments and thou- 
sands of other users need it for positive, low-cost, 
long-lasting metal protection. Rust-Oleum cuts prep- 
aration time and goes on faster right over the rust! 
... it saves 25% of application time, covers 30% more 
area per gallon and outlasts ordinary paints two to 
ten times. 

Write today for complete information and data 
on tested promotion and sampling campaign. 
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A hoist 
never gets a day off 





To lift and move your customers’ goods faster at lower 

















cost... year after year! 
That’s the service you sell with every ROUND Hoist. 
ROUND Hoists are simple, rugged, dependable 


. made and guaranteed by an organization which, 


since 1869, has stood for highest quality. 


Yes, when you sell ROUND products, you can 
say to your best customer:—‘This equipment will 
work for you year after year. It will never ask for a 
vacation. It will speed up your production and earn you 


greater profits.” 


P & P—6027 


ROUND finer hoisting equipment for every material handling 
job includes Chain Hoists (hand operated and electric) ¢ Trolleys 
Winches @ Crabs @ Cranes (hand traveting and electric). 













SELF-ALIGNING TROLLEYS 


Y% to 40 ton capacity. Timken 
Roller or ball-bearing equipped. In- 
crease the utility of any chain hoise. 





SUPERIOR SPUR-GEARED 


Ball-bearing equipped. % to 
20 ton capacity. Pressure 
lubricated. 


ROUND 


DAVID ROUND & SON 
Cleveland 5, Ohio 


Associate Companies: The Cleveland Chain & Mfg. Co., 

Cleveland 5, Ohio « The Bridgeport Chain & Mfg. Co., 

Bridgeport 1, Conn. « Seattle Chain & Mfg. Co., Seattle 

8, Washington * Round California Chain Co., So. San 

Francisco and Los Angeles 54, California « Woodhouse 
Chain Works, Trenton 7, New Jersey. 








ROUND AUTO-BLOC 


Capacity: % to 40 tons. Has 
only 2 gears, yet develops 
mechanical efficiency of 90%. 
Unequalled for heavy duty, 
high speed, easy lifting. Weighs 
20 to 35% less than other high 
speed hoists. 

















THE CLEVELAND CHAIN & MFG. CO.—A DAVID ROUND ASSOCIATE— MANUFACTURES QUALITY INDUSTRIAL CHAIN OF EVERY TYPE 
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her drink is pure and clear... 


She’s the healthiest child in the world—this 
regular American kid. Pipe had much to do 
with making her strong, straight and sturdy, 
and in keeping her so. 


She drew her first breath in a modern hos- 
pital. Mile after mile of pipe made possible 
the sanitary and therapeutic facilities that 
gave her a head start over the children of 
other nations. 


Her home sets the world’s siandards for 


comfort, convenience and healthful living, 
largely because of the thousand-or-so feet of 





STEEL PIPE MAKES 


5S SRST ARES RE KETONES TONNE: 





pipe that provides pure water, heat and 
sanitation. 

All though her life, steel pipe in one form 
or another will help to assure her health and 
happiness. She can take if for granted—we 
all can. 


The interesting story of “Pipe in American 
Life” will be sent upon request. 

COMMITTEE ON STEEL PIPE RESEARCH of 
American Iron and Steel Institute, 350 Fifth 
Avenue, New York 1, N.Y. 


IT POSSIBLE! 


2 SE ARR TOE NRE SS AERA, 2 I 


.. » better living through pipes of steel for plumbing and heating purposes. 
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USG HELPS YOU SELECT GAUGES 


From the World’s Largest Family of Instruments 






SUPERGAUGE 


. An instrument of test gauge accu- 
% racy, designed for many years of 
x service in heavy-duty indus- 

‘ trial installations. Withstands 

* excessive vibration and 

. pulsation and provides 
. a safe positive check 
. on process control, 


ALL-PURPOSE PRESSURE GAUGE * 


An economically priced pressure gauge 
manufactured to commercial accuracy. 
It has a phosphor bronze bourdon 
tube and a corrosion-resistant move- 
ment. It's smart in appearance and 
dependable in performance. 


‘ 


ee 


CHEMICAL GAUGE 
Clean-Out Type 


Designed for service in chem- 
ical and processing plants for 

use on heavy viscous fluids 

that tend to clog. Supplied with 
precious metal diaphragms and , 
assemblies for highly corro- 
sive chemical application, ¢ 
Diaphragm is easily re- ¢ 
moved for cleaning. ‘ 


a BOILER GAUGE 


, For use on hot water heat- 
¢ ing systems. Indicates on 
-" one dial: water temperature, 
, head of water above gauge and 
il pressure in system. Rugged con- 
y struction with easy-to-read dial. 
¢ Available in round or square case, 
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U.S. INSTRUMENTS Tell The Truth 
| ll 









ULTRAGAUGE 


A superior quality gauge of top-most ac- + 
curacy and durability, designed espe- _¢ 
cially for chemical and oil refinery _¢* 
applications. Furnished in 4%", -% 
6”, 8%", 12” and 16” dial sizes 
... from vacuum up to ,” 
100,000 pounds per square ,¢ 
inch pressures. ; 


4 


vs REFRIGERATION GAUGE 


Important features include: adjustable 
hub pointer, broad easy-to-read lu- 
minous dial, removable screw check. 
Low side gauge has 1” and | Ib. 
graduation and is protected to 200 
Ibs. overpressure. Also available 
with external calibrator and re- 
tarded movement. 


HYDRAULIC GAUGE / 


6 out of 10 Manufacturers 
Buy US Gauges 


A gauge built to give continuing 
and accurate measurement of 
hydraulic pressures. The ex- 
tra heavy-duty movement is 
designed to withstand the 
severe shocks and rugged 
%. service required of gauges 
‘when installed on hy- 
. draulic presses and 





‘ 
Diesel engines. 
' 
* ‘ 
WELDING GAUGE . 
This well designed gauge ; ‘, 
incorporates the safety blow- ™ 
out features in the low as \ 
well as the high pressures. It is 
especially designed to withstand SS 
rugged handling. It is a tough ‘ 
gauge for a tough job. \ 
Y 





Swe oe ww we eee eee ee rem ee eee me meee 


Get your copy of our 
New Folder describing 
many USG Products. 





E. op and Meal Yhes 6 cupon Today! 


UNITED STATES GAUGE 


DIVISION OF AMERICAN MACHINE AND METALS, INC. 
SELLERSVILLE 26, PA. 


Without obligation or cost please send me a copy 
of your new helpful folder. 





Tille 











— —_Saole 
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For the first time, a Rock Drill that is built for plant 
maintenance work. Fast, powerful, and easy to handle, this 
featherweight tool drills as easily on a scaffold as it does on 
the ground. Because it has built-in rotation, it is no longer 
necessary to use hand rotated or makeshift tools. 

The J-10 Utility Jackhamer makes short work of holes 
for hangers, anchor bolts, foundation bolts, pipe, conduit, 
dowels, and reinforcing rod. It is also ideal for plug and 
feather work. 

This machine will tear out brick work in furnaces, door- 
ways, and windows. It is used for cutting anchors for girders 
and joists. In short, the uses to which it can be put is limited 
only by the ingenuity of the user. 

Write our nearest branch or distributor and have a sales- 
man call. 





11 Broadway, New York 4, N. Y. 


Ingersoll -Rand 
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Ideal for overhead line shaft work. 











Pipe clamp drilling is easy with the J-10. 
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R/M makes a complete line of rubber sheet packings, designed to meet 
operating conditions in chemical and oil processing plants where high 
temperatures prevail, as well as general purpose rubber sheet packings 
for cold-water service at low pressures. 

R/M Red Rubber Sheet Packing, Style No. 625, is one of the most popular 
sheets. It is made of long-lasting, tough red compound that conforms to 
rough surfaces. Recommended for air, cold or hot water, and steam up 
to 150 pounds. 




























Resilient Flexlastic Sheets for cold water, low pressures, general service 
and for pipeline gaskets are supplied in three different styles ..."C. I.” 
Sheet, Style No. 635, with one ply of cloth for each 1/16” of thickness... 
“C. O. S.” Sheet, Style No. 638, same as Style No. 635 but reinforced 
with an additional ply of fabric on one side ...and “C. B. S.” Sheet, 
Style No. 641, same as Style No. 635 but reinforced on both surfaces. 


R/M Diaphragm Sheet, Style No. 645, for damper regulators, is a 
high-tensile, square-woven duck covered with Flexlastic, compounded to 
resist air, water, steam and oil. 

These specialized sheet packings are typical of the many packings of 
all types which the authorized R/M distributor can supply to meet his 
customers’ needs. All R/M packings for maintenance and replacement are 
sold through authorized distributors only. 


Style No. 625 


Style No. 635 





Style No. 645 





RAYBESTOS-MANHATTAN, INC. 
ASBESTOS TEXTILE & PACKING DIVISION 
MANHEIM, PA. + BRIDGEPORT, CONN. + NORTH CHARLESTON, S.C. + PASSAIC, N. J. 


IT’S “PACKED WITH SATISFACTION” WHEN You use R/M 
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POWELL makes a come line of 


valves for every branch of Industry 









200-pound Bronze Gate 
Valve with renewable 
“Powellium” nickel- 
bronze disc. 





Class 150-pound Cast Steel 
0. S. & Y. Gate Valve. 





Large 125-pound Iron 
Body Bronze Mounted 
O. S. & Y. Gate Valve. 





200-pound Bronze Re- 
grinding Horizontal 
Swing Check Valve. 





200-pound Bronze Globe 

Vaive with renewable stain- Class 300-pound Cast Steel 
less steel seat and regrind- O. S. & Y. Globe Valve, 
able, renewable ‘‘Powell- 

ium” nickel-bronze disc. 





Large 250-pound tron Body 
Bronze Mounted Regrinding 
Horizontal Swing Check Vaive. 





Large 125-pound Iron 125- d 
Body Bronze Mounted — 
O. S. & Y. Globe Valve. 


More than a century ago, the Wm. Powell Com- 
pany adopted a definite, long-range policy, namely, 
to concentrate on making valves—and valves only 
—for all branches of industry. As a result Powell 
has been able, through the years, to meet each new 
flow control requirement as it has arisen. Thus at 
any given time in more than a hundred years, the 
Powell Line has always been complete. 


As of today, the Powell Line includes Bronze and 
Iron Valves of all required types, designs and sizes; 
Cast Steel Valves of all types in pressure classes 
from 150 to 2500 pounds; and Valves for Corrosion 
Resistance, available in the widest range of metals 
and alloys ever used in making valves. 


The Wm. Powell Co., Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 





Class 300-pound Cast Steel 
Swing Check Valve. 





150-pound Bronze Globe 
Valve with renewable 
composition disc. 





Iron Body Class 300-pound Cast Steel 
Bronze Mounted ‘‘Mas- O. S. & Y. Gate Valve. 
ter Pilot” Gate Valve, 
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“egg: motors produce the smooth 
power needed for highest precision 
work — they are built with accurate me- 
chanical and electrical balance, perma- 
nent alignment, accurately machined 
mounting feet. And, all parts are housed 
in a rugged frame that holds all parts rigidly 
in place, so that top performance is assured 
throughout a long motor life — even under 
the toughest operating conditions. 


Century builds a complete line of electric 
motors and generators, fractional and in- 


1806 Pine Street + St. Louis 3, Missouri 
Offices and Stock Points in Principal Cities 


tegral horsepower, in the popular sizes to 


’ meet the requirements of industrial produc- 


tion, processing,commercial and homeneeds. 


Specify Century motors for all your elec- 
tric motor power requirements. 


@ 
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Electric Hoist-Power 


COSTS LESS 


CME 


greene YRS ter 
sd 


9 


Capacities from *% to 
1 ton. Available for 
plug-in on 110, 220 
or 440 volt. circuits. 
One-hand control. 


@ ECONOMICAL 


@ PORTABLE 
@ SPEEDY 
@ STURDY 


Manual handling of mate- 
rials is inefficient..,more 
so today than ever before. 
The CM Comet makes sub- 
stantial savings in materials 
handling costs...is doing 
it every day in thousands 
of plants. Possibly the CM 


Comet can save a good many dollars for 
you too. Check up on the materials han- 
dling situation in your plant. CM Bulletin 


138.. 


.available for the asking... will bring 


you complete details about the Comet. 


CHISHOLM-MOORE 


HOIST CORPORATION 


AFiliated with 


Columb 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y 


SALES OFFICES: New York +» Chicago * 


See us in Cleveland at Booth 526 .. 


Cleveland + 


Son Francisco * Los Angeles 
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NATIONAL 
ADVERTISING 
ae 
PROFIT GAINS 


t and purchasing 
poner share ‘own for years that 

name “Chisholm-Moore” signifies pb 
bead materials handling equipment of 
ee ae ‘CM ss ae ity. 


7” 


Sixt det 
thejob advamager, 





) fit their particular near 
It is @ great ee ae selling 


you mention fo 4 prowpetive ' Wy 
‘ "re 


get nf 
= ‘ane 


. Materials Handling Exposition, January 12-16 














AGREED ::--- 


BY MEN WHO Bug... 
AND MEN WHO SedZ... 


they're good business 


Good business for the distributor be- 
cause he makes a customer for life— 


good business for the manufacturer 
because GORHAM Tool Bits help 
management to realize good profits 
from efficient production. GORHAM 
Tool Bits cut costs—speed production, 
and meet all requirements—vusual or 
unusual—of today’s production needs. 
The user gets dependable, proved per- 
formance—the distributor gets good 
returns. 

@ GORHAM STANDARD For the Commercial Field 
@ GORHAM M-40-B For Heavy Cuts in Hard Material 
@ GORHAM GORMET _For More Abrasive Materials 


eTe) da) :-V miele) maeommemr © leek) fele)>) fo)\A' i B-le), Bae) 3) folk mera lie ak 
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STOREROOMS 
& WAREHOUSES 





i 


eee 
> 
ape 
ay 


= 
ui 
‘Ly 


ool 
al 
s AT] 
BC 





o 
{ 
\ 


Cope 
Ss : 
| 


! 


a 1/3 


mi7 7] 


4 


HINESZZZ~ 


Engineered to carry almost any load which can 





BUILD UP OR SIDEWAYS! 


be placed on the shelves. One basic unit—3 ft. 


wide, 34 in. high and 112 in. deep—will (elem on : 

carry over 600 Ibs. evenly distributed over the ? 6 cam $4 
three shelves—9 sq. _- | 
ft. of shelf area! Item a 
comes knocked down a 
and completely car- a 
ton packed for easy | it 
handling. SS ye 

<q 















— 
—_ 
EDWARD HINES LUMBER CO. —_—_ 


2431 So. Wolcott Ave., Chiccgo 8, Illinois S ’ E ’ ’ / 
Please send me complete information on Hines-Shelves for Oo warehouse, oO stockroom, > AGUMECUUNG , 


CD store, () displays. 


RTA AT EERE EN TREC ee Sem EO EDWARD HINES LUMBER CO. 


OORT OEE E HETERO EEEEEE HEHEHE EEE EE EEED 
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--with Cutters like th 


BECAUSE of the alternate right- and left-ha 
ay, spiral angles of the teeth, with considerable an 
of undercut, this staggered tooth side mill 
cutter is removing a large amount of mé 
without destructive vibration and chatter . 
taking deep cuts with good finish. Its free cutt 
action makes possible an increased speed a 


feed. 


This is a typical example of the many ins 
lations where the inherent high qualities 
Brown & Sharpe cutter design and craftsmansh 
pay dividends. Write for catalog. Brown 
Sharpe Mfg. Co., Providence 1, R. I., U. S. A. 


a* 
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r 
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A Complete Line of MILLING CUTTERS 


ji j illing Cutters— 
— Helical Plain Mil a 
aad Staggered Tooth Side Milling Cutters 


ters — End Mills — Angular Cutters — 


Cutters — Metal Slitting Saws — Screw 


ket Wheel Cutters — Gear Cutters 


, —_ 


Plain Milling 
Side Milling Cutte 
— Inserted Tooth Cut 
Convex and Concave 

Slotting Cutters — Sproc 


te urge buying through the Disbribuior 


BROWN & SHARPE CUTTERS * 








se SIDES 


OF A V-BELT 


That Really GET the WEAR! \... 


—— ONLY the SIDES Touch 
the pulley! 


The SIDES Do ALL the GRIPPING 
—They Pick Up ALL the LOAD! 


The moment you think about it, you realize, of course, that the 
sidewall is the part of a V-Belt that really gets the wear. 

It’s the sidewall that has to grip the pulley. It has to pick up all 
the power from the driver pulley, transmit that power to the belt as a 
whole and then, once more, deliver the power to the driven pulley. 
And the sidewall takes all the wear against the sheave-groove wall. 

That is the perfectly natural reason why you have always noticed that 
the sidewall of the ordinary V-Belt is the part that wears out first! 


Now See How the Patented CONCAVE SIDE 
SAVES Sidewall Wear—Lengthens Belt Life. 


Since the sidewall is the part that wears out first, anything that pro- 
longs the life of the sidewall will lengthen the life of the belt. 




















The simple diagrams on the right show exactly why the ordinary, 
straight-sided V-Belt gets excessive wear along the middle of the sides. 
They show also why the Patented Concave Side greatly reduces sidewall 
wear in Gates Vulco Ropes. That is the simple reason why your 
Gates Vulco Ropes are giving you so much longer service than any 
straight-sided V-Belt can possibly give. 


—and the Concave Side is 


MORE IMPORTANT NOW 


Than Ever Before! 


Now that Gates SPECIALIZED Research has resulted 
in Super Valco Ropes capable of carrying much heavier loads 
—up to 40% higher horsepower ratings in some cases— 
the sidewall of the belt is called upon to do even more 
work in transmitting these heavier loads to the pul- 
ley. Naturally, with heavier loading on the sidewall, 
the life-prolonging Concave Side is more important 


NOW than ever before! 





4712 


THE GATES RUBBER COMPANY DENVER, U. S.A., “World's Largest Makers of V-Belts” 


GATES’: DRIVES 


cra enver Stes IN ALL INDUSTRIAL CENTERS sioner coon 
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Plasteel Roofing and Siding Installation 
on building at Port of Tacoma, Washington 


WM Esorine 


PLASTEEL ROOFING IS A GOOD PRODUCT 


TO ADD TO YOUR STOCK LINES — 





(1) BUILT-IN QUALITY—Plastee! is made of (4) EASY, QUICK APPLICATION —Piastec! 












steel sheets, triple-coated for permanency—(1) Bond is light in weight, small in bulk, easy to handle and 
Coat (2) Protective Weather-Tight Plastics Coat (3) extra easy to apply.... everything to speed 
Mica Finish Coat. up construction. 

(2) PERMANENT PROTECTION — Triple- (5) ECONOMY —Piastee!’s first cost is its only cost. 
protected steel makes Plasteel immune to the Once installed it needs no paint, no repairs, no up- 








extremes of all atmospheric conditi It's weather keep. It’s maintenance-free. 
and corrosion resisting. 
VEZ Posies is a good product to add 
(3) ATTRACTIVE APPEARANCE —Plasteei’s to your lines. That's why leading 
silvery mica finish coat beautifies its surface, while it distributors stock and recommend 
adds extra toughness, insulation and protection. PLASTEEL Roofing and Siding. 


Wire or write for details 


District Offices in principal cities. oni 
(< (S PLASTEEL PRODUCTS CO. 


WASHINGTON, PENNSYLVANIA 
LEADING Mitt SUPPLY DISTRIBUTORS 
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kK Backed by 25 years of Stainless 
Steel “know how", each Cooper valve or fitting is 
“Certified” to do its job efficiently . . . for Cooper 
registers the analysis of each heat, and stamps each 
casting with its heat number. When desired, a 
certificate of the analysis and heat number is issued 
which applies to all Stainless Steel parts which come 
in contact with the liquid being handled. Each valve 
or fitting rigidly meets the specifications of the job. 


COOPER Stainless Steel Valves and Fittings are sold 
through the largest Stainless Steel distributors in the 
country. Check with your local distributor. 


Just off the Press! 


The behind-the-scenes story of 
Cooper and 25 years of pioneering in 
Stainless Steel Castings . . . taking 
you on a tour of Cooper’s facilities 
and detailing the production methods 
employed in Stainless Steel Castings. 
We will be glad to forward a copy 
upon request. 


Files 


rs | 
« 
i 


GATE VALVE 
QUICK OPEN 
FIG. 104 


GATE VALVE 
08 &Y 
FIG. 100 
Yo to 14 


GLOBE VALVE 
FIG. 41 
to 3 


GLOBE VALVE 
FIG. 13 
% to 1-% 


The COOPER ALLOY FOUNDRY CO. 


HILLSIDE, - J. 


Specialists in Corrosion ee, Stainless Steel 


[. 


. For a Quarter of a Century... 


: A —— 2 
tt / | _- > P \ - | 


——) 


——7A 


= 


CHECK VALVE FIG 
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It’s a long way from the Philippines 4 LAN % 
B.to the top of a tall Douglas fir in 


Washington. 





Starting in the land of the finest Manila, in 
the heart of the best fibre-producing provinces, 
Columbian’s resident buyers secure the pick of 
the fibre crop. 


Then it is shipped to Auburn, N. Y. There it 
is processed by the most modern methods, in 
the best equipped mill in the world. The result 
is COLUMBIAN TAPE-MARKED PURE 
MANILA ROPE, the best rope modern 


science can produce. 


Look for the red, white and blue surface 
markers—your assurance of absolute 
dependability. 


There is no finer rope! 


COLUMBIAN ROPE COMPANY 4 Go” 
320-50 GENESEE ST., AUBURN, N. Y. 





Z| 


| 97774 


PURE MANILA ROPE 
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SIX BITUMASTICS ...FOR STUBBORN DEFENSE 
eeness CORROSION AND RUST 









BITUMASTIC* BLACK SOLUTION 





BITUMASTIC SUPER-SERVICE BLACK 


Rs sane 
BITUMASTIC TANK SOLUTION 


BITUMASTIC HI-HEAT GRAY 


~, 





y  — BITUMASTIC “50” 


ni 0K OO oo 


aa BITUPLASTIC® 

THIS NATIONALLY KNOWN PRODUCER OF COAL TAR PRODUCTS 

OFFERS TO DISTRIBUTORS A LINE OF PROTECTIVE COATINGS 
FOR USE BY ALL INDUSTRY 








THEY ARE TOUGH— DISTRIBUTORS— 


Bitumastic protective coatings are tough! Their Bituplastic sells on its thickness and toughness 
base of carefully refined coal tar pitch is a natural 


. . ‘ Every plant has a corrosion problem 
seal against corrosion. Each of the six products YP P 


listed above has its specific application in the This is a good repeat line 
continuing battle against rust and corrosion. Packed in standard containers 

For distributor sales information address— 
AND THICK! 


The coatings are thick. Bitumastic #50 for ex- 
ample covers with a thickness of %4" to the coat 
—about 5 times the thickness of paint. Successive K 0 P P E R S C 0 M P A H - I N C . 
applications can provide a seamless, non-porous 
sheath up to Ye" in thickness. Coatings are WAILES DOVE-HERMISTON DEPARTMENT 


applied cold with either a brush or spray gun. WESTFIELD, NEW JERSEY 


*Reg. U.S, Pat. Off. 





KOPPERS PROTECTIVE COATINGS 
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“MR. MILL SUPPLIER, YOU‘RE OVER~ 
LOOKING PROFITABLE BUSINESS 
WITHOUT THIS SUPERIOR PUMP LINE!” 





If you haven’t looked into the profit possi- 
bilities of handling Goulds Commercial Line 


Pumps, it’s time you did. The best way to find SEND FOR THE NEW GOULDS 
out is to ask someone who handles the line. COMMERCIAL LINE CATALOG! 


We'll be glad to put you in touch with him. 


Meantime, keep in mind that Goulds offers a GOULDS PUMPS, INC. 


complete line. You can fill 95% of industry’s DEPT. MS-12, SENECA FALLS, N. Y. 


Please send me the Goulds Commercial Pump 


small pump requirements with standard “‘off- | 
Catalog. We cover the territory of 


the-shelf”’ units. And you’d be surprised at the 
number of small pumps that are purchased 
each year. Better get the story now. 


NAME 
COMPANY 


| 

| 

| 

| 

| 

| eae 
| and are interested in your proposition, 
| 

| 

| 

| ADDRESS 

| 
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. Some Ropes Foot you 

















28 as. EE" OW 6.47 WIRE ROPE 
& ete =" /S GOOD FOR SLOPE 


See HAULAGES BECAUSE IT 
SSNS =: 1S COARSE AND 


































FOR BOOM FALLS AND HOIST Hf | 
ROPES ON A POWER SHOVEL “AMA VY — 
17'S 700 STIFF. HERE WE =<, aS | 
RECOMMEND USING U-W = J J. 4 

6/9 FILLER WIRE — ee 

CABLE WHICH IS MUCH 


MORE FLEXIBLE 


* 
~ 
4 












For longest and best service, always specify 
U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 


We invite you to let UPSON-WALTON engineer your tough rope jobs. 


Copyright 1947—The Upson-Walton Company 


THE UPSON-WALTON COMPANY i 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth \ 3 


Wain Offices and Pactorg: Cleveland 13,,Okéo 


114 Broad Street 737 W. Van Buren Street ye-SieO@liha-tam -Tl tale] 
New York 4 Chicago 7 Pittsburgh 22 
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to Strainer Sales 


It’s easy to understand why Supply House sales of 


Yarway Fine Screen Strainers are hitting a new high. 
Just consider these advantages: 

e High-grade special woven Monel wire screen. 

e Readily removed steel blow-off bushing. 


e Screen and bushing come out together, go back to- 
gether, automatically aligning. 


e Cadmium plated for protection against corrosion and 
for better appearance. 


e Suitable for steam lines, water, oil and other fluids. 
¢ Reasonably priced. 


e Six sizes, 4" to 2”, iron for pressures up to 250 psi; 
steel to 600 psi. 


¢ Immediate deliveries from stock. 


All these, plus ate oy advertising and merchandising, 
combine to make the Yarway Strainer a Supply House 
favorite. See Bulletin S-201. 


YARNALL-WARING COMPANY, 111 Mermaid Ave., Phila. 18, Pa. 
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LIVERY 


REX 
TABLE TOP 
CONVEYOR CHAIN 


Yes, you can sell Rex Table Top Chain now for 
immediate delivery. 

Now’s the time to get the Table Top story 
across to every bottling house, brewery and 
canning plant in your territory. And to help you 
we've prepared Bulletin No. 47-15... a fact- 
packed data book that gives you all the story on 
Table Top . . . how it ends breakage, tipping 
and spillage on can, bottle, jar and package con- 
veyors ... how it stays cleaner . . . how its sim- 
ple, sturdy design adds up to longer life at 
lower operating costs. 

We've only scratched the surface of Table Top 
possibilities. Check your customers now. Per- 
haps they have applications that Table Top 
would fit to a “T”. In addition to the canning 
and bottling industries, check the general indus- 
trial field. Table Top has been used to carry 
small parts . . . in heat-treating processes... 
on assembly conveyors, and many other appli- 
cations. 

If you have not already received Bulletin No. 
47-15, write today for your copies. Chain Belt 
Company, 1622 W. Bruce St., Milwaukee 4, Wis. 
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IF THE TEST of the pudding is in the eat- 
ing, the test of an abrasive is in the grind- 
ing. It will pay you to test WELDISKS 
yourself—to prove to your own satis- 
faction that WELDISKS are superior 
abrasives for use on high-speed pneu- 
matic grinders as well as on any port- 
able electric grinder. You will be amazed 
to find that WELDISKS outlast ordinary 
disks by as much as 2-to-1... partly be- 


cause of their cold-setting cement (a sci- 


Prove it to yourself with FREE SAMPLES 





entific formula—not glue or resin) that 
actually improves with age, and partly 
because of their laminated backing of fibre 
for stiffness plus cloth for strength. A test 
of WELDISKS will convince you of their 
superiority. Write for free samples. State 
size of disk, grade of grit, and brief descrip- 
tion of work to be done. WELDISKS will 
be sent promptly without obligation. 
Abrasive Products, Inc., 517 Pearl Street, 
South Braintree, Massachusetts. 


» Abrasive Produchs In. 


SOUTH. BRAINTREE 85 


MASSACHUSET 


* MAKERS OF JEWEL COA 
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heres abl line 


on which you'll get plenty of calls! 
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check your stock — 





Qe . then call 
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Corrugated Asbestos Roofing and Siding 
Asphalt Shingles & Roofings * Built-up Roofing 
Careyduct * Asbestos Wallboard & Sheathing 
Roof Coatings & Cements * Pipeline Felt 
Asphalt Tile Flooring * Waterproofing Materials 
Expansion Joint + Asbestos Shingles & Siding 


THE PHILIP CAREY MANUFACTURING CO., CINCINNATI 15, OHIO 





In Canada: The Philip Carey Co., Ltd. Industrial Insulation + Rock Wool Insulation 
1557 MacKay Street, Montreal 1, P. Q. Miami-Carey Bathroom Cabinets & Accessories 
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INCREASE YOUR SALES 
INCREASE YOUR PROFITS 
with 


UNITED STATES ELECTRICAL TOOLS 


agg up with America’s finest line-up of electrical 

tools ... enjoy the benefits of the long-range 
distributor policy ... the consistent, generous adver- 
tisement in publications in which prospects and 
buyers are reminded year in and year out to 
“CONTACT YOUR DISTRIBUTOR.” 


FIFTY YEARS 
OF COOPERATION 
ARE AT 
YOUR SERVICE 


UTILITY FLOOR GRINDER 
MODEL 500 


Ball bearing; 12, 14 and 18” wheels 


ONE OF THE MANY MODELS 


of Grinders, Portable Electric Drills, Sur- 
facers, Polishers, Sanders, Tappers, Saws, 
Hole Saws, Buffers, Polishers, Flexible Shaft 
Machines, Valve Seat Grinders, Valve Re- 


finishing Shops and other electrical tools. 





7he UNITED STATES ELECTRICAL TOOL G. 


CINCINNATI, OHIO 
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a \ New LADISH Catalog 
and Engineering Handbook Contains Valuable Information For All Who 
Buy, Specify or Install Seamless Welding Fittings 


This new Ladish catalog is full of up-to-the- pages are packed with listings, specifica- 





minute information on fittings and piping _ tions, charts, diagrams and tables which 
design and merits the place of prominence _ place at the finger-tips of Engineers, Speci- 
on your desk and in your files. fication Writers and Purchasing Agents the 
Logically organized and intelligently in- detailed information each needs most about 


dexed for speedy reference ... its 112 Ladish Seamless Welding Fittings. 





PAGES OF NEW TECHNICAL DATA SIMPLIFY DESIGN PROBLEMS 


For engineers this handbook provides a wealth of 
earefully integrated new technical data to simplify 
and speed up solutions to complex piping system 
design arid operating problems. 


FRICTION LOSS DATA——first presented here in handy 
table form to eliminate tedious computations from 
existing formulae, these data give instant solutions 
To problems of friction and allowable velocities in 
water piping. 


PRESSURE-TEMPERATURE RATINGS—new, simplified 
tables give direct readings of allowable working 
pressures for any size, weight or schedule number 
of pipe at temperatures common to power, oil, gas, 
air and refrigeration piping. — 

PROPERTIES OF PIPE TABLES—comprehensive data 
on physical characteristics of. pipe assist in cal 
culating stress. heat loss, insulation, support and 


anchorage problems. 


saecetesne conumreoeueecsse 


Friction Losses in 


Pounds per Squere Inch 


Length of DOUBLE EXTRA STRONG Pipe 


CUDAHY, WISCONSIN 


DISTRICT OFFICES: 


Rew YorR © Buttle © Pittsburgh © Cleveland © Chicage © Si lovis © Allanta o 
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IUR CATALOG 
AVAILABLE 


NOW! 





DIsn © 


















P4 PAGES OF 


SPECIFICATIONS AND LISTINGS 
ASSIST IN SELECTING FITTINGS 


Kor buyers and specifiers this catalog 
provides in convenient form the de- 
tailed information they require on 
types, sizes, weights, dimensions to 
assist in’ selecting the proper fitting 
for any piping application, 

Included are data on American Stand 
ards, Stainless Steel and Alloy Fittings 
as well as details about) new Ladish 
developments such as Seamless Reduce 


ing Elbows and Tapered Tee Design. 
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at's your BRAND? 
























NEW SALES Builder 


In the Power Field ... 


Lucybelle says she wants Rice Limpies . .. and when 
she puts her little foot down, that’s that. 


Whether you're three or thirty-three, it’s a pretty sure 
bet you've got a favorite brand for almost everything 
you buy. That goes for home, and in business, too, 
Take your own customers. Isn’t it true they hanker after 
certain brands of industrial equipment and supplies . . . 
and that it’s always easier to sell them their favorite 
brands than any others? And isn’t it also true that good, 
consistent advertising played a big part in building up 
their brand preference? 


™, Now, over in the profitable power field, a new brand 
wagon has started to roll. Its name is OPERATING 
+/ ENGINEER and it is being published for power engi- 


y, — neers in the. medium-sized and 


smaller plants and service establish- 
ments .. . men, who up to now, 
have been mighty costly for you to 
cultivate by intensive personal sell- 
ing. It’s their magazine, packed with 
practical, “How to” editorial and 
down-to-earth advertising. 

Well over 125 advertisers are using 
OE right now to reach a market of 
20,000 engineers. That means “the 
pull” of your personal selling ef- 
forts will be eased by “the push” of their pre-selling—and 
that’s good for them, and very good for you. 


RATING 
GINEER 


OPERATION AND 
MAINTENANCE OF 
ALL THE POWER SERVICES 





A McGRAW HILL PUBLICATION 
WEST 42nd STREET NEW YORK 1 
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QUAKER RUBBER CORPORATION 
PHILADELPHIA 24, PA. « New york 7 « HICAGO 15 © HOUSTON 
QUAKER PACIFIC RUBBER COMPANY . 


CLEVELAND 15° e 
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BOICE-CRANE 
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BOICE-CRANE BOICE-CRANE 
THICKNESS PLANER [98 TILTING-ARBOR SAW 






in a BOICE-CRANE 
POWER TOOL . 
FRANCHISE) “ 


; BOICE-CRANE 
; 5 Why 


SPINDLE SANDER 
© The steady, tremendous demand. 













BOICE-CRANE 
SAW-JOINTER 





© The terrific number of leads from 
national advertising. 


@ As the world’s largest manufacturers 
of certain equipment, Boice-Crane 
offers the lowest prices on a quality 
line. 









BOICE-CRANE 


BOICE-CRANE x 
SIX-INCH JOINTER | 9 


SPINDLE SHAPER 





® The complete line includes many 
items not available in others. 


@ The recognized flexibility and sturdi- 
ness of Boice-Crane equipment. 





A few territories open. 
Write, phone or wire 


BOICE-CRANE 
COMPANY 


939 CENTRAL AVENUE, TOLEDO 6, OHIO 











BOICE-CRANE 
BELT SANDER 


BOICE-CRANE 
GAP-BED LATHE 
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ELECTRIC 
LUBRIGUN 
High-Pressure 
Grease Gun. 
Universal Motor 
Y% H.P., 110 115 
volt A. C. or D. C., 
30-lb. capacity. 





Model 244 


TRANSFER PUMP 
Model 1316 


Heavy-Duty Pump — Handles 
heavy ond viscous lubricants. 






Model 1101A 
PUSH-TYPE GREASE GUN 
One-hand operation. All 
steel. Capacity 9 ozs. Also 
available with 15 oz. 

capacity. 











Model 1035 


GREASE FITTINGS 


Heavy Duty LEVER GUN 
Complete ronge of types 
HIGH PRESSURE and VOLUME HOSE 


Develops 10,000 Ibs. pressure. 19 ounce capacity. 
ond sizes. 











_UMI | 


UNCOLN ENGINEERING COMPANY + 5701 NATURAL BRIDGE AVE., ST. LOUIS 20, MO. 





Mode! 987 
POWERLUBER 
Air-motor operat- 
ed, High-Pressure 
Grease Gun. 60- 
Ib. capacity. 
Truck available 
for easy port- 
ability. 





Model 1273D 

PORTO-PAK 
High-Pressure Grease Gun. Has 
automatic Pressure Release. 30- 
lb. capacity. 













The finest lubricants available will not protect 
bearings against failure unless they are properly 
applied. Good lubricants applied to bearing sur- 
faces with Lincoln High-Pressure Lubricating 
Equipment will assure longer bearing life, reduce down-time and increase production. 


No matter what the lubricating equipment problem may be, when you handle Lincoln you 
can furnish the Right equipment. If you are not a Lincoln Wholesaler, investigate and capi- 
talize on all of these advantages — A Complete Line... Nationally Advertised... Manu- 
facturer of Lubricating Equipment Exclusively ... Coast to Coast Engineering Service... 
Dependable Sales and Service Policy. 


POSOSSOSHSOSHSSSHSTSHOHSHOHSHSHSHSHSHSHSHHOHHHHHHHHHHHHHHHHHHHHHEHHHHHEHHHHHHHEEHHEHEESESEEEES 


CENTRO-MATIC 
Stugle Line LUBRICATING SYSTEMS 


HEAVY DUTY 4” SERIES 
Airline* Drum Pumps 





Model LINCOLN 
1799 WRITE 
FOR YOUR 
COPY OF 
BULLETIN 
801 





For a single machine or a battery of machines. 
Mass Lubrication in seconds. Complete line of 
Pumps and Injectors. 


Trade Mark UNCOLN ond Trade Names Lubrigun, Powerlvber, 


Models available with various 
pressure ratios to fit 400 lb. 
and 100 Ib. size drums of 
either bung-opening or full- 
open type. Two wheel truck 
for 100 Ib. Models. 


Porte Pok ond Centro Motic registered U. §. Pat. Office. 


aye gay 847.25 












a oe i mevin) 
Proncer Guclders of Engineered Lubricating Equipment 
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You sell more because 
.-» This efficiency-balanced 


RIFSsiIb takes the 


effort out of pipe-cutting 


@ Slap this sturdy riwarp Cutter 
on a pipe and it rolls right through 
in a few easy turns—surprisingly 
little muscular effort required. Your 
customers see why the minute they 
get the efficient feel of its balanced 
malleable frame —and see the true 
easy action of its special tool-steel 
cutting wheel. Every cutier factory- 
tested to insure perfect circle pipe 
cutting. Choice of five sizes to 
6" capacity; 4-wheel cutters to 4.” 
Profitable repeat sellers! 











4-wheel 
RIGAID No. 42 
for fast quarter- 
turn cutting in 
tight places. 


















RIFAID 
No. 65R is ready 
to thread 1” to 2° 
pipe in 10 seconds 






@ Here’s the rugged self-contained 
pipe threader that’s a pleasure to 
work with—and a pleasure to sell. 
No extra dies to carry around or 
lose. One set does the trick for 1," 
1%,"1/2" and 2” pipe—sets to size 
in 10 seconds! Workholder sets instantly— only one 
screw to tighten, no bushings. Hardened precision- 
cut chaser dies insure fast perfect threads on iron, 
steel, brass or copper pipe, or conduit. Every 65R 
factory-tested —it pays you to carry the 65R. 


65R stands up hand- 
ily on the floor. 





WORK-SAVER PIPE TOOLS 


THE RIDGE TOOL COMPANY «+ ELYRIA, OHIO 
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The famous Dayton 280 Catalog 
Malgel'Telarel’] Mintel tim Mol Minl-Miileltmeeliileliimelare 
easiest-to-use catalog ever written. Witn it 
help Distributor salesmen can select sin pliy 
and quickly the correct V-Belts and pulleys 
for the great majority of power transmission 
drives. This makes it possible for Dayton V-B8elt 
Distributor salesmen to render prompt and 
effective help to industrial buyers in solving 
power transmission problems, 


But Dayton V-Belt Distributor salesmen have 


an even more effective sales tool at their 
en >. “3 command, That is Dayton Rubber’s reputat 
, as The World's. yest Mancfactur t 
V-BeltsiIt is a reputation that is contin 
supported by aggressive month-in,.montt t 
advertising and sales promotion. It > repu 
ohilelaMmanloh mm alok mn ZolaMmlaltiolnl Molde] ol iolsia- Maio), 


Dayton V-Belts by industrial buys ave 





where -an acceptance that assu t 
a ¥-Belt Distributors greater V-Belt 
greater V-Belt profits, For ore ( plete 


nformation, write The Dayton R 


Manufacturing Company, Daytor Oh 





Ss Prive 
Serr" ene 
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versatile 
flexible 


This low-cost 16” DURO Band Saw 
has a wide range of uses — and 





many special features 


Ideal for quick-changing times—here is 
an efficient machine for cutting tubing, 
extruded shapes, bar stocks, metal 
sheets, casting gates, plastics, brake lin- 
ings, hard rubber, slate, fibre and many 
other materials. Can be adjusted to ob- 
tain standard wood cutting speeds by a 
slip of a lever. Some of its special features 
include: Heavy machined cast iron trun- 
nion; special roller blade guides which 
reduce blade crystallization and lessen 
blade breakage; new design which per- 
mits all adjustments to be made from 
front while saw is in operation; New 
Departure Ball Bearings; Upper wheel 
mounted in machined dove-tailed ways 
with adjustable steel gibs; many other 
advantages. Metal cutting speeds: 230 
and 596 R.P.M. Wood-cutting speeds: 
2300 and 5960 R.P. M. 

Send for Catalog—for full details and prices 
on the DURO 16” Metal Cutting Band Saw. Also 
lists specifications and prices of complete line 
of DURO single and multi-spindle Drill Presses, 
Circular Saws, Jointers, Routers, Shapers, Grind- 


ers, Lathes, Scroll Saws, Flexible Shaft Units and 
Portable Electric Drills. 


URO TOOLS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO.. 2690 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO HAND TOOLS 
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McKAY 
INDUSTRIAL CHAIN 






f= McKAY tH 
TRACTOR TIRE CHAIN i 


H 
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@ To fill all requirements for welded or weldless chain—industrial, 
agricultural, automotive or marine—handle the complete McKay 
“Engineered” Chain line. 

When you handle McKay Chain, you can impartially recommend 
to your customers the proper chain to fill their particular needs from 
a complete selection of chain and chain accessories. 

Although the particular chain you want may not be immediately 
available, your surest way to obtain it is through the McKay Company. 

Check the profit advantages of selling McKay “Engineered” 
Chain for industrial, agricultural, automotive or marine uses. 


McKAY ENGINEERED CHAIN... 





®McK-Alloy Chain* * Twist Link Coil Chain ® Anchor Chain* 
® Hi-test Chain* * Victor Breast Chains @ Trace Chains* 
Steel Loading Chain* * Passing Link Chain Repair Links 
*Proof Coil Chain* ®Sash Chain © Feed Chains 
®XX Dredge Chain* * Conveyor Chain ® Heel Chains 
*Crown Dredge Chain* © BBB Coil Chain* ® Tire Chains 
*Steam Shovel ® Harness Chains * Pump Chains 
Hoisting Chains* © Tie-Out Chains ® Log Chains* 
© Twist Link ® Machine Chain © Well Chain 
Machine Chain ® Haiter Chains ® Chain Hooks 
* Victor Pattern ® Wagon Chains © Stage Trace Chains 
Coil Chain * Breast Chains © Stretcher Chains 
* Ohio Pattern Cow Ties *Sling Chains* 


* These Chains are always Proof Tested 


441 McKAY BUILDING PITTSBURGH 22, PA. 


WELDING ELECTRODES COMMERCIAL CHAINS ... TIRE CHAINS 
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WHEN YOU HAVE TO CHANGE ‘DRIVERS’ 
.- + YOU MASTE TIME 


High-speed railroading on crack cross-country trains requires 
frequent changing of “drivers” —the huge locomotives that 
furnish the driving power. Each change of “drivers” means time 
wasted. 

Modern streamline assembly work also involves high speed, but 
there is no time wasted changing drivers when Reed & Prince 


equipment is used. Why? Because 


OWE REED & PRINCE DRIVER FITS ALL 
SIZES OF REED & PRINCE SCREWS AND BOLTS 


There is no longer any need to stop work, search for another 
driver, change to it, whenever there is a change in screw sizes. 
The Reed & Prince ONE driver method is the fast efficient time- 
and-money-saving method of modern production. 

All recessed head screws and bolts have definite ad- 
vantages over the older slotted head, but the Reed & 
Prince type Recessed Head is the only one which can be 


fitted and driven throughout the entire size range with 
a single driver. 





Sh Sars abana 
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REED € PRI oy 
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REED & PRINCE MANUFACTURING CO., Worcester, Mass. and Chicago, Ill., manutocturers of 
Recessed and Slotted Wood Screws, Sheet Metal Screws, Machine Screws, Stove Bolts. Also Cap Screws, Set Screws, Machine Screw Nuts, Wing Nuts, Rivets 
and Burrs, Rods, Screw Drivers and Bits, Specialties. 
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COMBINATION THqp-, 


CLE*FORGE “chee. DRILLS ww IPMIEIRIESS ten 


@ Here’s how to get both speed and 
accuracy ... at the lowest possible 
cost. <> CLE-FORGE High Speed 
Drills have long been famous for fast 
cutting. PEERLESS High Speed Ad- 
justable Reamers are widely known 
for dependable accuracy. Both will 
save you money because they produce 
more holes per grind. <> The same 
qualities are engineered into all other 
CLEVELAND Tools—Screw Extrac- 
tors, Arbors, Mandrels, Sockets, 
Mills, Counterbores, and MO-MAX 
High Speed Ground Tool Bits and 
Cut-off Blades. 


an 
Pr; 4 
~ 
“CLEVELAND” 93 
DISTRIBUTORS EVERYWHERE ~ 
\ ARE READY TO SERVE = 
prising TN \ 


NS Vv 


This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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A Few Facts You Should Kn‘ 
About 7% 
leon he 


SIPAPLE Bi lll EASY TO OPERATE + FACTORY TESTED 


To understand the operation of the ‘‘Acorn”’ Die, one should see it in 
relation to the “Acorn” Die Holder as pictured at the right in sectional 
view. The feature which makes the ‘‘Acorn’’ Die so convenient and accurate 
is the manner in which the four prongs or threadedlands are compressed 
when the holder cap is screwed down onto the holder. As all bearing sur- 
faces on the holder and die are ground to insure correct alignment and 
accuracy, even pressure is brought to bear on each of the prongs simulta- 
neously so that they all adjust equally and concentrically. This is done 
quickly and automatically by tightening the cap and turning up the lock 
nut. No other adjustments are necessary. 

A positive adjustment to size can be obtained by using the threaded 
plug which comes with every “Acorn” Die. This plug has actually been 
threaded by the die in which it is shipped and has been carefully checked 
for accuracy. Thus, if it is used as a setting plug, accuracy of the set up will 
be assured. For close to shoulder work, quick change over of jobs, accurate threads, 
recommend "'Acorn’’ Dies to your customers. 


ad ad ° 
HOLDERS ADAPT pteom Dies FOR ANY MACHINE 


Regular ‘’Acorn” Die Holder with longi- 
tudinal float which allows the die to 
follow its own lead independent of any 
lag in the machine. This holder may be 
used on practically all automatic screw 
machines and any other machines which 
provide for automatically reversing the 
die or rod at the instant when the de- 
sired length of thread has been cut. 


RELEASING 


Releasing ‘‘Acorn’’ Die Holder, while 
suitable for all machines, is especially 
recommended for hand operated ma- 
chines. The improved clutch mechanism 
allows the holder to be released with- 
out shock. 


The “Acorn’’ Die Adapter permits the 
use of ‘‘Acorn”’ Dies with existing round 
die holders. It consists of three parts, 
a Cap to hold and adjust the die, a 
Lock-Nut to secure the adjustment and 
a Body. The shank fits round or spring 
die holders of corresponding size. 





DIE CORPORATION - Greenfield - Massachusetts 
ven Division The GEOMETRIC TOOL COMPANY 6g 
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They're Silvery-BRIGHTER ... 
Protected BETTER and LONGER... 
with PERMITE 


AINTENANCE men throughout industry know they can get a 
certain degree of surface brightness and protection by using 
any aluminum paint. 


But the paint the majority actually choose is PERMITE! For they 
know that in PERMITE Ready-Mixed Aluminum Paints “the vehicle 
makes the difference” — a difference that assures definitely greater 
brightness, longer-lasting protection. 


The Permite vehicle is an exclusive composition of synthetic resins 
and specially adapted oils. From this unique vehicle and 99+% 
pure aluminum pigment, Permite Aluminum Paints are scientifically 
formulated to provide exceptional resistance to rust, corrosion and 
extremes of temperature. There is no other aluminum paint like 
Permite because no other paint has the Permite vehicle. 


Every industry in your territory has innumerable uses for a good 


y aluminum paint. Sell them Permite for complete satisfaction and 


true painting economy. 


ALUMINUM INDUSTRIES, Inc. 
Cincinnati 25, Ohio 


“The Originator of Ready-Mixed Aluminum Paints" 
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Try IT YOURSELF. Run your thumb lightly 
along the surface of a Heller NUCUT 
File. Now you feel what you’ve already 
seen—a pattern of sharp ‘“‘wavy teeth” 
... concentrated cutting power! 


Deep-cutting coarse teeth . . . smooth-fin- 
ishing fine teeth ... both are teamed up 
in a Heller NUCUT. One file does the work 
of two. 


You'll know this quick-clearing, fast- 
working, longer-lasting file by its White 
Tang. See us for NUCUT shapes, cuts and 
sizes that best meet your customers’ re- 
quirements, 


America’s Oldest File Manufacturers 





HELLER BROTHERS 


COMPANY 
Newark, N.J....... Newcomerstown, Ohio 
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confirms 


what your 


WHITE TANG 


HELLER © 


NUCUT ‘ 


“WAVY-TEETH” FILES 









Talk of the Tra 








AS ORDERED: Guests at Dan Northup’s (Henry G. Thomp- 
son & Son) recent football party remarked almost to a man 
that Dan must have a pull with the powers that be .. . The 
day was perfect for football and the game was an exciting 
one ... Dan’s colleague, Al Tucker, always has guests on 
Saturdays during the football season . . . He lives a block 
and a half from the Yale Bowl . . . Al has it all figured 
out . . . lunch on Saturdays at the Tuckers consists of 
tomato soup, tuna fish salad, apple pie and coffee; whether 
you're an invited guest or a stranger that happens to stop 
to ask directions, that’s the lunch you get .. . It’s the 
easiest way, Al says .. . Al, incidentally, is looking forward 
to the day when his grandson plays on the Yale eleven. 


ATTENTION-GETTER: The Fournier Rubber & Supply Co. 
booth at the Ohio state fair was stopping so many people 
that one of the attractions had to be eliminated . . . It was 
a roll of belt and visitors were being asked to guess how 
many feet were in the roll .. . Guesses ranged from ten 


feet to 1,000 feet for the 200-ft. roll. 


) 





























After the recent regional 


YOU TAKE YOUR CHOICE: 
meeting in Cincinnati, those attending from the east flocked 
to planes and trains and, in case you don’t know that travel- 
ing still isn’t all fun, just ask Harry Rinehart (National 
Association) or Jim Geddes (H. K. Porter) . . . Jim was 
delayed in leaving by plane. because the line on which he 


(le 












had booked space didn’t have the “necessary equipment” 
... That probably means that a plane wasn’t available... 
Harry traveled by train, planning to make a connection in 
New York ... As the Cincinnati train pulled into Grand 
Central, Harry alighted just in time to see the train he 
wanted to be on pull out . . . Maybe that traveling motto 
should be changed to: “If you want to get there, don’t go.” 








ON THE CULTURAL SIDE: There’s probably the makings 
of a symphony orchestra in the industrial supply field .. . 
We nominate for conductor either Walter Gebhart (Disston 
& Sons.) or Stanley Lambert (Heller Bros.) . . . Walter 
was graduated with a bachelor of music degree and so was 
Stan . . . Stan studied both at the University of Chicago 
and the Conservatory of Milan . . . He was a music critic 
in Milan for a while, too. 





FOOTBALL EXPERTS: For a timesaver, Charlie Kuntz 
(Smith Bros. Hardware, Columbus, Ohio) says you can’t 
beat posting records, that is, football records . . . Smith 
Bros. salesmen are all football fans and when they gather 
round Charlie’s desk there’s bound to be some discussion 
on teams, their records and their schedules . . . There are 
no arguments, though. . . . Right in back of Charlie, an 
up-to-date record is posted each week. 


CONGRATULATIONS: George Fernley’s chest is bulging 
these days . . . He’s a grandfather . . . Congratulations, 
George. 

R. W.B. 
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a the NEW Fig. 270-U Bronze Gate 

Valve, Jenkins engineers give you a 
practical design to checkmate trouble in 
the “trouble zone” — and cut maintenance 
to a new low. 

Wear affects only the most accessible 
part — the bronze wedge — which can be 
replaced simply by slipping it off the stem 
and slipping on a new one. The seat rings, 
expanded in the body, are super-tough 
MONEL, for lifetime durability. Con- 
vincing tests, in toughest service, prove 
it the best seating combination to beat 
wear, reduce care. 

Get complete details of this NEW Jenkins 
Fig. 270-U. See why it’s your best buy in a 
200 lb. Bronze Gate, especially for un- 
usually severe conditions, such as in oil 
refineries, chemical, food, and rubber plants. 


LOOK FOR THIS DIAMOND MARK 











LARGE SPINDLE THREADS— Plenty 
of large diameter, sturdy threads 
reduce wear to a minimum, 
insure easy operation. 


EXCEPTIONALLY RUGGED BODY, 
BONNET, AND BONNET RING — 
Withstand rough usage, shocks 
and hydraulic pressure far be- 
yond rating. 


DEEP STUFFING BOX — MORE 
PACKING — Keeps packing tight 
around spindle with less friction, 
permits spindle to be turned 
with less effort. 


NEW FOLDER — Describes many 
other exclusive features that 
mean extra years of low-cost 
performance. 





SINCE A 1864 


JENKINS VALVES } 


Types, Sizes, Pressures, Metals for Every Need 


i) 





MONEL SEAT RINGS 
— 2\2 TIMES AS HARD 
AS VALVE BODY BRONZE 
— PLUS AN EASILY RE- 
PLACEABLE BRONZE 
WEDGE. TRY AND BEAT 
THAT COMBINATION FOR 
TONG LIFE, LOW MAIN- 
TENANCE! 

































Distributor— 7 feed a selling idea for You 


OUR customers forget quickly, so it’s well 

to remind them about your inventory. A 
piece of hose, belting, or some other Republic 
Rubber items, delivered by you in a few hours or 
less, may save thousands of dollars of production 
time. NO ONE ELSE CAN GIVE YOUR CUS- 
TOMERS SUCH FINE SERVICE, and you can well 
afford to keep selling this idea to every buyer. 
Don't let your customers forget that there is more 
to buy than quality products or price. We are helping 
you, too. We are telling your service story to your 
customers by mail and trade paper advertising 
every month. 


LEADERSHIP IN POLICY, PRODUCT AND PERFORMANCE 


REPUBLIC RUBBER 


EE RUBBER & TIRE ‘coRPORATION 


NG “NN 
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REPUBLIC’S 5 POINT POLICY 


LINE 


A line of rubber items sufficiently complete to permit 
effectively supplying the requirements of the trade 
solicited. 


QUALITY 


A quality of product uniformly good and capable of 
delivering service results that should reasonably 


be expected. 
PRICE 
A price basis inducing and making possible aggressive 
competition with reasonable profit return. 
FREEDOM 


Freedom from competition from his source of supply, 
either direct or indirect, among the trade covere 
his day to day solicitations. 


SELLING 


Selling helps of reasonable amounts so that his sales 
force may be given the advantage of specialized train 
ing and a knowledge of the product sold. 





The Buyer Points 
the Way to 
successful Selling 


SALESMEN Topay are faced with a buyers’ market. For 
many, it is the first time they have had to exercise real 
salesmanship to get orders; for more experienced men, 
the change from a sellers’ to a buyers’ market means both 
dusting off the sales techniques they utilized seven years 
ago and adapting them to changes brought by the war. 

That the distributor’s position in the industrial world has 
changed considerably in the last decade is obvious. Dur- 
ing those years, he handled an unprecedented volume of 
business; he received constant demands for more and 
faster service; his salesmen struggled with and solved 
new and different types of production problems. 

Mitt Suppwies recognized this situation in the spring 
of 1945 and, expecting an early return of a competitive 
market, sought answers to provide distributors and _ sales- 
men with guidance. The result was the May, 1945 report 
on the buyer's attitude toward the distributor. 

That report is even more pertinent and timely today 
than it was in 1945; the buyer's attitude has not changed. 
he is just now putting into practice the points he empha- 
sized two years ago. It is for this reason that we are 
republishing in the following pages a condensed version 
of the 1945 report; material pertinent only to the im- 
mediate post war days has been omitted. 

To determine the distributor's position in the industrial 


picture, Mitt Suppiits sought buyers’ opinions because 
they are best qualified to judge the value of the distribu- 
tor’s and his salesmen’s efforts. It is the buyer, too, who 
has an all-important influence on the distributor’s future. 

The study was made in a typical industrial city; one 
that has varied industry and one in which there are 
typical industrial distributors. 

The editors had no hand in selecting the plants called 
on. A Chamber of Commerce list of industrial plants in 
the city was turned over to the research organization 
with instructions to obtain an accurate, truthful picture. 

Six trained research men were assigned to the project. 
They conducted more than 100 interviews. Of the men 
interrogated, 76 percent held the title of purchasing agent, 
19 percent were production executives and 5 percent were 
corporate officers. 

Because the average distributor does business with all 
plants, the results of the study are broken down by size 
of plants. Plant sizes were determined by number of 
employees, a yardstick that statisticians agree is the most 
accurate. Of the interviews, 47 percent were in plants 
employing 1 to 250 workers; 21 percent in plants employ- 
ing 251 to 500; 20 percent in plants employing 501 
to 1,000, and 12 percent in plants employing more 
than 1,000. 












PERCENT OF BUYERS PURCHASING FROM DISTRIBUTORS 


























Under 250 251-500 501-1000 Over 1000 HI Pl 
Employees Employees Employees Employees All Plants 
-. coal | [ard a = 
- = - = | ——TIF « o— re oe had 1; 
‘ a A 
Abrasives—Coated 90.9 90 64.7 64.4 83 
Bars— Sheets & Shapes 84.8 91.1 85.2 63.2 83.1 
Bearings—Anti-Friction 84.6 93 91.1 68.3 85.1 
Bearings—Plain 83.2 91.7 94.1 69 85.2 
Belts—Conveyor 71.8 85.7 47 61 65.9 
Belts—Transmission 78.7 93.6 58.8 52.2 75.6 
Belts—V 84.5 98.7 82.4 55.5 84.2 
Bolts & Nuts 87.8 87.5 84.2 55.5 82.8 








Majority of buyers prefer to deal with distributors; of those who favor 
direct sellers, most say price and product knowledge are superior 


A PREFERENCE for dealing with indus- 
trial distributors rather than direct 
sellers was expressed by 88 percent of 
the buyers interviewed on 47 specific 
products. On only three of the prod- 
ucts did a majority of buyers favor 
direct purchasing; on the other 44 
products, distributors were the choice 
of from 54.3 to 94.9 percent of the 
buyers. 

Percentage figures for the individual 
products are listed in the table that 
starts on this page and continues on 
the next five pages. These figures show 


the percentage of plants, divided ac- 
cording to size, that found for the 
distributor. 

The figures, naturally, are reassuring 
to distributors and their salesmen but 
they serve an additional purpose: they 
identify those products on which repre- 
sentatives of supply companies are 
weakest. 


WHY THEY BUY DIRECT 


In discussing direct versus distributor 
buying, some purchasers listed a variety 





of reasons for their direct preference. 
A strong over-all inclination for direct 
buying was indicated by 12 percent of 
the buyers. Among their reasons were: 

1. Price advantage. 

2. Superior product knowledge. 

3. Better service on quantity pur- 
chases. 

4. Better deliveries of special types 
or makes. 

5. Reciprocity. * 

Price and product knowledge were 
the two outstanding factors cited by 
buyers, especially the larger buyers. 
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PERCENT OF BUYERS PURCHASING FROM DISTRIBUTORS (Continued) 
































Under 250 251-500 501-1000 Over 1000 

Employees Employees Employees Employees All Plants 
sam & Brooms 69.8 71.4 82.1 
Casters 79.5 91.6 84.2 65.1 81 
Chains 70 94.1 83.3 61 76.6 
Compressors 56.9 2 30 30 39.3 
Cordage 79.1 89.4 87.5 52.9 79.7 
Drills & Reamers 90.2 100 86.3 67.8 88.5 
Files 98.9 100 85.1 76.9 93.6 
Hand Tools—Mechanic’'s 95.3 97.3 94.7 67.9 91.7 





Reciprocity was a minor factor. 


Price 


Significant among the comments on 
direct buying habits was the constant 
repetition of the theme: When quantity 
purchases arg involved, I always go di- 
rect if possible. Though only 6 per- 
cent of the buyers surveyed were 
strongly prejudiced in favor of going 
direct for virtually everything, this vent 
ran clear through the survey and was 
especially in evidence in the comments 
from those plants employing 251 or 
more workers, with the emphasis gain- 
ing almost in proportion to the increase 
in the number of employees. Here are 
typical excerpts from the 6 percent: 


We prefer to buy from the manufac- 
turers when we can. It is sense. 


Whenever possible we buy from the 
manufacturer. But that is usually for 





large quantities of items such as paint, 
oils, etc., or something on which the 
manufacturer can give us immediate 
delivery, such as pumps. 


We go to the manufacturer when 
the price is lower. Furthermore, the 
manufacturer has to think about the 
service he renders. 


On certain items, such as packing, 
we buy in carload quantities. We are 
at a disadvantage on deliveries. We 
ordered ball bearings and they did not 
get here so I bought them from a dis- 
tributor and got immediate delivery. © 
I probably will get hell about it from 
headquarters, though. They cost me 
about 20 percent more. 


Product Knowledge 


Familiarity with his line is one of 
the big assets of the factory salesman. 
This technical know-how plus servicing 









of equipment, such as supplying proper 
pump repair parts, is a factor inducing 
buyers to go direct. Again, there was 
no clear-cut dividing line between dis- 
tributor and direct sales preference 
and often in the same breath with prod- 
uct knowledge were mentioned price, 
quantity orders and other factors. Here 
are excerpts from comments by that 
6 percent emphasizing product knowl- 
edge: 

We buy from mill representatives 
because we get fast service and they 
know better than local distributors what 
they are handling and selling. After 
the war we hope to buy more direct 
because we will have more time to plan 
operations and will be able to purchase 
in quantities. 


We find that distributors sometimes 
do not understand the terms of the 
industry. If “lime” pipe is substituted 
for “merchant” pipe you are in a bad 
fix. If you ask a distributor for any- 
thing outside of the items he is familiar 
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with he is apt to get mixed up. Dis- 
tributors should have men on their 
staffs who understand special equip- 
ment. We would then give our busi- 
ness to them. There is no price advan- 
tage either way as it costs us about the 
same from a distributor as from a man- 
ufacturer. 


. 

Advantages of direct buying are help- 
ful ideas from manufacturers’ technical 
salesmen, good service and lower prices. 


In ordering, specifications are not mis- 
interpreted. 


I think on the whole that the manu- 
facturer gives us better service. Dis- 
tributors handle so many items and 
have hundreds of orders on hand so 
that now it takes some length of time 
to get an order filled. 


Why They Favor Distributors 
Four major considerations were ad- 


vanced by the 88 percent of the buyers 
who expressed preference for purchas- 
ing from distributors. Of the buyers 
in this group: 

30 percent favored the distributor 
because of prompt deliveries. 

20 percent favored the distributor 
because he fills small orders. 

12 percent favored the distributor 
because he is a local businessman. 

10 percent favored the distributor 
because he saves them money. 

In addition to these distributor assets. 
a small group of buyers attributed their 
favoring distributors to such things as 
reliability, superior buying contacts, 
and manufacturers’ policies. 


Prompt Delivery 


Intertwined with the emphasis on 
prompt delivery ran a variety of factors 
contributing to the distributor’s pros- 
perity. These ranged from distributor 
knowledge of customer requirements to 
skill in improvising or recommending 
substitutes. Here are a few typical 


MILL SUPPLIES ¢ DECEMBER, 1947 


comments emphasizing prompt de- 
liveries: 

I can see no advantage in buying 
from a manufacturer. The distributor 
offers immediate delivery. 


. 

We buy everything from distributors. 

We get efficiency and prompt service. 
e 

We like our local people. To say it 

simply: it’s quick service and it’s good 


service. 
e 


The advantage of the distributor is 
the quick service we can get from him. 


Where time is the important factor, 
I buy frem the distributor. 
. 
Today there is a big advantage in 


dealing with the distributor because 
we can get the tough-to-find items from 
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him. He will do the follow-up and 
has better buying contacts with the 
manufacturers. 


Small Orders 


One reason why the small order is 
such a distributor problem was graph- 
ically revealed by the survey. One out 
of five purchasers automatically thought 
of distributors when small quantities 
were involved. This was particularly 
true for maintenance items. Some said 
they bought everything in small quanti- 
ties; others said when big orders were 
involved they went to manufacturers. 
In general there was appreciation of 
the distributors’ function of supplying 
a central inventory pool. Comments: 


The distributor gives me quick serv- 
ice in filling my small orders. 


We buy all small lots from distribu- 


tors. 





I constantly favor distributors over 
manufacturers. They will fill your 
small orders. If they cannot fill your 
order, they will get acceptable substi- 
tutes. They make quick delivery and 
quick repairs. Usually I will not buy 
from a factory. If the manufacturer 
has top stuff and takes pride in its per- 
formance, he will not want to sell 
direct. He will want his product main- 
tained in good condition so he will 
sell through a distributor to get his 
advice and maintenance service. 


The manufacturer is not willing to 
ship small lots. So we have a distribu- 
tor buy and stock a specific make on 
the strength of the business we give 
him. It would be impossible for us 
to operate without the distributor. 


Local People 


Among some folks there is a pref- 
erence to see who they are buying from 
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and to look at and handle what they 
are buying. In some instances the fact 
that a local seller has to live with the 
man he sells to has most important 
bearing on who gets the business. 
Friendship, especially where price ad- 
vantage is not too pronounced, also 
brings sales for distributors. Comments: 


I’ve known these local fellows for 
years. I see them at parties. We play 
golf together. They talk to me about 
my hobby. I just don’t think of doing 
business with anybody else. 


We deal with distributor salesmen 
who have called on us for years. Any- 
thing they do not supply we order 
direct. 

7 


Usually I call the distributor. The 


fact that a couple of distributor sales- 
men are good friends of mine, of 
course, has a bearing on why we place 
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Under 250 251-500 501-1000 Over 1000 All Plont 
Employees Employees Employees Employees a 
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Saws—Hack 100 100 88.8 76.9 
Screws—Machine 96.4 94.8. 99.7 61 91.2 
Screws—Socket 94 98.2 84.7 69.3 91.8 
Sheaves 84.2 88.8 81.2 65.6 82.2 
Steam Specialities 88.2 92.1 83.5 67.8 84.9 
Taps & Dies 87.1 100 82.7 60.5 64.9 
Tools—Portable Electric 79.3 75 73.6 50.7 73.4 
Tools—Portable Pneumatic 65.3 $5.2 40.6 45.1 54.3 





business with them. 
& 


I prefer the jobber because I can see 
what I am buying and talk to the man 
I am buying from. To me the dis- 
tributor is the company whose product 
he’s selling. 

© 


The direct salesman is sometimes a 
one-shot deal. I like the distributor 
because I know who I am dealing with. 
I can see the product. I can rely on the 
salesman because he cannot afford to 
be wrong. 

The industrial distributor is close at 
hand to receive complaints. 


With a distributor you can see the 
goods and match the part. 
The distributor is on the spot with 
his goods. 
. 


I like to talk to whom I do business 
with. 


Personal contact counts. 
6 


The advantage of the distributor is 
the nearness of his salesman. 


The distributor is as close as my 
phone. Furthermore, he is a local busi- 
nessman and as such he knows he must 
stand back of everything he sells. 


Economy 


Related in part to the desirability of 
saving warehousing costs through more 
frequent, smaller purchases these com- 
ments, however, also take into consid- 
eration the savings arising from dis- 
pensing with big purchasing organiza- 
tions, cost of long distance phone calls, 
wires, letters and the like. Typical 
comments: 

We look at distributors almost as 
we look at our own warehouse. When 
you stop to think about it, it is just 
that. The added cost, if any, is less 
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than the cost of maintaining your own 
warehouse. 
e 


I believe that 90 percent of the time 
the distributor saves us money by elim- 
inating the cost of long distance deal- 
ings and the accompanying letter writ- 
ing. follow-up and other red tape. 


The distributor’s prices often are pro- 
tected by the manufacturer. This is 
as it should be. I am quite sure that 
I save money by purchasing in small 
lots from the distributor. We are 
cramped for storage space. 


We buy from the distributor be- 
cause it actually is cheaper in dollars 
and cents. Buying direct means volume 
orders and this means obsolescence. 
Obsolescence in most cases is common 
with capital goods, but it can and does 
happen in maintenance and to the most 
common items. 
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The advantage of buying from a dis- 
tributor is very great. It means that 
we do not have to tie up money and 
space in stock. Some manufacturers 
are not selling direct and I think gen- 
erally that manufacturers are leaning 
more and more toward distributors for 
proper distribution. 


Distributors’ prices often are pro- 
tected by the manufacturer, hence no 
price advantage. This is proper. 


Reliability and service were the prime 
considerations among 5 percent of the 
buyers making these comments: 


I am adverse to doing business with 
concerns I know nothing about. I ex- 
pect the distributor to investigate the 
manufacturer. That is his job. He 
can do it. That is part of what we 
are paying for. 
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An advantage of the distributor is 
his regular follow-up. Distributors keep 
on the job until it is taken care of. 


We are interested only in service. 
The distributor is able to give us serv- 
ice. This offsets his higher prices. 


The distributors have our supply 
headaches for us and we are free to 
go about our business. 


The fact that distributors generally 
can needle a manufacturer into an 
earlier delivery date counted with many 
buyers and was heavily emphasized by 
4 percent as the prime factor for dis- 
tributor preference. Comments: 


The distributor can buy 2,000 items 
at a crack against our 15 or 20. There- 
fore, and especially now, he has the 
ability to buy stuff we can’t touch. 
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The distributor has all the advan- 
tages because he has stronger pur- 
chasing power and can get a lot of 
items I cannot get. 


A trend toward protected distributor 
set-up was commented on by several 
buyers. Three percent emphasized this 
trend above all others. Comments: 


I resent the present system of giving 
a distributor an order when all he does 
is sit down and put it on his stationery 
and forward it to a manufacturer. We 
are forced to do this because manu- 
facturers limit their sales to distribu- 
tors. It would be logical and okay if 
they had the items in stock. 


I am forced to buy through the dis- 
tributor on many items. It does not 
matter whether I like it or not. This 
is the trend. 









Where to Concentrate 


TRADITIONALLY, the small and medium 
sized plants are the distributor's best 
customers. The accompanying tables 
show this premise to be only partly 
true under today’s conditions. While 
it is true that in the small plants more 
than 70 percent of the buyers inter- 
viewed indicated they give distributors 
more than one-half of their business, 
from a dollar standpoint, in the next 
size group (250 to 500) the percent- 
age figure drops sharply to 27. As a 
matter of fact, it is in these plants 
that the distributor showed up weakest. 

It has been supposed for years that 
the largest plants, those employing 
more more than 1,000 workers, were 
the distributor’s poorest customers. As 
shown above, this theory is incorrect. 
Seventy-five percent of the big-plant 
buyers declared distributors get more 
than one-half of every dollar spent on 
tools, equipment and maintenance sup- 
plies (purchases of raw materials and 
capital equipment were not included 
in the study). 

While it was impossible to determine 
the exact reasons behind the develop- 
ments brought out in the study, it is 
interesting to note that buyers did have 
explanations. During the war years, 
the buyers said, many of the medium- 
sized plants (250 to 500 employees) 
did sub-contracting work for larger pro- 
ducers; the buying power of these 
plants increased and the purchasing 
agents, in an attempt to utilize this 
new-found power, turned to direct 
sellers, seeking to gain price advan- 
tages. Although in most cases the buy- 
ing power of these plants has dropped 
since the war years, the purchasing 
agents have continued to follow the 
policy established in war years. This, 
of course, points up to salesmen the 
need for concentrating selling effort on 
the medium-sized plants. 

At the same time, however, distrib- 
utors and their salesmen cannot relax 
their efforts insofar as the largest sized 
plants are concerned. It was in these 
plants that many doors were opened 
to distributors’ salesmen for the first 
time during the war years. It is inter- 
esting to note that only 12 percent of 
the buyers in the big plants indicated 
they will give less than one-fourth 
of their business to distributors as 
against the 75 percent who said they 
will give more than 50 percent of their 
business to distributors. 


HOW BUYERS DIVIDE THEIR ORDERS 





In plants this size. . . 


This percentage 
of buyers say.. | 


They'll give distributors this share 


of their total number of orders 





Less than 250 
Employees 


6.7 
28.1 
65.2 


Up to one-fourth 
One-fourth to one-half 
One-half to three-fourths 


More than three-fourths 





251-500 Employees 


501-1,000 Employees | 


More than 1,000 
Employees 





: 








10.5 
21.0 
47.5 
21.0 


20.0 
5.0 
75.0 


11.1 
44.4 
44.5 


More than three-fourths 


More than three-fourths 


Up to one-fourth 
One-fourth to one-half 


One-half to three-fourths 


Uns tw enetendth 
One-fourth to one-half 
One-half to three-fourths 
Up to one-fourth 
One-fourth to one-half 
One-half to three-fourths 


More than three-fourths 


HOW BUYERS SPEND THEIR DOLLARS 





In plants this size . . . 


This Percentage 
of Buyers Say.. | 


They'll give distributors this share 


of their business 





Less than 250 
Employees 


10.9 
15.2 
21.7 
52.2 


Up to one-fourth 
One-fourth to one-half 
One-half to three-fourths 


More than three-fourths 





251-500 Employees 


16.7 
55.6 
11.0 
16.7 


Up to one-fourth 
One-fourth to one-half 
One-half to three-fourths 


More than three-fourths 





501-1,000 Employees 


15.8 
10.6 
10.4 
63.2 


Up to one-fourth 
One-fourth to one-half 
One-half to three-fourths 


More than three-fourths 





More than 1,000 
Employees 





12.5 
12.5 
50.0 





25.0 
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Up to one-fourth 
One-fourth to one-half 
One-half to three-fourths 


More than three-fourths 
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Characteristics of 
a Chief Supplier 


What it Means 


Buyers’ Opinion 





His stock is diversified 
and large. 





Ss 





He carries complete lines and enough 
numerically to meet any and all emer- 
gency calls. 





ae rae oe mace <a 


“This company carries the most varied 
and complete stocks, and has pre- 
vented work stoppage here by deliver- 
ing in large quantities." 





He stocks special items 
for manufacturers. 


In relieving buyers of the burden of 
stocking special tools, he puts himself 
in-a favored position. 


“Our distributor has a larger variety 
of stock for our particular work and 
is not adverse to stocking what we 
recommend." 





An intelligent sales 
force serves his 
customer. 


——EEE 


He develops a well-informed group 
of representatives and, realizing buy- 
ers like familiar faces, tries to keep 
his men with him. 


SSS EE 


“We like the salesmen we know and 
can trust, and have changed distribu- 
tors just because a salesman went to 
another firm." 





Service is part of his 
firm's foundation. 


His staff is trained to recognize every 
chance to serve. Members are taught 
the distributor's function in the busi- 
ness world. 


“When | get them on the ‘phone, | 
don't get the run-around. They man- 
age some how to dig up the informa- 
tion | want, and courteously."’ 





He delivers material 
without delay. 


His firm boasts a systematic delivery 
service which guarantees rapid de- 
livery to buyers. Errors have been cut 
to the minimum. 


“They give me same or next day de- 
livery when | am really rushed, and 
they plan a post war service superior 
to prewar.” 





His pricing policy 
is fair. 





Price is clearly stated and understood 
by the sales force and other om- 
ployees. No sharp tactics are count- 
enanced. 





pene na 


“While | shop for price, | don't look 
for bargain rates."’ 





WHILE THE direct selling manufacturer 
is the distributor’s major competitor, 
there is also keen competition among 
distributors themselves, a friendly but 
spirited vying for the favored position 
of a chief supplier. As the tabulated 
figures show, 37.5 percent of the buyers 
interviewed do have chief sources of 
supply which, in this case, means they 
give more than 50 percent of their busi- 
ness to one distributor. 


Buyers have definite reasons for 





37.5% of Buyers Have Chief Sources 


placing a distributor in the chief sup- 
plier category and these reasons are 
presented in the accompanying chart. 
It is interesting to note that of the ten 
distributor concerns that received the 
most votes from buyers, seven are 
commonly looked upon as_ general 


houses while the remaining three are 
specialists. Buyers emphasized, though, 
that even the general houses have ac- 
quired reputations as being exception- 
ally well versed in particular lines. 
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of Supply 


None -of the buyers interviewed 
bought industrial supplies from manu- 
facturers exclusively but, on the other 
hand, 28.8 percent acknowledged buy- 
ing from distributors exclusively. This 
percentage is made up of 4.7 percent 
in the 501 to 1,000 employee class, 
5.0 percent in the 251 to 500 employee 
class, and 19.0 percent in the under 250 
employee class. The majority turn to 
both manufacturer and distributor 
when purchasing industrial items. 








Buyers list eight qualities they want in salesmen; 
comparison with manufacturers’ salesmen shows 
distributors’ men rate superior on three out of 


four major points. 


In DETERMINING the elements going into the makeup of 
a good salesman, such fundamentals as personality and 
personal appearance ought to be taken for granted and 
only those qualities which contribute to a practical, efh- 
cient and beneficial relationship in industrial buying are 
stressed. Outstanding on the list of buyers’ preferences 
in what constitutes a good salesman is “a man who knows 
his product and knows how to express all those facts.” 


While technical training is of immense help to the 
salesman today, it need not rule out the earnest and 
willing worker who can implement his knowledge of 
materials and finished products through any number of 
sources available such as manufacturer’s sales aid, train. 
ing courses and sales meetings. 

Carrying equal weight with the buyer are (1) Reli- 
ability, (2) Consideration of Time and, (3) Cooperation. 
The first requires frank dealing with respect to orders 
and deliveries, the second an ability to distinguish perti- 
nent talk from mere parading of personality and the 
third a sincere desire to assist the purchaser even if 
there are no immediate pecuniary rewards. 

It must be remembered that these are the buyer’s quali- 
fications for a good salesman and they reflect his opinion 
as to what is most important from his point of view. 


QUALITIES DEMANDED OF GOOD SALESMEN 


43 


11 


11 


10 





The good salesman should know what he is talking about: manufac- 
ture of product, installation, costs, performance, maintenance. He 
should not hesitate to avail himself of manufacturer's sales aid and 
he should be able to advise on products. 


He must know the state of his firm's inventory and ability to deliver 
and be frank about it. He should follow up orders and see that his 
promises are kept, show a desire to take care of the customer after 
securing the order. He should rather lose a sale than pull a fast one 
on the purchaser. 


He should express himself clearly and not waste time by speaking in 
generalities, or take too long to get to the point, or talk of extraneous 
matters, or come unprepared with details he should know, or overstay 
his leave when business is done. 


He must be willing to go out of his way to locate hard-to-get items, 
suggest practical solutions to problems in the light of his own experi- 
ence, give assistance in making proper purchases and advice on actual 
operations. 


He must establish his products’ superiority by convincing argument, 
illustration and demonstration, not by detracting his competitors; recog- 
nize customer's rights in adjustments and differences with own firm, 
and must conscientiously sell the customer what he wants or needs. 


He should know routine requirements of his customers and familiarize 
himself with the buyer's operations in order to be better able to sug- 
gest practicable new items. 


He should be able to inform customer of new ideas and products which 
are better, more efficient or more economical; of changes in catalog 
and prices. He should keep abreast of what is new. 


He must be courteous, honest, sincere, mentally alert, clean, temper- 
ate, pleasant and obliging. 
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“Don't like high pressure. Dislike the fellow who comes in and tells his story 
and then finds we don't need the item and won't take ‘no’ for an answer."’ 


“If he is a technical man, who can give us new ideas and tell us what our 
problems are—say the trouble is due to poor lubrication—that is fine. But 
these jolly, hand-shake bunch and cigar hand-out fellows are a waste of 
time.” 


“The guy that camps on my desk for an afternoon and talks about his garden 
or fishing trip and tries to get me talking about my hobby. The less chit-chat 
the better. If the salesman has a specific purpose in mind, he should come 
right to the point." 


“‘Salesmen who are trying to force useless items in on orders. They take 
verbal orders and then increase or change them. It is always a mistake.” 


“Have no use for the salesman who does not want to see the purchasing 
agent. Instead he tries to go immediately to the foreman or engineer... 
For the actual order, he should come directly to us. If he doesn't in peace- 
time, he doesn't have a chance around here for any business."’ 


‘*Salesmen who continue to try to push an item because there is a bonus or 
something on it when | do not want it.” 


“Talks of who he knows among your acquaintances. His attempt at famil- 
iarity in opening wedge. Some squeeze the bones out of your hand when 
they shake hands.” 


“Don't like to have him knock another's product. A poor loser doesn't get 
another chance. You remember a good sport on another order.” 


“Get your rug all mud by leaving their rubbers on. They will throw cigarette 
ashes on the floor. . . Talk in my face." 


“They do not ‘tie-in’ related lines such as belt dressings, belt hooks, belting, 
shafting, hangers, etc. Could often run a $15 order into a $1500 order by 
following through or they just don't think — lack of training.” 


‘*Insist on coming on a busy day when they know it is a busy day.” 


““Salesmen who get an order and then forget the promises of follow-up 
and delivery." 


“He must not come in to see me when | have an appointment and hold me 
up, letting the other fellow catch the fish." 


“*Salesmen who tell ‘hard luck’ stories as a substitute for product or sales- 
manship.”’ 


“About a month ago | made up 4 list of items to be purchased from a local 
distributor. | sent copies to several of them and when the returns were in 
| purchased some from each house depending on price and quality. A week 
later a salesman came out and went over the list with me. He had gotten the 
bulk of the list, but he started asking why he didn’t get the items he missed ! 


: It will cost him more than what he would have on that deal in the future." 
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THE BUYER WEIGHS=— 
THE DISTRIBUTOR’S SALESMAN. .. | THE MANUFACTURER’S SALESMAN... 


Purchasers incline strongly to the manufacturer’s representa- 
tives instead of the distributor’s when it comes to advice on 
products, the tendency being stronger as the number of em- 
ployees increases. The disparity in the smallest plants is too 
large for the distributor to remain unaffected by the implica- 
tions. It is encouraging for distributor salesmen, however, 
to note that it is only on knowledge of products that buyers 
consider manufacturer’s men superior. Buyers did emphasize 
that the distributor’s salesmen face a far greater job because 
of the fact that they have to acquire knowledge on many 
more products than the manufacturer’s men. 


| 
Which Has a Better Knowledge of Products He Is Selling? 
| 





Which Best Meets Your Specifications as to What a Salesman Ought to Be? 


The effect of buyers’ opinion on product knowledge is felt in 
this category as the margin by which the buyers prefer the 
distributor’s man is not as large as in the last two groups. | 
Even in the larger plants, the preference for the distributor's 
salesman is large enough to deduce that his position is sound. 
The fact that the percentage of buyers who favor the distrib- 
utor’s man is less in the smallest category than in the 251-500 
employee classification is further proof that while salesmen 
should concentrate on the big customers, the smaller ac- 
counts — the “bread-and-butter” customers — need attention 
too. The figures offer a definite challenge. 





Which Has a Better Knowledge of Your Purchasing Requirements? 


plication to the buyer’s needs more than does the manufac- 
turer’s salesman. The opinion is general, regardless of the 
size of plant, large or small, in all cases the margin by which 
the distributor’s. representative is preferred remaining con- 
sistent. The distributor’s salesman is in a favored position so 
far as learning of the buyer’s purchasing requirements; he 
calls on the buyer more frequently. However, frequency of 
calls does not necessarily mean that purchasing requirements 
will be understood; it is only by concentrating on the subject 
that the salesman will build up a valuable fund of knowledge. 


The distributor’s man impresses the purchaser with his ap- | 





J 


Which Renders Better Overall Service? 


Overall service, of course, is the most important of the four 
points on which the buyers compared the manufacturer’s and 
distributor’s salesmen. Personal attention to the customer and 
his orders has always been one of the distributor salesman’s 
strong points with purchasers. The fact that it is in the two 
smaller sized plant categories that the disparity with the 
manufacturer's man is greatest supports a belief prevalent 
in the industry for years. However, the distributor sales- 
man’s standing in the larger plants is substantial, in fact 

_ large enough to prove that buyers, merely because they are 
in large plants, do not have to be direct buyers. 








92 MILL SUPPLIES © DECEMBER, 1947 


| UM 





KNOWLEDGE OF PRODUCTS - Good, constantly developed 20 pts.; Fair, 10; Weak 0. 


“Most of all, we expect him to know his product A to Z. We mean the makeup of 
it as well as its performance.” 


RELIABILITY — Dependable 15; Average 8; Indifferent 0. 
“If we ask for a quotation we want it pronto. We expect deliveries to back up 
his promises." 
CONSIDERATION OF TIME — Reasonable 15, Lax 8, Indifferent 0. 
“‘Salesmen should know customers’ needs well enough not to waste time on items oh 
not used. . . . Also to be smart enough to get out when we are finished.” : 
COOPERATION - Avid 15, Mildly 8, Indifferent 0. 
“It stands to reason that, with all their contacts and experience, they should be 
of great help to us.”’ 
FAIRNESS — Exemplary 10, Timid 5, Callous 0. 
“A reasonable ability to see the customers’ side of the picture, a sense of fairness 
toward his competitors.” 
ANTICIPATION -— Alert 10, Cosual 5, None 0. 


“He must think of and look after our interests at all times, if he wants to continue 
to keep us as a customer.”’ 


INFORMATION - Up-to-date 10, Casual 5, Indifferent 0. 


“We depend on the salesmen to keep us abreast of what is new, so they gen- 
erally stop by to give the latest information. If they have something we could 
use, they get an order.” 


GOOD HABITS -— Good 5, Fair 3, Bad 0. 


“We have no objections to any of his habits off the job but we want him calm, 
cool, and capable when he calls.” 
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Catalogs and direct mail adver- 
tising are effective means of 
supplementing salesmen’s calls 
and introducing new accounts 


BUYERS WANT CATALOGS 


A Goop CaTALoc is an essential part of 
the distributor’s business; it is one of 
the most effective methods of aiding 
salesmen. 

That catalogs receive attention and 
are used by industry are accepted facts. 
The study adds emphasis to the facts; 
92 percent of the buyers interviewed 
reported they found the distributor’s 
catalog helpful. It is interesting to 
note, however, that larger plants make 
greater use of the catalogs than the 
smaller plants (note the percentages in 
chart below). 

In the case of the, smaller groups, 
replies indicated that the firms rely on 
personal calls from salesmen, or that 
they telephone the distributor to obtain 
a special product or piece of equip- 
ment. 

Apparently the reason for the ex- 
tensive use of catalogs in the larger 
plants is the routine of a formal pur- 
chasing program. When ordering, the 
buying departments make more use of 
the specific data and details carried in 
the books. A point worth attention is 
that in many cases foremen and super- 
intendents have catalogs on file in the 
shops, and on their requests for material 
indicate the catalog number and the 


distributing company from which it may 
be obtained. 

Many complimentary remarks were 
offered in favor of the catalogs in cir- 
culation at the present time. At the 
top of the list was the comment that 
they saved time and effort when order- 
ing. The books proved to be a valu- 
able source of reference, and a good 
number of buyers claimed they are 
practically “textbooks” in certain fields. 
It was stated often that catalogs some- 
times suggest a better item and easier 
method of production, and more than 
one company claimed they are “used 
as a bible to locate standard lines.” 
Several purchasing agents remarked 
that “illustrations are helpful and en- 
able me to understand what a man in 
in the shop wants.” “I guess catalogs 
gave me 30 percent of my education 
as a buyer,” and “hate to try to be 
a purchaser without them,” are frank 
confessions of the value placed on cata- 
logs by the men who buy. 


There is much to be gained by look- 
ing at the credit side of the ledger and 
reviewing the criticisms and construc- 
tive suggestions offered for improve- 
ment. Away out in front was the com- 
plaint about “listing items not carried 
in stock,” along with the suggested 
solution: “When stock is received, pub- 
lish a supplement.” Attention was 
called toe the fact that there was “too 
much sales talk, not enough facts,” and 
a pet peeve was the “use of old illustra- 
tions.” Concerning the physical appear- 
ance of the books, the idea was sug- 
gested to “get together and make a 
standard size.” 


Suggestions on Distribution 


The remarks of buyers brought out 
clearly that the distribution of catalogs 
by a distributor or his salesmen fre- 
quently makes a great deal of difference 
as to how much, the catalog will be 
used. It is important to take particu- 
lar care to see that each catalog is 
placed in the proper hands, in the 
department where it will get the most 
use. In the larger plants, key foremen 
and superintendents should be kept 
posted so that they will know what is 
available from your stock. Their sug- 
gestions come in for a lot of attention 
from the purchasing agents, so cover 
this group for potential sales. 

Personal calls by salesmen are highly 
valued by the smaller plants, so in such 
cases the catalog can be effectively used 
to supplement this sales effort. 

Buyers voted strongly in faver of 
careful, complete cross-indexing of 
catalogs; some even added that when a 
new catalog is distributed, salesmen 
should take sufficient time to explain 
the index and the various features. 


NUMBER OF BUYERS WHO USE CATALOGS 
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Tat Buyers WANT quality, not quan- 
tity, in direct mail received from dis- 
tributors was iterated and reiterated by 
those interviewed in the study. Vir- 
tually all buyers cited faults in direct 
mail campaigns but, in the same breath, 
a great majority admitted they scrut- 
inized all literature sent to them. 

On the one hand, two-thirds of the 
buyers classified direct mail pieces as 
wasteful but 60 percent of them re- 
ported that they read everything they 
received; 20 percent added that they 
refer direct main pieces to interested 
departments, and 18 percent said the 
file literature for future reference. 

Because of the real attention given 
to direct mail, it is logical to take ad- 
vantage of this readership by sending 
out only advertising material of high 
sales standard. To obtain full results, 
time and thought should go into a 
well planned campaign, and the liter- 
ature mailed should be equipped to do 
an efficient selling job on— 

(1) New products 

(2) New lines 

(3) New production applications 

(4) Items carried in stock 

In any mailing piece, the interest 
should be centered on facts, for com- 
ments indicate that novel and spectac- 
ular displays make little or no impres- 
sion. It is well to remember that the 
buyer is chiefly concerned with getting 


MAJOR FAULTS OF DIRECT MAIL AND HOW TO CORRECT THEM 





QUALITY COUNTS IN DIRECT MAIL 


information, as indicated in the com- 
ment, “much interested in direct mail, 
as long as it brings something new— 
that the salesman hasn’t told me. 

An accurate and up-to-date mailing 
list would eliminate the three major 
faults brought out in the survey—dup- 
lication, misdirection, irrelevance. At 
the same time it would cut down waste. 

The cause of this waste is lack of 
attention to the details of maintaining 
a well kept, well organized and well 
classified list. It is neglect of these de- 
tails that provoked such comments as, 
“we often get duplicates of a release” 
. .. “get a lot on items we could not 
possibly use”... “wish they would mail 
to a selected list instead of sending 
all types out to everyone”... “a lot 
of stuff is not pertinent to us and is 
wasted” ... “we even get circulars on 


. “lists 
should be checked”... “should do a 
better job of selecting their prospects” 
. . . “dealers mailing lists should be 
selected to get their advertising in 
hands of possible users.” 

Though the actual work of compiling 
a good list comes under the category 
of office routine, the cooperation of the 
sales force is most important in keeping 
abreast of additions, changes and cor- 
rections. To the men out in the field 
falls the responsibility of keeping the 
list alive and current and efficient. 

Once salesmen have been shown that 
worthwhile promotion works for them, 
they become more conscientious about 
the accuracy and coverage of the mail- 
ing lists. A central clearing point will 
bring about control and efficient han- 
dling of list changes. With one per- 
son in charge, this procedure is simple 
and should eliminate confusion. 


paints and we make paint”. . 


TWO-THIRDS THINK THAT DIRECT MAIL 














1S WASTEFUL... YET... 


KEY ELEMENTS TO PROMOTE EFFICIENT SERVICE 


Buyers list ten points on which distributors 
and their salesmen should concentrate to 


retain gains made during the war years 


Post War Days are here. These are the days that 
buyers were visualizing two years ago when they 
advised distributors and their salesmen to concentrate 
on ten key factors which promote efficient distributor 
service. Those ten points were important when made 
originally but they carry even more weight today; they 
are not factors to look for in the future they are 
demands of buyers today. 

Here are the fundamentals and typical comments 
from buyers. 


1. Know Your Products 


“To keep our business, the distributor must learn 
more about his products. There are too many who 
know less about their products than I know.” 


2. Know Your Customers 


“We want his cooperation in seeing our problems and 
point of view in the light of his experience. We 
want him to make recommendations to help us.” 


From the distributor’s standpoint it is of value to 
know more about customers—What is the approxi- 
mate volume of an account’s purchases in lines you 
carry? Who determines buying policy and specifi- 
cations? What type of operation is performed? 


3. Know Your Markets 


“He should know more about industrial problems and 
business conditions so he can talk intelligently to us.” 


While adherence to the third fundamental takes in 
more than the above buyer indicated, satisfying him 
would come from knowing accurately the character 
of the industrial area, the types of industries located 
there, and the requirements of each customer. 


+ 


4. Plan Your Effort 


“Efficiency in operation is necessary—a better oper- 
ated system of handling orders.” 


5. Exercise Sales Control 


“A distributor is only as good as his salesmen. If 
he keeps an excellent sales department, the distrib- 
utor will have all the business he can handle.” 


Buyers disclosed that the bulk of their business will 


go to firms that have salesmen who are continually 
on the alert to give service. Such revelations spell 
only one thing for the distributor—effective sales 
control and that includes keeping salesmen stimulated 
and carrying on a program for developing their 
knowledge of products and sales techniques. 


6. Foster Regular Research 


“We expect distributors to keep us posted on new 
developments.” 


In theory this prime factor could aptly be included 
in the topic “know your products” but in practice 
this is a broader subject for the buyer is looking to 
the distributor not only for complete data on items 
carried in stock but also for detailed facts en new 
products, new developments, new processes and 
overall trends. 


7. Watch Customer Service 


“We expect service. If we ask for a quotation we 
want it pronto. We expect deliveries to back up 
promises. We absolutely expect the distributor’s 
men to know all about what they are selling.” 


Economically, the distributor naturally has limits on 
the services he can render. However, once the 
bounds are determined, the buyer expects the dis- 
tributor to offer A-1 service. 


8. Advertise Intelligently 


“Distributor advertising helps me because it reminds 
me of items I may have missed. | actually buy some 
extras because of it.” “It is a good way of keeping 
me informed ... we send the stuff all over the plant.” 


There is probably no subject on which distributors’ 
opinions vary greater than on sales promotion. It 
is doubly important, therefore, to think of the ques- 
tion from the standpoint of the buyer who is the 
recipient of catalogs and advertising pieces. 


9. Have Adequate Accounting 


“Always there are too many errors.” “Wish there 
were fewer errors.” 


10. Seek Continuous Development 


“Distributors have to be ‘on the ball,’ keep prices 
down and supply more technical information. I can 
see the advantage of time and service only if it is 
there to be seen.” 


It is obvious the buyer wants the distributor to move 
ahead but to accomplish this the distributor must 
make periodic reviews of his organization. 
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To Sell Gand Saw Blades— 


YOU NEED THE ANSWERS 


Off your feed on band-saw 
sales? Need a little extra 
"set? Let out the tension 
on these 25 questions, then 
turn to Page 174 for the 


answers. 


QUESTIONS: 


hand-saws are of two 


What are they? 


1. Continuous 
types, usually. 


2. Why is the band-saw seldom used 
for cross-cutting. mitering or ripping 


joined or glued pieces? 


3. Wide band-saws 2 to 18 in. wide, 
increase in width by steps of 1%-in. up 
to 6 in. and by l-in. steps thereafter. 
True or false? 


4. What is meant by the term “kerf”? 


5. Band-saws, in metal cutting, are 
used primarily for cutoff work. True 


or false. and why? 


6. With 


blades, at how many feet per minute 


semi-high-speed steel saw 
should band saws cut: (a) hard steel, 
(b) soft steel, (c) hard bronze, (d) 


brass? 


7. For aluminum and certain types of 
brass, speeds may go as high as 1,000 


fpm. True or false? 


8. What are the 
“sets” of band saw teeth? 


two most common 


9. What two 
wide a metal-cutting band saw can be? 


factors determine how 


10. What is the minimum radius that 
can be cut, in inches, with band saws 
(a) 14-in., (b) 5¢-in.. (c) 1-in. wide? 
11. Joe Dope left his band saw blade 
tension set-up “as is” one winter night, 
thinking he’d save start up time. But 
next morning the blade was dangling 


out of the machine. How come? 


12. The greater the number of teeth, 
generally speaking, the higher the speed 
you should recommend. True or false? 


13. On what steels might it be neces- 
sary for you to recommend cutting com- 


pounds for band-saw work? 
14. Why are band-saw teeth bevelled? 


15. Most band-sawing is done at feed 
pressures between (a) 4 to 8 lbs., (b) 
8 to 12 Ibs., (c) 12 to 16 lbs. 


16. Why is some flexibility desirable in 
a band-saw blade? 


17. When installing band-saw blades 
for a customer’s production metal-cut- 
ting jobs, what three things will you 
strive for? 


18. The size of a band-saw is specified 
by the diameter in inches over which 
How are blade sizes 


the saw runs. 


specified ? 
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19. The tension on a band saw should 
(a) 5,000, (b) 8,000, (c) 
10,000 Ib. per sq. in. of cross section. 


be about 


20. What is the one “work exception” 
to the rule mentioned above? 


21. Joe Dope insists on using a four- 
tooth saw when a three-tooth job will 
give him a cut smooth enough for the 
purpose. What would you tell him to 


get him to change over? 


22. As the diameter of the band-saw 
wheel is increased, the gauge of the 
saw (a). increases, (b) decreases, (c) 


remains constant. 


23. What is “hook” on a blade, and why 


is it used? 


24. In brazing a band saw, precaution 
should be taken to have it always con- 
tain an even number of teeth. Why? 


25. What four questions would you ask 
your customer before recommending a 
particular blade for the job? 





Herman Lyons adjusts tension weight to start job. 


Matching Belts 


HE USUAL PROBLEM associated with selling V-belts is help- 

ing the customer determine the correct size belt for his 

equipment. Knowledge of formulas to determine correct 
sizes for all sheave combinations is a “must” for every out- 
side and inside salesman. Accurate results are: possible with 
formulas for single groove sheaves but replacing belts for 
multiple groove sheaves is another story. 

There is a growing insistence on the part of V-belt cus- 
tomers with multiple belt drives for accurate matching of 
replacement V-belts with belts already in use even though 
stretch and wear may have altered the old) belts. making 
their labels meaningless. 

Penn General Supply Co., Pittsburgh, recognized this 
growing demand for greater precision in matching V-belts 
for multiple groove sheaves. Ordinarily, the distributor has 
two methods of handling this type of customer: he can sell the 
customer a complete set of new belts which have been 
matched at the factory and are packed separately or he can 
send a sample to the factory to be matched there. Neither 
method, said M. M. Smith, president of Penn General, is very 
satisfactory from the viewpoint of economy, efficiency or 
service. Carrying matched belts in sets means carrying con- 
siderably more stock and. even then, the belts are matched 
with each other and not with the ones already being used by 
To send the customer’s belt to the factory 
means loss of time to the customer’s operations and more 


the customer. 


paper work for the distributor. 

Penn General officials. therefore, decided to do their own 
belt-matching. The belt- 
matching machine costing several hundred dollars. The ma- 


manufacturer recommended a 


chine was bought and installed on the fourth floor of Penn 
General’s new quarters on Wood St. and Herman Lyons, 


order clerk, was instructed in its use. 
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Customer's belt length and efficiency is measured. 





New belt is placed on matching device and compared. 


The device consists of a 15-ft. rail mounted on two bench 
legs like a lathe. On the business end (the same position 
as the headstock and drive on a lathe) is a sheave, tension 
weight and dial. Mounted on a sliding travel, like the tail 
stock on a lathe. is another sheave. The sample belt is 
mounted on the two sheaves. The sliding stock is moved until 
the belt is extended to full length and the stock is locked. 
Belts are classified in sections and the tension weight is 
adjusted for each section. Mr. Lyons then pulls the belt and 
reads the efficiency factor of the belt on the dial. By moving 
a bar at the head of the machine. Mr. Lyons can release the 
belt tension to remove the old belt and place another one on. 

Mr. Smith said the device does away with the necessity of 
keeping matched belt sets as belts can now be matched from 
open stock and there is considerable saving of working time 


for the customer. 
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SALES TIPS from SALESMEN 





Julius Miller 


Anticipate Your 
Customer’s Needs 

Julius Miller, salesman for Bronx 
Hardware & Supply Co., New York, has 
over twenty years experience selling in- 
dustrial supplies in and around the 


metropolitan New York area. He 
served in the United States Army Air 
Forces Materiel Command during 


World War II where he secured an in- 
tensive specialized training in produc- 
tion methods and quality control. 

His army training has stood him in 
good stead with his customers, because 
of his ability to recommend better meth- 
ods of production, . . . many times re- 
sulting in a worth-while sale. 

When calling on his accounts, Mr. 
Miller tries to observe and anticipate 
He believes that 
the industrial supply salesman cannot 
know too much about his customer's 


his customer's needs. 


business, the number of employees, the 
product he manufactures, the heavy 
production season, ete, 

One of the sources of information 
about the customer. Mr. Miller finds in 
the want-ad section of his daily news- 
paper. 
columns to see if any of his customers 
for drill 
press operators or any other type of 
labor which might have an effect on his 
sales to this customer. If he should see 
his customer’s ad for 10 drill press op- 
erators, he interprets the ad to mean 


He watches the help wanted 


are advertising mechanics, 


that his customer must have a good size 
contract which will mean the sale of 


drills and other industrial 
At this point Mr. Miller does 
not wait for his regular day to call on 


more twist 


supplies. 


this customer. but gets right down there 
and talks to the purchasing agent about 
the new contract needs. 

“This seems a rather odd way of get- 
ting business,” said Mr. Miller, “but it 
has paid off many times, just by being 


the first man there.” 





John J. Boutton 


Underlings Rise, 
Don’t Overlook Them 


Although making friends is axiomatic 
in salesmanship, never underestimate 
the potentialities of any of your custom- 
ers’ underlings, is the advice of John J. 
Boutton, veteran salesman for the Mau- 
Sherwood Supply Co., Cleveland. Mr. 
Boutton, who began in industrial sup- 
plies in 1910, has been selling since 
1925 and in that time has seen quite a 
few underlings rise to responsible po- 
sitions, particularly in purchasing. 

Naturally Mr. 


many friends at the start with 


amiable, Boutton 
made 
many clerks and other lesser employees 
these 


in customers’ plants. Some of 


eventually advanced to become fore- 
men, plant superintendents and pur- 
chasing agents. That the early formed 
associations advantages to 


He 


offers the advice to young men starting 


provided 


Mr. Boutton goes without saying. 


in selling for what they think its worth. 

In addition, Mr. Boutton regards sell- 
ing as continually plugging for more 
business from some customers and any 
business from others. Know your cus- 
tomers, what they buy that you can sell 
them, and earn your fair share of this 


business. 
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Ed Wilson 


Buying Motives 
Worth Studying 


Selling, and even buying, are nothing 
new to Ed Wilson, of the Gierston Tool 
Co., Buffalo, N. Y. Mr. Wilson has had 
a rich and varied experience in mer- 
chandising before settling down to a 
career of selling tools and other indus- 
trial supplies. Out of this experience 
he has emerged with a great deal of 
respect for buying motives, the correct 
analysis of which usually results in 
sales. 


Mr. Wilson be: 


in variety stores wliere he eventually be- 


san his selling career 
came manager. From this. he went into 
selling plumbing and heating supplies 
and then tools for a manufacturing con- 
cern, During the war he was associated 
the 
General Motors and thereby was in a 


with purchasing department of 
position of appraising the salesman’s 
job objectively. For more than a year 
now, Mr. Wilson has been selling indus- 
trial supplies for Gierston Tool. 

Mr. Wilson’s experience in’ purchas- 
ing enabled him to polish up his own 
selling technique when he returned to 
the profession. The strongest buying 
motive, and the one the salesman should 
always direct his greatest effort towards 
encouraging, is the utile value of the 
products to the customer. This means 
possessing a working knowledge of the 
customer’s operations combined with a 
reasonable familiarity with what the 
salesman’s products can and cannot do. 
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Thanks to a planned method of sales programming, | get— 


More Time For Selling 


Only three sales tools are needed to keep 
this salesman doing a full-time selling job; 
1. A Salesman’s Call Report, 2. A Sales 
3. A Cardex File of 


Accounts by Salesmen, plus a sales depart- 


Potential Form, 


ment geared to use these tools efficiently 


By SANFORD G. MOSS 


Salesman, Bronx Hardware & Supply Co., Inc., New York 


T may be that sales are not the number one problem 
with every industrial supply salesman. but in my ter- 
ritory the order-taking days are over. Today more 

effort must go into the sale of industrial supplies. 

To build sales and keep them at a level profitable to 
the salesman and the firm he represents is no one-man 
job. A salesman must be backed up with a sales program 

a program which will handle the detail work and permit 
the salesman to spend more time selling. 

Bernard Cullen, vice-president in charge of sales and 
advertising, organized the sales program for us. The pro- 
gram has three aims: 

1. To measure the customer’s needs and establish a 
sales potential for each account. 

2. To help the salesman serve his customer, as well as 
sell him, by relieving the salesman of duties which are 
non-productive of sales. 

3. To get product information and advertising into the 
hands of the proper person in the customer's plant. 

My part in the sales program is to get my daily Call 
Reports for the current week, and a tentative Call Sched- 
ule of customers I intend to call on the following week, 
into the hands of Melvin Schwartz, executive assistant to 
Mr. Culler. I do this every Friday, the day of our weekly 
sales meeting. Mr. Schwartz maintains the other tools 
necessary in the operation of this sales program: 1. A 
sales potential form; 2. A card index file of accounts by 
salesmen; 3. A capable staff geared to handle direct-mail 
advertising and develop sales potentials on all accounts. 

The salesman’s call report we use has a two-fold. pur- 
pose. The upper part contains the usual salesman’s call 
report, listing the date of call, persons seen, customer's 
name, comment and other information. The lower part 
serves as an advertising memo on which I request product 
information I wish sent to my customers. Space is 
provided where I may indicate names of customers’ per- 
sonnel to be added to or taken from the mailing list. By 
noting the periodic personnel changes on my call report. 
the advertising department keeps the list up-to-date. 

(Continued on page 205) 
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STEP ONE—John Kenworth, statistical clerk, checks 
products on the sales potential form for which the ac. 
count is being invoiced each month. 
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STEP TWO—Melvin Schwartz, executive assistant to 
vice-president in charge of sales and advertising, screens 
the sales potential form by double-checking the related 
items. 





STEP THREE—Bernard Cullen, vice-president in charge 
of sales and advertising (right), discusses an account 
deficiency with Sanford Moss, salesman. 
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OW THEY Do IT 
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All hands turn to as distributor's salesmen fit out own room; pipe is 
stored in minimum space; and angled loading docks cut delivery time. 





f ne > 


Angled Docks 
Ease Loading 


ANGLED LOADING docks at the Onondaga 
Supply Co’s new quarters in Syracuse, 
N. ¥.. have been built along the side of 
the building to facilitate loading and 


Degen-Fiege Salesmen Equip New Room 


unloading its trucks. More docks are 





Nor tone aco R. D. Hogan, manager 
of the Degen-Fiege Co., Los Angeles, 
went east on a business trip. He wasn’t 
gone long when the salesmen of the 
company decided to give him a little 
surprise upon his return. This took the 
form of a nicely finished and equipped 
“salesmen’s room” on the top floor of 
the company building. a surprise some- 
what on the order of a husband giving 
his wife a fine new outboard motor for 
a birthday present. Anyway, it has 
turned out to be a great help from the 
operational standpoint. 

The room is about 18 by 15 ft. and 
equipped with desks, chairs, telephones, 
dictaphone. ete. In fact. it has every 
convenience to insure that the four out- 
side salesmen can do their morning and 
evening work without interruption, 

Perhaps the best piece of equipment 
in the room, according to the salesmen 
themselves. is the literature cabinet 
built by Harry Abramson. of the belting 
department. Made of plywood it has 
approximately 150 compartments of as- 
sorted sizes to accommodate all the vari- 
ous pieces of manufacturers’ literature 
that come to the company. Because it’s 
right there in the room. within easy 


reach, salesmen have taken the habit of 
loading up with the literature before de- 
parting for the day. The new “den” has 


other advantages. including its isola- 


tion from the buzz of the office area. 


located in the rear, so that the shipping 
and receiving departments need travel a 
minimum of space to fill customers or- 
ders for heavy machinery, or large-order 


stocks of supplies. 





Tubing and equipment for cutting it take up comparatively little space at 
the Langdon Supply Co., Kansas City, on these ceiling-high racks for storing 
stock. The larger steel tube sizes at the bottom serve as support for the 
smaller sizes stored at the top. Note horses and hack saw at the right. 
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NEW PRODUCTS 


With sales. possibilities 








Utility Jackhammer 


\ NEW AIR-OPERATED rock drill has been 
designed and built for general utility 
and plant maintenance work, The “J-10” 
will accommodate drills, chisels, gouges 
and moil points and, by using adapters, 
star drills can be employed to drill holes 
11,-in. and under. The new tool has 
strong automatic rotation, uses standard 
jackbits, and is well suited to overhead 
work. It’s light weight and ease of 
handling makes it ideal for use on a lad- 
der or scaffold. A built-in oil reservoir, 
in the handle, supplies ample lubrica- 
tion.-Ingersoll-Rand Co., Phillipsburg, 
\. J—Mint Surprises, December 1947. 








Grinders and Buffers 


A NEW LINE of “Metalmaster” bench 
and pedestal type grinders and buffer- 
polishers is equipped with full one 
horsepower, 110-220 volt, 50-60 cycle, 
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single phase motors. Eleven tool models 
make up the “190” series and includes 
Model 190, a double wheel pedestal 
grinder and Model 191 (illustrated), a 
combination grinder and buffer on a 
pedestal mount. Both models have a 
wheel dia. of 12-in. One fine and one 
coarse grinding wheel are supplied with 
the Model 190 grinder and one fine 
grinding wheel with Model 191. Stand- 
ard equipment for both tools includes 
safety glass eye shields, spark breakers, 
tool tray and water pot. Seven buffers 
also are included in the series and all 
motors are totally enclosed to N.E.M.A. 
specifications.-Bradford Machine Tool 
Co., Cincinnati 4, O—Miu. Supp irs, 
December 1947. 








Foot Pump 


A NEW MODEL LicuTweicut hydraulic 


foot pump offers exclusive features in 
size, operation and design. The pump is 
small and compact. being designed so 
that the pedal return spring is built 
inside the pump body and the release 
controlled by slightly raising the single 
pump pedal. The total weight of the 
pump is only 1314 Ibs. Working pres- 
sures up to 1500 psi. can be obtained 
with this model. Usable oil capacity is 
15 cu. in. Special features include a 
built-in oil strainer, an adjustable relief 
valve and a chrome-plated piston for 
smooth. long-life operation.—Lyon-Ray- 
mond Corp., Greene, N. Y.—Mutu Sup- 
PLIES, December 1947. 
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Di-Acro Bender 

\N UNLIMITED variety of parts and 
pieces can be formed and duplicated on 
a production basis with the Di-Acro 
Bender No. 1A, a new precision multi- 
purpose bending machine. Its wide 
range of contour forming covers all 
types of ductile materials such as round, 
half-round, hexagon and square rod, 
tubing, angle, channel, molding strip 
stock and bus bar. Weight, 55 Ibs., ra- 
dius capacity, 0 to 6-in.. operating lev- 
erage, 16-in. A standard set of radius 
mandrels for forming materials of solid 
cross section is available offering radii 
of 0 to 2-in—O’Neil-Irwin Mfg. Co., 
Lake City, Minn.—Mu. Suppuies, De- 
cember 1947. 








Caster 


\ two-1n., ball bearing office chair and 
furniture type caster features raceways 
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PRODUCT 


Utility Jackhammer 
Grinders and Buffers 
Foot Pump 

Di-Acro Bender 
Caster 

Angle Type Strainer 
Arc Welder Combination 
Monorail Tractor 
Air Operated Press 
Industrial Apron 
Home-Utility Drills 
Rapid Read Rule 
Flock Gun 

Sanding Disc 
Milling Cutter Grind 
Crankshaft Mike 
Milling Cutter 
Pressure Fans 
Solder Feed Attachment 
Engraving Gum 
Soldering Gun 
Plunger Clamp 
Electric Hoist 


Water Suction Hose 


Center-Lapping Tool 
Belt Cutter 
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MAIN FEATURE” 


102] Light weight 

102] All-purpose types 

102] Self-contained 

102] Wide range of uses 
102] Steel raceways 

103] Direct installation 

103 | Portable charger and welder 
103] New traction setup 
220] Easy, fast operation 
220] Resists deterioration 
221).AC or DC, many uses 
221 Measures to millimeters 
223] Applies all flock types 
223 | Shatter-proof 

225 | For heavy, face mills 
225 Direct-reading diams. 
227] Easy set-up, five sizes 
227 | Axial flow, two types 
229] Faster, easier to use 
229] Uniform Stripping 

231] Automatic at ‘‘on” 
231] Exerts 2500 Ibs. pressure 
233 No overwinding 


233 | Smooth bore, reinforced 


235 | Replace abrasives 
235] Cuts belts up to 60-in. wide 








MANUFACTURER 


Ingersoll-Rand Co. 

Bradford Machine Tool Co. 
Lyon-Raymond Corp. 
O'Neil-Irwin Mfg. Co. 

John Cavanaugh Co. 

J. A. Zurn Mfg. Co. 

Larkin Lectro Products Corp. 
Detroit Hoist & Machine Co. 
Duke Engine Co. 

B. F. Goodrich Co. 

Black & Decker Mfg. Co. 
Rapid Read Rule Co. 

Black Mfg. Co. 

Milwaukee Motive Co. 

Super Tool Co. 

Tubular Micrometer Co. 
Kennametal Inc. 
Westinghouse Electric Corp. 
Nelpin Mfg. Co. 

Goodyear Tire & Rubber Co. 
Weller Mfg. Co. 

Detroit Stamping Co. 


Wright Hoist Div., 
American Chain & Cable Co. 


Hewitt Rubber Div., 
Hewitt Robins, Inc. 


Raymac Mfg. Co., Inc. 
Flexible Steel Lacing Co. 











made of cast hardened steel. Stem 
models are finished in oxidized bronze; 
plate) models are cadmium _ plated. 
Wheels come equipped with nonmark- 
ing composition rock-hard rubber, or 
with cushion tread. John Cavanaugh 
Co., Los Angeles. Mita. Survviirs. De- 


cember 1947, 








Angle Type Strainer 


Desicnep with an angle construction, 
a new strainer can be installed directly 
upon the unit that it is to protect. The 
strainer comes in various types, made 
with the following pressure ratings: 


125 Ibs.. 150 Ibs., 250 Ibs. and 300 Ibs. 


The latter rating is particularly suitable 


for vapor, steam, gas or other high pres- 
sure service, To provide for corrosion 
resistance and special flow characteris- 
ties, strainer basket material and_per- 
forations usually are furnished to spe 
cifications as required for each installa- 
tion. The body and cover assemblies 
are available in cast steel, semi-steel or 
bronze, depending upon the pressure 
requirement.—J. A. Zurn Mfg. Co., 
Erie, Pa.—-Mius. Surpiirs, December 
1947. 





Arc Welder 
Combination 


A NEWLY PERFECTED, portable combina- 
tion battery charger and arc welder is 
available in two models: The Larkweld 
77, a 30 amp. charger and 75 amp. 
welder; and the Larkwell 77-PFC, a 10 
amp. charger and 55 amp. power factor 
corrected welder. The units have a 
sturdy transformer construction, come 
in a modernistically designed case, and 
are sold complete with accessories.- 
Larkin Lectro” Products Corp., New 
York 30, N. ¥Y.—Mis. Suresirs, Decem- 
ber 1947. 
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Monorail Tractor 


\ NEW IDEA IN TRACTION effectiveness 


has been included in the “Trojan” elec- 
tric motor travelled monorail tractor. 
Suspended on a pair of wheels that run 
on the top surfaces of an overhead, 
monorail beam flange, the tractor is so 
fulerumed that its own weight exerts 
a pressure against a second pair of 
wheels which run on the underside of 
the flange. The resulting “biting ae 
(Continued on page 220) 
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AN EDITORIAL 


DISTRIBUTORS AND THE 
MARSHALL PROGRAM 


HERE may be a tendency on the part of some distributors and their 
Re to feel that they have no stake in European recovery nor 
in the Marshall program. They may think that all the talk in Congress 
and all the space in newspapers on the subject have nothing to do with their 
own economic well-being. Such attitudes, however, miss the realities of 


the situation. 


The distributor operation is essentially one in which a long list of 
production tools and equipment items are bought from a score or more of 
suppliers and sold to hundreds of industrial users. The Marshall program 
as it is shaping up will have a direct impact on the supplies of goods which 
will be available. It will also directly influence the level of activity in the 


plants of the customers of distributors and their salesmen. 


Steel, for example, in its semi-fabricated or fabricated form, is a lead- 
ing component in the majority of the products bought by distributors. As 
steel is tight or easy, so are the supplies of a host of distributor products. It 
has been estimated that approximately 18 percent of our tight steel supply 
has moved abroad this year in one form or another. What is the outlook 


for steel under the Marshall program? 


On the other side of the picture, a long list of industries is going to be 
called upon to supply the goods required for the relief and rebuilding of 
Europe under the Marshall program. The plants, mines, mills and factories 
that make up these industries are the customers of distributors and their 
salesmen. The added demands required to meet export needs will have 
the effect of supporting production schedules. And higher levels of activity 
will boost distributor sales. Coal, machinery, textiles, chemicals, petroleum 
and processed foods all figure prominently in every list of European needs. 
Every distributor and every salesman has among his customers firms pro- 


ducing these items. 


On the twelve pages starting on 95, the editors of Mitt Suppvirs 
bring you an analysis of the probable impact of the Marshall program on 
(American business--on your business. This report gives you the export 
requirements of the program. Furthermore, the volume of exports is 
viewed against the background of domestic production and domestic demands 
over the next few years. This study will give you a substantial part of the 


answer to the question, “What does the Marshall program mean to me?” 
WALTER F. CROWDER, Editor 
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OSBORN BRUSHES 
ASSURE BRIGHT FUTURE 
FOR ALUMINUM TRIM 


HE dash and sparkle of aluminum trim is 
winning new applications for this metal 
yearly. And it takes Osborn Cord Brushing 
Wheels to give the overall surface of this ma- 
terial that final high luster and fine coloring 
so essential for a pleasing decorative effect. 


Pictured above is the combination buffing 
and polishing operation employed in a plant 
producing aluminum trim for bus bodies. 
Starting at left the 16 ft. long sections are first 
processed by two conventional buffing wheels. 
Reaching the third station at right, the sheet 
receives its final and most important beauty 
treatment from an Osborn Buffbrush*—a new 
type of ventilated wheel brush made of a spe- 
cial soft cord that produces a fine finish and 
is especially effective on irregular surfaces 
because of its flexibility. Note in inset how 
this brush doesn’t just ride the surface but 
follows every contour and reaches all those 
little hard-to-get-at corners. 








Here’s an example of where just the right 
brush employed at the right point in an opera- 
tion saves time and money—produces a better 
product. How can you be sure that you are 
using brushes to their maximum advantage? 
That’s easy—just ask for the services of an 
Osborn sales engineer. 


THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue Cleveland, Ohio 
*Trademark ¢ 


y/ eames fo — 
“Osborn & #Brushes 
ia 24 


WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY 
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THE SALES 


moath 1935- 


M J 


INDICATOR 


Supply Sales Trends 


The Sales Indicator—Supply sales in September rose to 370 
on the index, a 20-point gain over the August figure but 
below the year’s high. September had 25 working days, one 
less than August. Size of the average order rose from the 
August figure to $41.50. Orders per working day dropped 
to 110 from 116. Average sales per salesman rose, how- 
ever, up $3,000 to $16,450, and orders per salesman per 
day were 16. 






Orderper Volume 
Sales Salesman er Average Working 
Area Indicator per Day Salesman Order 
North Atlantic Aug. 367 11 $14,300 $44.75 
Sept. 405 13 14,600 44.00 
Seuthern Aus. 360 16 $18,600 $40.35 
Sept. 386 18 18,800 43.50 
Nerth Central Aus. 274 15 $13,600 $35.90 
— Sept. 271 _ 15,500 29.30 
- 
Western Aus. 383 _— $12,800 _ 
et Sept. ~- ~- - _ 
‘ 
Pacific Aus. 440 14 $11,100 $29.60 
Sept. 480 14 16,300 35.40 
120 3120 
110 110 
100 100 
90 90 
80 80 
70 70 
60 60 
o a kd CRE § ah 
= ae a ae a ee ee oe 














You have received your copy of MILL SUPPLIES 
earlier in the month than usual—due to the advance of 
our publication date. As a result the graphs on this 
and the following page repeat the Indicator figures for 
The Sales Indicator for October will 
Watch for it. 


September. 
appear in the January issue. 
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ORDERS PER WORKING DAY 


SIZE OF AVERAGE ORDER 
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No. 422 "Power Vise Stand" con- 
verts hand tools to power tools for 
threading, cutting, reaming pipe. 


No. 502 "Pipe Master," the lowest 
priced complete, portable power 
pipe machine on the market. 


No. 562 "Tom Thumb," another 
Oster portable power pipe machine 
designed for speed and accuracy. 


No. 53! “Tom Thumb," rotary die- 
head type designed for threading 
bolts, rods, studs, pipe, nipples, etc. 


No, 572 “Rapiduction Junior’ .. . 

floor type power pipe machine 

for production threading of the 
smaller sizes. 


Oster "Rapiduction" floor-type, 
high speed, high production thread- 
ing machines. Made in three sizes. 


tas 


Oster "Wilco" power threading 
machines designed for maintenance 
and production threading. Two sizes. 


a 


Oster No. 300 Series general purpose 

threading machines with revolving 

die-head and open type vise. 
Three sizes. 





No. 542 "Rapiduction Junior" with 

revolving die-head and open type 

vise. Handles wide variety of 
threading work. 


Designed primarily for high standards of maintenance 
threading, Oster “WILCO” machines have speeds that rec- 
ommend them for many production threading jobs also. 


One big “WILCO” advantage is the single die-head which, 
with only one set of holders and dies, covers the entire range 
of each machine with never a die-head change! 


Two Models: No. 704 “WILCO”: Standard range 1” to 4” 
pipe. Extra range: 4%” and %” pipe. Bolt range: 4” to 3”. 
No. 706 “WILCO": Standard range: 1” to 6” pipe. Bolt 
range: 1” to 4”. 


For complete details, ask for Catalog 10-A. 


machines make jobs ZZ 





THE OSTER MANUFACTURING COMPANY, 2041 EAST 61st ST., CLEVELAND 3, OHIO, U. S. A. 
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ORDERS PER 


SALESMAN 


VOLUME PER 


SALESMAN 


Keeping Up with Business 


High Production 
Real Small Business Need 


An economic system “operating at 
high and rising levels of production” is 
more important to the success of small 
businesses than any form of special 
tax concessions, the Treasury Depart- 
ment stated recently. It has just made 
public a study of proposals to encourage 
small businesses by revision of Federal 
taxes imposed upon them. 

Among the proposals examined by 
the Department were the following: 

1. Possible changes in the present 
graduation of corporation income tax 
rates. 

2. Exemption of a limited amount of 
net income from the present special 
surtax on unreasonable accumulations 
of corporate surpluses. 

3. Liberalized loss offsets extension 
of the carry-backs and carry-forwards. 

4. Acceleration of dépreciation al- 
lowances. 

Each of the programs had merit, the 
Treasury experts admitted. Undoubted- 
ly each would help small businesses in 
But the report doubted 
whether the help would be of long dura- 


some degree. 


tion, and questioned their general effect 
on the broad business pattern. 

The term “small business” is applied 
by the Commerce Department to retail 
establishments with net sales or receipts 
less than $50,000 a year. to wholesale 
establishments sales 


with annual net 
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of less than $200,000 and to manufac- 
turing establishments with fewer than 
100 employees. 


Recession 
For ‘48? 


Seventy-five of the 100 economists 
polled in a recent survey by the F. W. 
Dodge Corp., fact-finding organization. 
predict a business recession beginning 
next spring. 

Twenty-one of the economists do not 
expect a recession next year. 

Forty-one of those expecting a reces- 
sion indicate they believe it will be 
“mild”. will be 
“moderately serious”. 
Four did not express 


Nineteen expect it 


Eleven say it 


‘ 


will be “serious.” 


themselves. 

Most of the economists expect “ap- 
proximately stable” production during 
believe the 
trend will steadily 
in 1948. Fourteen others 


think the production level 


next year. However, 27 


production flow 
downward 
will rise 


steadily above this year’s total. 


Sheet Steel Makers 
Close 47 Order Books 


Order books of the makers of sheet 
steel have been closed for the remainder 
of this year. 
cepted now are for shipment during 
the first quarter of 1948. 


Only orders being ac- 
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Briefs: 

. .. Three out of five exporters repre- 
senting 33 major industries, report that 
nev. »rders from abroad are undergoing 
a decline which will probably extend 
through 1947, according to a survey 
of the National Industrial Conference 
Board. 


. . . Total shipments of steel products 
for the first nine months of this year 
reached 46,620,218 tons, or more than 
the total for all of 1946. 


. Shortly after the first of the year, 
all U. will receive 
questionnaires of the 1947 nation-wide 
Last Census 


S. manufacturers 


Census of Manufactures. 
of the kind was in 1939. 


. . . Corporate profits both before and 
after taxes (inventory profits excluded) 
show a steady increase in the first six 
months of 1947 over the last quarter 
of 1946. the Department of Commerce 


reports. 


.. . Building contracts awarded in 
August in 37 states east of the Rocky 
Mountains totaled $823,216,000, an in- 
crease of 25 percent over the July total 
and 21 percent over August, 1946. 

. Steel hit a new peacetime record 


in the week ended October 25. Produc- 
tion was 97.1 percent of capacity. 























Lubricants defini 
tion and wear 
They lower power cos 
long the 
infinit 





L UBRIPLATE maintains a durable, load 


carrying film at the “Friction Point,”’ 
which reduces friction, retards progres- 
sive wear and prevents rust and cor- 
rosion. That is why gears lubricated 
with LUBRIPLATE last longer and run 
better. Don't take our word for it. 
Prove it to yourself. Thousands have in 
every industry. 





LUBRIPLATt 
tely reduce fric- 
to a minimum. 
ts and pro- 
life of equipment to — 
ely greater degree. = 
PLATE arrests progressive wear, 


JBRIPLATE 
rotect machine ports 
against the destructive action of 
rust and corrosion. This fea 


LUBRIPLATE for out in 
| lubricants. 


Lubricants P' 


alone puts t 
front of conventiona 


UBRIPLATE 
, ely eco- 
ot they 
d ‘‘stay- 
UBRI- 


Lubriconts are extrem 
nomical for reason th 
possess very long —— a 
put” properties. A little 
PLATE goes @ long way. 


my 


\ 





O¢ $s 
ALERS From coast TO COP a 


Uy _ 0 
YOUR ciassirieD TELEPHO™ 


BUILDING SALES 
THROUGH SERVICE 


The salesman who devotes a portion of his time 
to the subject of lubrication can render his 
customers an inestimable service. The sales- 
man who plans his sales on the amount of service 
the buyer has a right to expect cannot help but 
forge ahead on his sales volume. Machine and 
equipment users are always interested in learn- 
ing. how better lubrication can assure smoother 
operation, prolong the life of machines, save 
power and reduce upkeep costs to a minimum. 
There is nothing of more importance in the 
industrial field. 


Operation of most production machines at de- 
sired capacity must be maintained. Some pro- 
duction machines are shut down for minutes or 
hours. Some must be continuously operated for 
months. On these continuously operated ma- 
chines, when shutdowns are necessitated due 
to lubrication failure or replacement of worn 
parts, curtailment of production results. 
This is extremely expensive. The right kind of 
lubricants properly applied usually prevent 
production interruptions. 


The selection of a lubricant should not be de- 
termined froma standpoint of its initial cost. 
In practically all industries the purchase 
price of oils and greases is a very small frac- 
tion of operating expense. The absolute true 
cost of lubrication is reflected in the eco- 
nomies effected in production, maintenance 
and power as well as the economy in long lubri- 
cant life and reduced consumption. LUBRIPLATE 
lubricants meet the requirements of all types 
of production machinery, regardless of operat- 
ing conditions. The value of LUBRIPLATE 
lubricants have been proved over the years in 
practically every phase of industry. 


Advertisement 
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Industrial Production 


Boom! 


Predominating characteristic of 
nearly every line of business activity, 
during the past month, has been “ex- 
pansion”, with the upward trend on 
the way to new peaks as the holiday 
season approaches. Only exports are 
in decline. 

Factories have again increased out- 
put. Current production crowds the 
peak postwar figure reached last March. 
Peculiarly, the advances are largest in 
output of non-durable manufactured 
goods and of minerals, the two classes 
that brought on the recent production 
decline. 

Manufacture of durable goods, which 
also increased, in some lines substan- 
tially, would have advanced further but 
for the shortages of raw materials, 
particularly certain types of steel. De- 
mand runs strong; only capacity limits 
output. 

Automobile production is really 
booming along. Detroit has had a 
100,000 unit average output week 
since early September, and could do 
better with more sheet steel supplies. 
But the steel companies won’t promise 
anything. 

Construction, too, has hit new better- 
than-normal averages, despite some 
painful spot shortages in building ma- 





Sept.* Aug. Sept. 
1947 1947 1946 


Total Production : 185 182 180 
Total Manufacturers... .. 191 188 186 
Durable ............. 216 210 212 
Non-durable ......... 171 169 165 
2S SRR re 153 150 146 


* These figures are preliminary and subject to 
minor revision on the basis of additional data. 





terials. The “pain” is in the prices 
asked for the products in short supply, 
all “high expense” items. They would 
include millwork, galvanized sheet 
metal, cement, face brick, rocklath, and, 
of course, NAILs. 

Bright spot in the railroad picture 
was freight car building in October. 
For the first time in some years car 
builders turned out more new freight 
cars than the railroads scrapped. De- 
liveries in October were about 7,000. 


More Inflation? 


American spending and incomes are 
running at an incredibly high rate, and 
may go higher. Personal incomes in 
September rose to a per year rate of 
$210 billions, a $15 billion dollar leap 
over August. Responsible, probably, 
were the many bonus payments to vet- 
erans given by a majority of the states, 
and the cashing in of terminal leave 


MILL SUPPLIES « DECEMBER, 1947 


bonds. (Almost a billion dollars of 
the latter were cashed in September.) 

The lifting of consumer credit con- 
trols undoubtedly will encourage 
greater buying during the holiday sea- 
son. New orders are coming in faster 
than they were a year ago; inventories 
continue to rise; sales by business are 
above $35 billions a month; loans to 
business are on the increase; and prices 
are on the edge of a new break-through. 
In short, demand swallows up the full 
output of industry and agriculture,, and 
cries for “More!” 


_ Exports 


September saw the first real break 
in exports of machines and _ tools. 
Sharpest declines were in shipments of 
motor trucks, industrial machinery and 
similar finished manufactures. On the 
other hand, imports gained almost 20 
percent in September, which will put 
more dollars into the hands of foreign 
buyers to buy products here. Couple 
that with the measures presently before 
Congress to extend stop-gap financial 
aid to our best customers and the ex- 
ports decline becomes something less 
than “catastrophic.” For distributors 
and exporting manufacturers the catas- 
trophe is in what Congress may do 
about the Marshall Plan. 
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For Sheet Metal Fastenings... 


Here are 6 big reasons why “National” Tap- 
ping Screws, types A and B, are tops for sheet 
metal fastenings: 1. Made of carefully selected 
and tested materials. 2. Expertly case-hardened 





to assure strength without brittleness. 3, Threads 
are sharp, smooth and hard, accurately dimensioned 
for driving and holding power. 4. Heads are con- 
centric, free from burrs and with true seating surface 
on all types. 5. Slot or Phillips Recess is correctly 
centered, and dimensioned for ample driving torque. 
6. Points are properly shaped—equally important 
on both gimlet and blunt point styles. 

Sold by leading distributors. 





These new, easy-to-read labels quick- 
ly show the style of head and type of 
tapping screw each package contains. 
Makes stock handling much easier. 


COLOR SCHEME of Labels 


Black = Flat Head 

Red = Round Head 

Blue = Oval Head 

Maroon = Pan Head (Binding Head) 
Green = Truss Head (Stove Head) 
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Cleveland, Ohio 
Buyers’ Market 
Now Recognized 


WE WILL APPRECIATE a copy of your 
May, 1946 issue, in which appears the 
article “Accent on Selling”. 

In our endeavor to extend the sale 
of our products, your analysis sheet on 
“Markets for Industrial Products” is 
very helpful. With the issue of MILL 
SUPPLIES above requested, it will be 
of still greater value to us. 

What is the cost of a year subscrip- 
tion to MILL SUPPLIES? 

Thanking you, we are, 


L. M. Caddy 
Ensign Products Company 


Kingston, Ontario, Canada 


Another Call for 
“Layout and Display” 


ABOUT A YEAR AGO our main buildings 


were destroyed by fire and construc- 
tion of our new one should be complete 
within a few months. We are, therefore, 
planning our store layout and types of 
fixtures to be used. 

The other day we were informed that 
in one of your recent issues of MILL 
Supp.igs there was an article on the 
layout of the Ensworth Company of 
Hartford, Conn., with some pictures of 
their store which we believe would be 
of assistance to us. 

If you could locate a copy of this, 
we would be very pleased to purchase 
it. 

Thanking you, we remain, 


A. N. Chown 
Chown Limited 


Cleveland, Ohio 
Praise for 
Memorial Lecture 


THE cuRRENT Parlin Memorial Lecture 
by Mr. R. W. Wilson, which appeared 
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in MILL SUPPLIES for October, is 
certainly one of the finest pieces that I 
have had the pleasuregof reading in a 
long time; consequently, I wish to re- 
quest sixty copies for distribution and, 
of course, shall be pleased to pay for 
them. 

Time passes all too quickly and I 
want to take this opportunity to tell 
you again that we think that MILL 
SUPPLIES is a very valuable and 
worthwhile publication. 

Ellis E. Busse 

The Mau-Sherwood Supply Company 

Information on cost, etc., of reprints 
can be obtained by writing to: 

Mr. Wroe Alderson, Alderson & Ses- 
sions, Inc., 25th floor—Lewis Tower, 
Philadelphia 2, Pa. 





ters to the Editors 


The readers have their say on this page— 
your ideas on distribution are solicited 


Jackson, Mississippi 


Information Please— 
On Power Transmission 


PLEASE ADVISE where I may purchase a 
copy of the book “Fundamentals of 
Mechanical Power Transmission Equip- 
ment” referred to on page 216 of the 
October issue of MILL SUPPLIES. 
Incidentally, you may be interested 
in learning that the Open End V-Belt- 
ing listed on page 210 has been mar- 
keted by Gates Rubber Company, Den- 
ver, Col. for about ten years, to my 
knowledge, for I sold some before the 
war when I was employed by Gates. 


Fellmer B. Bean 
Power Electric Company 
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TY. Furké 


“Go ahead—lI’m listening.” 
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PRECISE x POSITIVE * MINUTE SAVING 
Power chuck jaw adjustment 


One of the most important of recent developments in the chuck field. 
1. Positive adjustment of top jaws to super-precision accuracy. 
2. Simple and easy to manipulate. 
3. Few parts, with little or no wear. 
4. Assurance of positive rigidity and safety under heaviest loads. 


A most important “plus” to the time and cost savings possible through the 
use of Cushman Power Chucks. 


réa exclusive peatare of 


CUSHMAN 


SERRATED ADJUSTABLE JAW 


POWER CHUCKS 


Power chucking devices enable operators to do 
better work and more work with far less fatigue. 
Write for your copy of the new catalog PO-62 
describing this equipment in detail. 


THE CUSHMAN CHUCK COMPANY 
HARTFORD 2, CONNECTICUT 
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Galigher Co. 
Advances Harold Wright 


Harold Wright has been made assis- 
tant to President J. L. Potts at the 
Galigher Co., Salt Lake City, Utah. Mr. 
Wright assumes some of the responsi- 
bilities formerly resting upon W. H. 
Curry, vice-president and sales manager 
at the company, who died recently. 

Gordon P. Evans has been made man- 
ager of the industrial supply depart- 
ment, replacing H. H. Skillhorn, who is 
no longer with the company. Formerly, 
Mr. Evans was salesman in the northern 
territory. In addition to his duties as 
head of the industrial supply depart- 
ment, Mr. Evans will be manager also 
of the welding department. 

Three additional salesmen now are 
working for the company on outside 
sales. L. B. Winn, formerly order clerk, 
now is out on the northern territory pre- 
viously handled by Mr. Evans. 

R. P. Finlay, who takes over the south- 
ern coal mining territory, is new to the 
company. He was master mechanic of 
Park City Consolidated Mining Co. 

I. L. Sandberg has been given the 
Nevada territory to work specifically on 
industrial supplies. A former welder, 
he will spend part of his time in other 
territories on welding equipment and 
supplies. 
aie _ ‘ = ’ 





Gordon P. Evans 
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Bright as a new penny is the Paasche Airbrush Company’s new Pacific 
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AIREINISHING BOOTHS 
WATER WASH BOOTHS 
pressure FEED TANKS 
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Coast Branch recently opened at 7222 Santa Fe Ave., Huntington Park, 


Calif. 


William H. Geisser, Paasche’s Pacific Coast representative, is to 


manage the new plant and office, which will expedite all West Coast orders. 





Industrial Suppliers 
Promote C. W. Nixon 


Charles W. Nixon, formerly in charge 
of the account department and credit 
manager of Industrial Suppliers, Inc., 
LaGrange. Ga., has been made vice- 
president. 

Phil Morgan has joined the firm as 
an inside salesman. His brother, Ed 
Morgan, is now outside welding supply 
salesman, in line with the company’s 
plans for expanding its facilities in that 
field. To that end the firm has fitted out 
a truck with welding supplies and 
equipment for daily trips within a 
50-mile radius of LaGrange. 

Hill Hendrix now is in charge of the 
warehouse office and Johnny Dunn, who 
joined the company recently, is in 
charge of inventory. 

Seven outside salesmen, two inside 
salesmen and one telephone clerk now 
are employed by the company. 
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Parker Licenses 
Los Angeles Firms 


Two Los Angeles firms, the Pacific 
Screw Products Corp. and the Deutsch 
Co. have concluded a licensing arrange- 
ment with The Parker Appliance Co. of 
Cleveland and Los Angeles to manu- 
facture and sell the AN and basic Air 
Corps “811” flared-tube couplings em- 
bodying Parker patents. 

Adopted exclusively by the aircraft 
industry, the AN and “811” Parker 
fittings are not only standard with the 
Army and Navy, but have made possible 
in other industries the wide-spread use 
of metal tubing systems for fluid han- 
dling, with inherent advantages of 
strength, simplicity and light weight. 

The Pacific Screw Product Corp., 
founded in 1929, is located at 5211 
Southern Ave., South Gate, Calif. The 
Deutsch Co., founded in 1937, is located 
at 7000 Avalon Blvd., Los Angeles. 
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Black & Decker SANDERS! 


You can’t touch Black & Decker Portable Electric Sanders for versatility that 
gives you more uses, more prospects, more sales! With abrasive discs, they speed 
up sanding of any surface, from fast metal removal to satin-smooth finishing. 
With B & D “Whirlwind”’ Wire Cup Brushes, they take off old paint, rust, scale; 
clean castings, tanks, boilers, vats, sheet metal and soldered joints. With saucer 
grinding wheels, they grind any metal; smooth welds and casting ridges; grind off 
old rivets, studs, bolts; sharpen stationary machine blades. And, with rotary 
gouging and planing heads, Black & Decker Sanders shape and semi-finish lumber, 
working faster than jack plane and adz; remove stencil and brand marks from 
barrels and boxes. 

Black & Decker advertising in the January 10th issue of The Saturday 
Evening Post and in this month's leading trade papers will feature these versatile 
tools . . . and send readers to you for complete information! The Black & Decker 
Mfg. Co., 617 Pennsylvania Ave., Towson 4, Maryland. 


LEADING DISTRIBUTORS 


SELL 
“KOOLFLEX” 4. 
quae eae ee PORTABLE ELEcTRIC TOOLS 


operation, and longer life on 
ett eo 

-weight, fabric-base, plastic- i 
bonded discs are great "ter SELL Them for Wood Planing 


“feathering” finish, too! 
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MAT EVER seu ve... 





WINTER ENGINEERS 
Can Help Solve Your 
TAPPING PROBLEMS 








The services of WINTER Engineers are easily 

















available to you for the solution of your tapping 
problems. Whatever type of work you do, wher- 
ever you may be, if you have a tough threading 
job, a call to your local WINTER distributor will 
quickly bring the assistance of all WINTER engi- 
neering facilities. These include carefully collected 
and classified case histories on almost every 


possible type of threaded work. 


BUILDS ON 





YOUR LOCAL DISTRIBUTOR carries a com- 
plete stock of WINTER Taps on his shelves 


“sig. 
Craftsmanship of the highest order always has 


—as close to your tapping problems as the 
been employed in the manufacture of WINTER Taps. ‘ 


telephone on your desk. 


\ 


ROCHESTER, MICH. and WRENTHAM, MASS. .« Distributors in Principal Cities 


inter Brother S COMPANY ry’ 


A Division of the National Twist Drill and Tool Company « Branch Stores: San Francisco, Chicago, Detroit 
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There is a 
erVile) 7 .Vaietiani (cmreles 
Engineer To Serve You 













NATIONAL Service 


located in every section of the country. Factory 





Engineers are strategically 






train:ng and years of experience m.'. ‘hem spe- 






cialists in dealing with all types of problems 






concerning cutting tools and their uses. One of 






these engineers is nearby to serve you whenever 






you need him. His counsel and assistance are at 






your disposal without obligation. Just call the 











NATIONAL distributor in your locality 


4 / 
/ 


Chafltmanshyp 


INSURES 





LEADING DISTRIBUTORS EVERYWHERE offer 
complete stocks of NATIONAL Cutting Tools. 






The skill and facilities to make NATIONAL Tools 
Call them wd a the best you con bey ere supplied ch NATIONAL'S 
stapte tnduatiel product, great new plant in Rochester, Michigan. . 








[ATIONAL rwisr opm anv Toon company | 


ROCHESTER, MICHIGAN, . 3. & Tap and Die Division — Winter Bros. Co. 


Distributors in Principal Cities © Factory Branches: New York ¢ Chicago © Detroit © Cleveland © San Francisco 


MILL SUPPLIES © DECEMBER, 1947 


Theo. C. Ulmer, Inc. 
Elects Officers 


J. Aubrey Hagar was elected chair- 
man of the board and Theo. C. Ulmer, 
Jr., was made president at the recent 
meeting of the stockholders of Theo. C. 
Ulmer, Inc., Philadelphia distributors. 

Other officers elected included Lucy 
F. Ulmer, vice-president; Harry M. 
Hagar, treasurer and E. H. Hickman, 
secretary. 


Bonus Plan 
At Metropolitan Supply 


The Metropolitan Supply Co. of Los 
Angeles recently inaugurated a bonus 
plan system which will apply to all in- 
side employees except officers of the 
company. 

The plan, unique in certain respects 
and an easy one in operation, was de- 
vised by President J. H. Leeds and his 
brother, Barclay Leeds. Briefly, the 
bonus is based on three factors: one- 
third is divided pro rata among the in- 
side employees; one-third is divided ac- 
cording to length of service; and the 
final one-third is apportioned on the 
basis of salary. 

The bonus itself is based on earnings 
of the company and is arrived at in the 
following manner: 

From the yearly earnings of the com- 
pany, six percent is set aside as returns 
to the stockholders. Of the balance of 
earnings, one-third is left in the busi- 
ness; one-third is placed in a reserve 
fund account for contingencies; and 
one-third is divided among the employ- 
ees as above, payable quarterly. 

Employees are eligible to share in the 
bonus after three months of service. 


Syntron Co. 
Opens New Branch 


The Syntron Co. of Homer City, Pa. 
has established a branch sales office in 
Montreal at 4695 Sherbrooke St., West, 
under the supervision of C. F. A. Gray. 

The office will provide sales and engi- 
neering service to meet the increased de- 
mand for the company’s vibratory mate- 
rial handling and construction and 
maintenance equipment in Quebec and 
the Maritime Provinces. 

The new office is expected to take on 
some of the burden now carried by the 
branch sales office at 2655 Bloor St. in 
Toronto, which is under the direction 
of George Dranfield. 





V. R. Billings 


Conco Engineering 
Names V. R. Billings 


V. R. Billings has been appointed to 
the position of advertising and sales 
promotion manager of the industrial 
materials handling department in the 
Conco Engineering Works, Mendota, 
Ill. 

Formerly, Mr. Billings served as 
sales engineer of materials handling 
equipment for Consolidated Sales Co. 
in their Kansas City, Mo. territory. 


Buffalo Chamber 
Appoints Rogers 

J. Frederick Rogers, president of 
Beals, McCarthy & Rogers, Buffalo, has 
been appointed chairman of the mem- 
bership committee of the Buffalo Cham- 
ber of Commerce. 


Bearing Industry Expects 
250 Millions in ‘47 


Unprecedented new peacetime mar- 
kets have boosted the sales of ball and 
roller bearings to an average of more 
than $20,000,000 a*month during the 
first nine month of 1947, reports George 
Carleton, president of the Anti-Friction 
Bearing Manufacturers Association, 

The figure represents a 250 percent 
increase in annual gross dollar sales 
volume above the industry’s prewar 
year of 1937, Mr. Carleton advises, 
The all-time high in dollar volume was 
reached during the war when $30,000.- 
000 in bearings was shipped monthly 
during 1944, 

Mr. Carleton lists four industries as 
among the chief customers of anti-fric. 
tion bearings: automotive, agricultural 
implements, machine tools and _ail- 
roads. The automotive industry alone 
takes about 50 percent of the total ball 
and roller bearing production. 


P. R. Hatch Named By 
Brown & Sharpe 


P. R. Hatch has been appointed head 
of the Sales Department at the Brown 
& Sharpe Mfg. Co., machinery and tools 
manufacturers at Providence, R. I. Mr. 
Hatch succeeds C. W. Machon, who died 
recently. 

Mr. Hatch will be associated with H. 
L. Merrill, for some years a sales di- 
rector; W. H. Spence, who will have 
special interest in Screw Machine sales 
and W. E. Anderson, in charge of Small 
Tools and General Goods sales. 





eee * let 
at pe: ae 


A long term lease on this new factory building in Stratford, Conn., has just 





<= ee 


been signed by Manning, Maxwell & Moore, Inc. Production of the company’s 
Ashcroft Gauge line, now manufactured in Bridgeport, will be moved to Strat- 
ford, opening the way for expansion of other lines fabricated at Bridgeport. 
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Distributors... you can sell hermoid v-setts 
for all applications... 

























—_— 


to the largest rock crushers... 


Power transmission engineers know the many Great strength, long life and uniformity are all 
T ° 2 
advantages of V-Belt drives . . . compact, noise- built into Thermoid F.H.P. (Fractional Horse- 


less, positive, economical, etc. Experience has , 
Nee : power)and Multiple V-Belts, because every belt 
proven that additional advantages are derived 

«mt we taewense ia cost~whee Theemeid —from raw materials to finished product—is 


V-Belts are on the job. manufactured under the most exacting controls. 


Distributors ! 
Thermoid backs its line with generous advertising coverage. 


Thermoid directs business toward Distributors by constant references 
to them as vital links in the chain of sales effort. 


Thermoid provides attractive merchandising displays for V-Belts. 


Correspondence is invited from Distributors in territories not adequately 
covered. The Industrial Dept., Thermoid Company, Trenton, N. J. 


Thermoid Company : Trenton, N.J., U.S.A. 


: * 
hermol Automotive «+ Industrial + Oil Field + Textile Products 





it’s Good Business To Do Business With Thermoid 
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John W. Droubay, formerly division 
manager of the Salt Lake Hard- 
ware Co., at Boise, Idaho, has been 
brought into the home office at Salt 
Lake City as sales manager. 





William L. Batt, president, and Anna Fitzgerald, stationery stores super- 
visor, oldest employes of SKF Industries, Inc. admire silver plates they 
received from co-workers on the 40th Anniversary of their employment. 





Activities of Connecticut Industrial Supply Club are guided by Vice- 
Pres. Nelson Flagg (Page, Steele & Flagg), Pres. Henry Johnson 
(C. A. Templeton) and Sect.-Treas. Carl Lyons (C. S. Mersick). 





Charlies W. Kramlich, manager of the Milwaukee office of the 


The Carboloy Co. imported a granite block to Fafnir Bearing Co., completed his 25th year with the company 


its employees “house party” to prove Ingersoll- on September 18. President Maurice Stanley of Fafnir is shown 
Rand power drilling equipment and Carboloy- presenting Mr. Kramlich with a solid gold engraved wrist watch 
tipped drills could sink ten 2-ft. deep holes in as Charles F. Stanley, vice-president and general sales mana- 


15 minutes. 
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ger, offers his congratulations. 
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upon to meet the needs, and how great are they 
likely to be? Will the program carry with it an- 
other dose of inflation? Are new bottlenecks being 
weated, or will old ones gain a new lease on life? 
Where are material shortages likely to fall most 
heavily? 

These and a hundred other questions are in the 
minds of many American businessmen today. Un- 
fortunately, no final or precise answer can be given 
to some of them. And it is in the nature of the 
problem which the Marshall program tackles — 
that of getting Western Europe on a steady eco- 
nomic foundation — that no precise answers are 
ging to be possible. We have only to view the 
id breaks Europe has collected since V-J Day, 
cluding the blizzards and drought of this past 
ear, to see how the economic picture can change 
m short notice. 

Nonetheless, the broad dimensions of a Marshall 
ptogram are sufficiently clear to permit more than 
guess about its impact on American business. 
both here and abroad committees have been busy 


WHAT WILL THE MARSHALL PROGRAM mean to 
American business? What industries will be called 
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The Marshall Program 


for months shaping up Western Europe’s rehabili- 
tation needs. At the same time a mine of informa- 
tion has been pulled together about our own out- 
put and capacity. The result is a small library 
of technical reports which carry most of the facts 
Congress needs for a decision on the immediate 
problem. 

McGraw-Hill’s Department of Economics has 
waded through these reports and queried industry 
itself to determine the likely effect of the Marshall 
program on American business. This report carries 
the main results of their investigation. 

One conclusion emerges clear-cut. American 
business can not provide the assistance Western 
Europe will need without considerable cost to 
itself. Such costs are outweighed by the gains that 
can be expected, economic and social, as well as 
political. Nevertheless, business will want to antici- 
pate those difficulties that might arise and move 
to overcome them. The following pages, there- 
fore, highlight both the problems and the benefits 
that are likely to fall to American business as a 
result of the Marshall program. 





The Marshall Program 


WHAT 


WESTERN EUROPE’S INDUSTRIAL MACHINE has picked up 
considerable speed since V-J Day. But vital gears are not 
meshing and industry isn’t getting the job done that is 
necessary. The things people most need are those that 
are lacking. Food output is down more than a fourth. 
Coal production is lower by a fifth. The net result is 
a living standard that ranges from bare subsistence in 
some countries to a level far short of prewar in others. 
And even this depends on imports for which the area 
can’t pay. 

This melancholy economic picture has its political 
counterpart. The best organized and the most energetic 
political party in France and Italy is Communist. While 
the Communists in Germany and Austria are less strong, 
they still are an element to be reckoned with. These are 
all key areas which, should they fall within the orbit 
of an unfriendly power, could well destroy the freedom 
of political action throughout all of Western Europe. 

Needless to say, such a development would have 
military implications of the utmost importance. It is a 
military axiom that any defense must be organized in 
depth. And in the event of any emergency “depth” for 
the United States must now include Western Europe. 

It is this complex mixture of the economic, political, 
and military, then, that has led to the Marshall program. 
Underlying this program is a deep conviction: That 
Western Europe possesses the skills and resources neces- 
sary to work out its own economic salvation. The fact 
that in two years it has not done so reflects both the 
depth of the wounds it suffered in war and the bad 
breaks it has received since then. With time these skills 
and resources can reassert themselves. Meanwhile, food, 
equipment, and materials from America will shorten 
the job and enable Western Europe to stay on its feet. 


Western Europe’s Program 


SECRETARY MARSHALL gave the program that bears his 
name its initial push. But it is Western Europe which 
quickly seized the initiative. A committee of 16 nations 
met and surveyed their needs and resources. From this 
survey grew a broad program designed to achieve a 
balance between the economies of Western Europe and 
the rest of the world by 1952. Moreover, the program 
seeks such a balance while raising the standard of living 
close to that of pre-war days. Hunger and disorder which 
force extreme social change might thus be eliminated. 

As developed thus far Western Europe’s economic 
program is not a detailed plan of action. It does, how- 
ever, lay out the terrain that must be covered if its ob- 
jectives are to be reached. Four fields are staked out for 
action. One involves an immense effort on the part of 
the cooperating nations to raise their own capacity and 


IT MEANS TO AMERICAN BUSINESS 


output. A second requires the establishment of internal 
financial stability in countries like France and Italy that 
now lack it. A third looks forward to closer economic 
cooperation between the participating countrics on a 
more permanent basis. Finally, a fourth lays out the 
extent and nature of the aid which Western Europe 
will require from the United States and the rest of the 
Western Hemisphere. 

It is this fourth aspect of Western Europe’s program 
that is of primary concern to us here. Nevertheless, the 
hard core of the Marshall Plan is that aid alone can not 
solve Europe’s problem. And it is no exaggeration to 
say that the most important features of any program 
are those which Europe itself must fulfill. In this regard, 
nothing is more critical than the goals set for an ex. 
panded capacity and production. 


THE PRODUCTION GOALS 5 


Europe’s production goals also have an importance for 
American business. They suggest lines in which Europe 
eventually will become independent of the United 
States, as well as competitive in world markets. Here art 
some of their highlights: 

a) An increase of steel ingot production to 61 mil 
lion tons, a fifth higher than 1938. 
Development of oil refining capacity to 2¥2 times 
pre-war (largely for refining imported crude), 
Increase of coal output to 644 million tons (U.S 
output in 1947 is around 600 million tons). 
Rapid advance in the output of electrical produets 
—needed in part to help equip a 25 million kw 
expansion of generating, capacity. 
A large increase in capacity of other key equipment 
industries; e.g., mine equipment, petroleum equip 
ment, farm machinery, construction equipment. 

f) Restoration of pre-war output of bread grains and 

cereals; expansion in sugar, potatoes, fats and oils. 

g) Restoration of merchant fleets to pre-war size. 

These are very ambitious goals. They call for a great 
advance from the current position, as the chart on thef}! 
next text page shows. In some aspects (electricity, food 
stuffs, perhaps coal, are examples) they appear unlikely 
to be met, at least by 1952. Such a development would, 
of course, modify the import list. 


THE IMPORT REQUIREMENTS 

To do the job that confronts it Western Europe ha 
said it needs more than $20.5 billion of goods and set 
vices from this country over a period of four vears. Ia 
return it would plan to offer us goods and services to the 
value of $4.7 billion. That leaves a whopping deficit offi)’ 
about $16 billion. The heaviest commodity export (Si 
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billion) — and the biggest chunk of the deficit — would. 


arise next year. Thereafter, exports would fall off about 
(Continued on page after neat) 
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| oal: KEY TO RECOVERY 


(oAL IS AT THE HEART Of what is wrong with European 
industry today. Because of the lack of coal, factories run 
wit time, fields are less fertile, and firesides are cold. 
What Western Europe plans to do about coal is 
spical of what it plans to do about industry generally. 
The job is to expand output in its own producing cen- 
is, resume exports within the region, and cut down 
wstly and unnecessary imports from the United States. 

In the case of coal this means restoring'a flow which 
in pre-war days was the life-blood of Europe’s industry. 
4sthe map shows, two great coal centers — Britain and 
Cemany — supplied not only their own -nationals but 
the needs of other countries as well. Today Britain can’t 
net its own requirements and coal production in the 


Ruhr is but half of what it was. The result is the costly 
necessity to haul coal from the United States. 

Western Europe will need 45.2 million short tons of 
U.S. coal next year. Meanwhile, it plans to build up its 
own production. By 1951 it hopes to turn out coal at 
more than the pre-war rate, with Britain and the Ruhr 
sending sizeable shipments to their neighbors. Coal 
from the U.S. will have been cut to 6.6 million tons. 

Two developments are vital. First, Western Europe 
must reequip its mines. This calls for a vast production 
effort on its own part, as well as the import of specialized 
equipment from the U.S. Second, a river of coal, 34.2 
million tons in 1951, must breach the iron curtain and 
flow from Poland to the West. 












































Western Europe's Production Goals 


% increase 1947 to 1951 


FERTILIZER 


REFINED PETROLEUM 


TRACTORS 


CRUDE STEEL 
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COAL 
SHIPS 


one-third to a total of $4.1 billion in 1951. 

Nor is the U.S. the-only base from which Europe 
needs vital supplies for which it can’t pay. Canada and 
Latin America are asked to shoulder a trade deficit that 
comes to almost $6 billions for the four years. Needless 
to say, if food and raw materials are not available on 
credit from these areas, the larger will be the sum 
required from the U. S. 

There already is considerable debate about these 
figures. There will be a lot more while Congress con- 
siders the aid program. The fact is, and this is the con- 
clusion at which the President’s Committee on Foreign 
Aid arrived, no final estimate of how much Western 
Europe’s needs might cost over four years can be made. 
Crops, industrial production, prices, trade relationships 
and a host of other factors may turn out differently than 
anyone now expects. For this reason the United States 
may choose to review Western Europe’s progress and 
its import needs on a yearly basis, rather than fix in 
detail a four year program. For the same reason our dis- 
cussion of Western Europe’s requirements concentrates 
largely on the picture in 1948. 





As it now stands, the list of items that Europe wants 
to get from us is more general than specific. Moreover, 
inter-departmental committees have taken the list and 
pared it down, chiefly on grounds the supplies are not 
available. Here is the way the general categories shape 
up, both as initially requested and as revised. The figures 
represent total imports and are in millions of dollars, 





European European 

Committee Estimate Committee 

Estimate for 1948 Estimate 

for 1948 as revised 1948-52 
Food, Feed, and Fertilizer.... 1,500 1,270 5,400 
RNRINE) cote asckcd ood vis auate Rs ats 400 350 2,000 
NE hixawpa aad Dawes cake 340 370 700 
Iron and Steel Products....... 370 230 1,200 
Petroleum Products ......... 510 485 2,200 
SUNN, ko oe wo ce mid wis 250 200 850 
MUN 2G vcs wicks casa uals 100 95 400 
Farm Machinery ........... 370 100 1,100 
Inland Transport Equipment... 200 60 490 
Petroleum Equipment ....... 170 130 555 
Mining Machinery........... 80 80 220 
Electrical Equipment ........ 150 125 500 

Machine Tools and other 

PERO os sk wee eeauae 545 450 1,750 
Miscellaneous ..........000¢ 1,065 1,065 3.030 
6,050 5,010 20,395 


A quick glance behind these totals reveals the 
following: 

Among agricultural supplies breadgrains and feed- 
stuffs are the big items. Dairy products and fats and 
oils are also sizeable. 

Of the $2 billion or more of petroleum products, 
three-fourths are refined and one-fourth is crude. 

Coal shipments will bulk large the first year (45 mil- 
lion tons) but they fall off rapidly thereafter. 

The steel request originally included 1.5 million tons 
of scrap in 1948 and more thereafter. This isn’t avail- 
able. Of the finished items, sheet and tin plate come 
to 744,000 tons in 1948, the peak vear. 

The chemicals wanted are industrial chemicals, paints, 
and medicinals as well as a lot of unnamed spccialties. 

The huge catch-all labeled miscellaneous covers tex- 
tiles and whatever additional consumer manufactures 


Europe will seek. Aircraft and surplus ships are other, 


important items in the group. 

A number of items on the equipment list could cause 
considerable trouble. Farm machinery, mine equipment, 
refining equipment, electrical apparatus, and freight cars 
are among these. Each is examined in detail below. 

These exports under the Marshall program, if carried 
out, will affect all of U.S. business down to the comer 
grocery store. In many instances the impact will be so 
slight and indirect as to be hardly noticeable. But in 
a few industries the program will loom as a major ele 
ment, dictating production patterns and setting a limit 
to capital expansion plans. 

It’s hard to paint a simple picture of a situation $0 
diverse as this. We try to do so below by dividing the 
effects of the Marshall program into several broad 
groups. First we consider the impact of the program on 
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the general level of business. Next, we cover the impact 
om leading industries — steel, oil, electrical equipment, 
frm machinery, and the like — and the effect on busi- 
ness through the creation of shortages in these items. 
finally, we examine the influence of the program on 
frm prices and living costs. 


THE OVER-ALL LOOK 


The Marshall program comes at a time when certain 
demands contributing great inflationary pressure on 
business are beginning to slacken. While it will help 
hold business at a high level, the program itself is not 
great enough to maintain a general inflationary pressure. 
Nevertheless, it will give new strength to shortages that 
have been troublesome to business. In these latter areas, 
a well as on the food front, prices will continue firm 
and may go even higher. 

If the program is carried out along lines described 
above exports to Europe will run about $5 billion. The 
gin here will offset a decline that has already begun in 
U.S. exports to other areas. After a careful study of 
these divergent trends, we conclude the end result is 
likely to be a total export of goods at a rate of about 
§15 billion in 1948. However, this rate will only be 
tached after the program starts rolling. The sale of 
stvices — shipping, tourist and the like — will add an- 
other $2.5 billion to our foreign account. Moreover, this 
over-all sum of $17.5 billion probably will run about $9 
o$10 billion greater than our imports. 

Under the Marshall program, then, our foreign trade 
in 1948 will be carried toward the peak that prevailed 
in second-quarter 1947. But the over-all inflationary im- 
pact of exports in 1948 is bound to be less than it was 
insecond quarter 1947. Not only is our capacity to pro- 
duce growing, but certain elements in our domestic 
demand are almost certain to be less strong next year. 

This last fact is important and needs to be spelled out. 
Indeed, it’s impossible to determine the effects of the 
Marshall program without some idea of what would 
happen to business without it. The accompanying chart 
vhich shows how our gross product has been split up in 
the past several years serves as the starting point for such 
an estimate. There it can be seen that the spending of 
domestic consumers takes the biggest slice of the gross 
product ($164 billion). However, the share going to 
business and to government also has been sizeable 
‘about $30 billion each). Alongside each of these the 
wt expenditure of foreigners on our goods seems small. 
Nevertheless, it has a tremendous importance to a huge 
number of business firms and industries. 

Left by themselves, the spending of consumers and of 
yvernment would be likely to fall very little if at all 
uxt year. But business outlays — spending on plant, 
4uipment, inventories, and residential housing — are 
nother matter. Here the vulnerable items are plant and 
uipment. Capital expansion has been extraordinarily 
lige for two years, and in not a few cases business is 
wmpleting its initial post-war program of capacity ex- 
nsion. Therefore, some decline, but not a large one, 


is expected in the aggregate of business spending during 
1948. This in turn would have some reaction — but again 
a minor one — on the spending of consumers. 

The net effect of such developments should be to 
place industry in a better position to meet the pressing 
needs of the Marshall program. This does not mean, 
however, that the program can be handled without 
difficulty. The trouble is that many of the items Western 
Europe most needs are those which would, under nor- 
mal conditions, continue in tight supply. It is these 
bottlenecks that business will want to anticipate and, 
to the extent possible, overcome. Here are the facts con- 
cerning the most important of them. 


COAL: TRANSPORT IS THE DIFFICULTY 


Western Europe wants 45 million tons of coal from 
the U.S. in 1948. Thereafter requirements drop sharply 
to 642 million tons in 1951. 

U.S. production of bituminous next year ought to 
equal the 600 million tons turned out in 1947. If it does 
we can meet Europe’s need. However, the job will call 
for careful scheduling of delivery. For the real problem 
in coal is a shortage of coal cars. This has plagued in- 
dustrial consumers in 1947. Unless car turn-around times 
are improved (they now average 14 days as against 11 
during the war) car shortages will continue through 
1948. Under such circumstances, exports to Europe 
won't permit the accumulation of normal stockpiles — 
a fact managements in many industries won't like. 

Any actual shortage in production that might develop 
will be limited to special types of coal — particularly the 
better grades of coking and by-product coal. Europe has 
concentrated largely on these. Such concentration isn’t 
necessary, but since transport costs (the big element for 
Europe) are about the same for all grades, Europe has 
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U. S. EXPORTS ...Where they go —What they are 


U. S. exports THIS YEAR hit an all time high. Shipments 
in the first six months were at an annual rate of $15 bil- 
lion, four times the pre-war rate. Since then they have 
declined, but not greatly. The export rate now is about 
$13 billion. 

Foodstuffs have moved to the top of the export list. 
The needs of Europe combined with crop failure in 
Southeast Asia have revived an export that before the 
war seemed all but dead. About half this record flow 
has been directed to countries included in the Marshall 
program. 

Next on the list are the durable goods that have 
come to symbolize the strength of American industry. 
Machinery, automobiles, and steel products are all in 
extraordinary demand abroad. In spite of domestic short- 
ages, shipments have been relatively heavy. Thus in one 
form or another about 18% of our tight steel supply has 
moved abroad this year. Canada and Latin America have 
been the big customers, and sizeable quantities of ma- 
chinery have also gone to Russia. Other than France 
(which had a big loan for the purpose) Western Europe 
has not been in the market. They’ve needed the goods 
but lacked the dollars. 

Textiles have been another huge export group. Here 
the influx of new foreign customers has been warmly 
welcomed. For heavy buying from abroad has kept tex- 


tile output going at a good pace. 

Cotton, tobacco, oil, and chemicals are other supplies 
that bulk large in U.S. trade. Western Europe has been 
a principal buyer of all except chemicals. Canada and 
Latin America again have been at the head of the line 
for these last items. 

Regardless of the Marshall Program, some shift in 
U.S. export trade could be expected in 1948. The recent 
splurge of foreign buying cannot be maintained if for 
no other reason than that funds will not be available. 
U.S. import of goods and services — the chief source of 
dollars for most of the world — has been only 40% of ex 
ports. About $10 billion of loans and relief grants helped 
keep Europe in the market. At the same time, foreign 
nations drew down dollar balances and shipped gold. 

Net effect of the Marshall program on exports is to 
provide $4 to $5 billion of trade that otherwise is lacking. 
Not all this added trade need be with Europe. If the 
U.S. provides dollars for Western Europe to buy in 
Latin America and Canada—which it well might—those 
areas will spend more here. Nevertheless, under the 
Marshall program much more of our trade will be di- 
rected toward Western Europe and the things it wants. 
These are foodstuffs, industrial supplies, and machinery. 
Little in the way of textiles or automotive equipment is 
on Western Europe’s shopping list. 
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sought the best. U.S. utilities, steel and gas manufac- 
turers, and the Great Lakes trade are large domestic 
users of these fuels. They will continue to feel competi- 
tive pressure unless Europe’s buying hal'!. Jie changed. 


PETROLEUM — WORLD-WIDE SHORTAGE 


Regardless of whether the U.S. provides the full 
amount of petroleum Western Europe has asked for, 
industry and households may have to go slower on 
witching to fuel oil than they desire. Oil already is in 
tight supply in America, and this reflects a shortage that 
ig world wide. The cause of this shortage lies not only 
if refining and production bottlenecks. Perhaps even 
fibre important is the lack of sufficient transport capac- 
particularly pipe-line and tank car. With steel (in- 
ing pipe and tubes) as it is and will be, this tight 
situation can’t take a quick turn for the better. 
‘Europe wants to build up its imports of crude and 

a steadily larger amount of processing on its home 
founds. Here is the way dollar imports of the two broad 
ps were initially scheduled by the European Com- 
ffittee at Paris (figures are millions of tons). 
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ese requirements are not likely to be met in full 
ing 1948. However, we should at least match and 
haps slightly better the export of 1947. In 1949 the 
tion should be somewhat easier. But no one will be 
fprised if refinery construction in Europe lags and 
mire refined products are needed than plans call for. 

The European Committee was careful to say these 

ports were from “dollar areas.” That means they are 

plied by Amcrican companies (who need payment 
in dollars}, but not necessarily from the United States. 

$a matter of fact, almost 60% of Europe’s oil in 1946 

he from the Caribbean and the Middle East, as 

inst 20% from the U.S. proper. American companies 
ish much of this foreign oil and any increase in 
tts probably will flow from foreign supplies. 

All this is not to say that the export of oil from the 
U.S. proper is not considerable. It is, with exports this 
yeat running at a rate of more than $600 million. About 
250 million of this—chiefly refined products—has gone 
to Europe. From the standpoint of refining capacity 
lone, shipments of refined products from the U.S. 
could, in a pinch, be stepped up slightly. But capacity 
iso should be available in the Caribbean and the Mid- 
dle East. It makes economic sense to ship from these 
other areas and they should get the business. 


CHEMICALS AND FERTILIZER 


Nitrogen fertilizer is the one U.S. chemical product 
high on Western Europe’s priority list. Industrial chem- 
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icals and pharmaceuticals are wanted, but are not likely 
to be purchased in quantity if funds run low. 

Nitrogen, of course, is in extremely short supply the 
world over. Moreover, this shortage probably will not 
be licked until the early Fifties. If Western Europe were 
to receive the full 319,700 tons of nitrogen it desires 
from the Western Hemisphere in 1948, consumption in 
the U.S. would of necessity be reduced. Not only would 
commercial exports have to be increased, U.S. imports 
would also decline. Large supplies (180,000 tons) from 
Canada and Latin America make the U.S. a net im- 
porter on commercial account. 

The likelihood is that Western Europe will get more 
nitrogen next year than this. However, the advance will 
come out of a small expansion of production, leaving 
U.S. consumption what it was. From the U.S. some 
70,000 tons (642° % of production) may be shipped. ‘This 
would equal commercial exports to all areas in 1947. 

The U.S. also will provide phosphates to Western 
Europe — perhaps 80 to 85,000 tons. However, produc 
tion should be adequate to carry this with little trouble. 

Among other chemical products, Western Europe 
would like the following (figures are millions of dollars ) . 





1948 1948-51 
Industvial Chemicals «oo... oc ivcccccccce 50 190 
Pees eid PIER 60. iki ccs 40 145 
Coal Tar products, Medicinals, etc. ....... 160 515 

250 850 


No forecast of our actual export of these products is 
possible. However, shipments are likely to run consider- 
ably lower than the above figures suggest. Western 
European production can fill the most essential needs. 
Since supplies here are very tight on many items, ex- 
ports to Europe may not greatly exceed those of 1947. 


STEEL — STILL THE NO. 1 PROBLEM 

No material caused more trouble for U.S. industry 
in 1947 than steel. The extent of the shortage in 1948 
and the possibility that it might end — has been a key 
element in the plans of many producers for next year. 
Under such circumstances the needs of Western Europe 
are bound to be weighed and measured with care. 

Here is what the initial report from Paris asked for in 
the way of steel (figures in thousands of tons). 





1948 1949 1950 1951 Total 

Ingots and semi- 
finished items... .. 2,244 2.299 2,475 2.387 9,405 
Sheet and strip. ..... 424 198 34 ais 656 
WMO eo octane eci0 320 314 296 275 1,205 
Other finished steel.. 500 — se, si 500 
ROME sSocsek a 3,488 2,811 2,805 2,662 11,766 
S| ee ee 1,500 2,000 2,300 2,500 8,300 


At first glance these requirements don’t appear too 
hard to meet. This year we have been sending steel 
abroad at the rate of 6.2 million tons annually. Canada 
and Latin America took more than 3.5 million tons of 
this. Europe took only about 2 million tons. Apparently 
the problem could be solved by shifting exports. 





Unfortunately, the answer is not as simple as this. 
What Western Europe wants — it’s really Britain and 
Italy that want it — are steel ingots and other semi-fin- 
ished items (billets, blooms, etc.). These the U.S. has 
been consuming itself. Exports have been almost en- 
tirely in the form of finished products. 

From the standpoint of the steel industry, shipment 
of semi-finished items has two bad results. Certain fin- 
ishing capacity would be made idle. As a matter of fact, 
the amount of semi-finished steel Western Europe 
wants is 40% of the supply non-integrated producers of 
steel peoducts have been able to get from the integrated 
producers (who turn out the ingots). In addition, badly 
needed scrap from the finishing process would be lost. 


The Dilemma in Steel 
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What we shall do about this hadn’t been settled yet. 
Those of the President’s Advisory Committee on For- 
cign Aid who specifically studied the question felt very 
little semi-finished steel should go abroad. This, however, 
would hit Western Europe hard. A likely compromise 
—and one suggested by the Government agencies re- 
viewing Western Europe’s requirements — would sub- 
stitute finished items for semi-finished. Shipments of 
the latter in 1948 would be held to around 650,000 tons, 
less than a third of the initial request. But export of 
finished steel (other than sheets or tin plate) would 
jump to 1,150,000 tons. On one matter, however, all 
seem agreed. No straight scrap can be sent. The U.S. 
just doesn’t have it. 

Where does the steel consumer ‘stand on all this? 
From his point of view the export of any steel makes 
life more difficult. No matter what is shipped he will 
feel it next year. Here is the probable situation under 
either the initial request or as it may be revised. 

a) Overall the supply will remain about as tight as 
it has been this year. Although demand on the part 
of equipment producers is expected to decline some- 
what, this will be offset by heavier requirements for 
construction, transport, and export, Late in 1948 and 


early in 1949, addition of 2.5 million tons of basic 
ingot capacity may help somewhat. 

b) Steel sheets will continue to be a headache. but 
probably slightly less of a one than in 1947. Long 
awaited additions to capacity are beginning to come 
in. By the end of 1948 the total should stand 3 
million tons higher than at mid-1947 (a gain of about 
18%). Western Europe probably won’t get all it has 
asked for. Shipments might not exceed 225,000 tons, 
half the initial request. And most of the increase over 
the export this year (164,000 tons) is likely to come 
out of shipments that have been going to other areas, 
c) Tin plate also seems destined to remain tight. But 
here the trouble is as much tin as steel. Exports this 
year are 561,000 tons, but only a fourth has been 
shipped to Western Europe. If Europe’s requirement 
of 320,000 tons is to be met, other world areas will 
probably bear much of the burden. 


EQUIPMENT BOTTLENECKS — COAL EQUIPMENT 


The equipment items are the toughest part of the 
Marshall program to assess accurately. The European 
Committee itself failed to develop any clear-cut list of 
what will be needed. The large sum labeled “mine 
equipment,” for example, includes a certain amount 
of electrical apparatus. And no detailed breakdown 
whatsoever was initially presented for the broad equip- 
ment groups listed earlier. Some of these shortcomings 
will be rectified by information now being obtained. 
In the meantime, equipments lines where the added 
needs of Western Europe undoubtedly will cause 
difficulty can be earmarked. 

Coal equipment is one such item. The total of $80 
million which Western Europe wants in 1948 is half 
again as much as our export to the entire world this year. 
Today order backlogs run from 6 to 24 months on many 
types of mine equipment. Fortunately, some that are 
most tight — mine locomotives, coal loaders, coal cutters 
(except the long wall type) — apparently are not wanted 
by Western Europe in quantity. 

Equipment that is needed quickly includes pneumatic 
tools, conveyor belting, and long wall cutters. These are 
all adaptable to European mining and can relieve bottle- 
necks that now exist in supply. Conveyor belting is the 
most difficult of these items. However, the main trouble 
in meeting Western Europe’s coal equipment needs 
may arise from another direction — the supply of ma- 
chinery, parts, and materials for producers of mine equip- 
ment in Britain and on the continent. Without help, 
European plants can’t meet the production schedules 
set for them. 


PETROLEUM EQUIPMENT 


Western Europe may spend about $130 million on 
U.S. petroleum equipment next year. This is three- 
fourths of what was originally planned, but it comes 
close to our total export of petroleum equipment in 
1947. The entire expansion program projected by West- 
ern Europe’s oil industry will run to some $1.8 billion 
in four years, with a third for U.S. equipment. 
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Big items needed probably will include steel pipe and 
tubes, pumps of many sizes, large vessels (fractionating 
towers), turbo-generators, and well drilling apparatus 
and parts. Probably the most difficult problem here is 
teel tubing. Orders are now on the books for produc- 
tion into 1951. Very little has been exported, and what 
Europe gets in 1948 will clearly be at the expense of 
domestic consumers. Other trouble spots are pumps, 
turbo-generators and large vessels. 

Our own petroleum industry is undertaking a record 
capital outlay on production and refining of about $3 
billion this year and next. Part of this is in the Middle 
East and Western Europe itself. ‘Therefore Western 
Europe’s oil industry will compete with American com- 
panies for scarce equipment and supplies. Such com- 
petition is to be expected in Europe, as well as here. 

Since the American program is much further ad- 
vanced, Western Europe’s expansion plans may well 
lg. This certainly is likely to be the case in the Middle 
East. Almost half the U.S. equipment wanted by Brit- 
ih and French companies is for projects in that area. 
Many of these require the help of American engineering 
firms, since U.S. engineers are most familiar with recent 
developments in installation and design. This engincer- 
ing talent is itself a scarce clement in the petroleum ex- 
pansion scheme. It may prove the factor that sets a 
sower pace than Western Iurope had planned. 


FREIGHT CARS — DELIVERIES LAG 


Freight cars for Germany are the only import of in- 
land transport equipment which Western Europe ur- 
gently needs from the U.S. Production within the area 
can take care of most other requirements. 

Import requirements initially were set by the Euro- 
pean Committee at 103,000 cars, with 89,000 needed in 
1948-49. European equipment is less than half the size 
of ours; so in terms of U. S. freight cars this boiled down 
to about 20,000 cars in 1948 and 19,000 in 1949, 

Freight cars, of course, are one product whose need 
in the United States is urgent. Car builders have more 
than 100,000 cars now on order. Thus far their deliveries 
have failed to average more than 6,000 cars a month. 

The President’s Committee on Foreign Aid, survey- 
ing the tough situation here and in Germany, finally 
tecommended a shipment in 1948 of 20,000 cars (the 
American equivalent is 8,000). To the extent this is met, 
American railroads will have to accept somewhat later 
delivery. The number involved is not great cnough, 
however, to make any appreciable difference in the over- 
il freight situation. ‘This is likely to remain about as 
tight in 1948 as it has been this year. 


ELECTRICAL EQUIPMENT 


Equipment for Europe’s electrical industry may prove 
kss troublesome than originally expected. Western 
Europe plans to produce all the heavy apparatus re- 
quired for its vast generating plant expansion — at least 
for the first several years. Thereafter, U.S. producers 


will be in a position to help them if they need it. 

The four year need for U.S. equipment originally was 
set at $500 million. Some $300 million of this is to be 
spent on items that do not include any heavy apparatus. 
Materials and equipment required by the electrical man- 
ufacturers themselves are on this list, although no de- 
tails are given. Its exact effect on our own electrical 
industry can not be measured until we know more 
specifically what is involved. 

The remaining $200 million will go for hydro equip- 
ment on projects of an international character. ‘lhese 
may possibly be financed by the World Bank and an 
immediate start on the equipment is probably not nec- 
essary. U.S. electrical equipment producers certainly 
could not get such work well under way for several 
years. But certain shipbuilding firms might begin on 
turbine equipment if desired. 

If the electric equipment story ended at this point, 
it wouldn't be so bad. However, the above figures don’t 
give the full picture. Large motors, turbo generators, 
and other items are also required for expansion in the 
petroleum, coal, and steel industries. In many cases 
these very products have held up the completion of 
new capacity in this country. ven without Europe’s 
demand they would continue tight well into 1949, 


MACHINE TOOLS AND OTHER MACHINERY 


Western Europe hasn’t set any fixed estimate of what 
it might spend on machine tools, construction machin- 
ery, and other equipment. If the entire program went 
as initially planned, about $550 million would be avail- 
able in 1948 for such products. However, the amount 
actually spent will probably be considerably less than 
this. No direct aid is likely to be given by the U.S. for 
the purchase of such equipment; so the countries con- 
cerned will have to use whatever funds they can scratch 
up themselves. How much this will be no one knows. 

Machine tools are certain to bulk large on this list. 
Shipments to Western Europe in first-half 1947 were 
at an annual rate of $75 millie™. They should be in 
larger volume next year. Western Europe appears to 
hold a fairly adequate stock of general purpose tools. 
But the expansion of capacity in a number of metal 
working lines, if carried through, will require a large 
varicty of special purpose tools. 

Machine tool needs can be met without difficulty. 
However, one group of products that might cause 
trouble is construction equipment. ‘This has been in 
great demand here. While some items are approaching 
an easier supply position, others like cranes and power 
shovels remain very tight. Western Europe has spent a 
modest sum on U.S. construction equipment — $16 
million in the first six months of 1947 — but it would 
like to spend more. If it tries to do so, exports to Canada 
and Latin America may have to be cut. 

Demand for U.S. textile machinery by Western 
Europe also has been relatively small — about $7 million 
in first-half 1947, This situation is expected to continue, 





with the region producing most of what it needs itself. 

Steam engines, canning machinery, milling machin- 
ery, and a long list of other equipment items round out 
Westetn Europe’s capital requirements. Most of these 
can be supplied without many of the difficulties re- 
viewed above. And there is one product of great im- 
portance to America which Western Europe plans to 
satisfy largely from its own plants — automotive equip- 
ment, particularly passenger cars. 


EQUIPMENT FOR THE FARMER 

Western Europe’s first request for farm equipment in 
the 1948-51 period was equal to our entire output of 
1947. Since this amount obviously can not be spared, 
the request has been scaled down very substantially. In 
1948 shipments are not likely to be more than $100 
million, with the new four year goal something on the 
order of $600 million (half the initial figure). 

American farmers can spare this amount of equip- 
ment in 1948, although they certainly would buy it 
themselves if it were not set aside for Europe. Produc- 
tion is likely to run to about $1.35 billion, up some 10% 
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from 1947. But other foreign customers also will have 
a bid in for a part of this. Canada and Latin Amcrica, 
who bought some $105 million of the $175 million of 
farm machinery exported this year, need further equip. 
ment badly and cannot be shut off with nothing. 
After meeting the European and other export de- 
mands, American farmers still should receive more new 
equipment than in any other year except 1947. Thus, 
they will continue to make considerable progress in 
their drive to mechanize, although the pace will be 
slower than they would choose. Above all, the demands 
of Western Europe and other countries should not be 
too large to interfere with U.S. food production. 


THE FOOD SITUATION 

Food may turn out to be one of the chief trouble spots 
of the Marshall program —particularly for American busi- 
ness. Because of the program, food exports will be larger, 
domestic consumption somewhat smaller, and _ prices 
higher than they otherwise would be. In spite of this, 
Americans should eat about as well next year as in 1947, 
However, if prices are bid up in the process, wages and 
industrial costs may climb with them. 

As matters now stand Western Europe would plan 
to spend about $1 billion on U. S. food in 1948. This is 
less than they spent in 1947, It also is less than Western 
Europe feels is necessary to realize the minimum stand- 
ard of living it set up as a goal for 1948. However, the 
overall supply of grains — by far the largest commodity 
on the food list — is down this year by 149%. As a result 
estimates of Europe’s food imports have been reduced. 

Here is what went into the record export in the fiscal 
year 1946-1947. (Figures are thousands of long tons), 





Shipments Total 

to Europe Exports 

1946-7 1946-7 

Wheat and Flour (grain equivalent) 6.638 10,520 
Other grains ry 4 4,538 
Fats and Oils 156 233 
Meat (carcass weight equivalent) 195 224 
Dairy Products 322 493 
Other Foods 1.266 2.425 
Total Foods 11,149 15,433 


The President’s Committee on Foreign Aid has tec- 
ommended Europe receive about the same total food- 
stuffs as last year. However, the product mix will have 
to be changed. Moreover, the rest of the world will get 
about a million tons less. Wheat will substitute for 
corn, but even then the total supply of grains available 
to Europe will be down 700,000 tons or more. Half of 
this may be made up with a heavier shipment of fais 
and oils, including peanuts. Dried milk solids, dried 
fruits and other products will close the rest of the gap. 

There is no doubt the U.S. can send abroad whatever 
foodstuffs Congress finally agrees upon. The big ques 


_ tion is whether this can be done without forcing prices 


higher. Wheat shipments, for example, may run 40% 
greater than would normally be exported under current 
circumstances. 
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Unfortunately no final answer on food prices is pos- 
ible. On the supply side much will depend on how 
gext years crops turn out. So far crops are off to a bad 
sart, with winter wheat probably below that of a year 
wo. As for domestic demand, consumers are likely to 
jave at least as much purchasing power next year as 
this. The problem is to persuade them to use it on 
commodities that embody less grain. 

When all these considerations are added together it 
sapparent that food prices over-all do not stand much 
ofa chance to fall markedly in 1948. On the contrary, 
there is more than a small chance they will rise. More- 
oer, under the Marshall program exports in 1949-50 
would still help support farm and food prices. Any 
substantial decline could be initiated only by a fall in 
domestic consumption. Needless to say, these are mat- 
tes that are important to the business community. 


long Range Problems 


ApRroGRAM Of the size Western Europe has set for itself 
inevitably will influence American business over the 
longer run. New industries are to rise, old ones are to 
be rebuilt and expanded, exports are to be pushed — 
ill this has a direct bearing on America’s foreign markets 
of tomorrow. Any sound and final judgment concerning 
the Marshall program, therefore, must weigh certain 
long run considerations as well as the short. 

These longer range considerations are summed up 
most simply in an assessment of the broad pattern of 
Europe’s future trade. Here a few key trends serve as 
weful signposts. They are: 

a) Industrially Western Europe is preparing to make 
itself more independent than before the war. This 
will reduce its imports from the United States. 
After 1951 export of American manufactures to 
Europe will be concentrated largely in specialized 
items which this country has a superior knowledge 
and skill to produce. 

b) Prior to the war Western Europe was primarily’ 
an exporter of textiles, industrial products and 
high quality consumer goods. Industrial revival is 
along the lines that will push these same products. 
However, Western Europe’s program for expand- 
ing industrial capacity points to one significant 
modification. Capital goods exports — electrical 
equipment, industrial machinery, finished steel — 
will bulk much larger than at pre-war. 

¢) Western Europe’s world trade must be consider- 
ably, larger than in the late thirties. Two develop- 
ments account for this. First the split in Germany 
and Europe makes necessary a much larger import 
of essential foodstuffs and materials from outside 
the Continent. Second, Europe now must pay for 
a larger share of its imports with exchange derived 
from exports. In the Thirties, about one-sixth of 
Europe’s imports represented a return on invest- 
ments held abroad. While this margin is not 
eliminated, it has been cut substantially, 
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d) By far the largest items on Western Europe's 
import list will be foodstuffs and raw materials. 
These needs to some extent must govern the 
location and character of the markets to which it 
exports. The U.S. must continue to be one such 
market, for Europe will need our wheat. 

A survey of Western Europe’s import needs in 195] 
shows that Britain and Western Germany are the two 
countries to whom world trade will be of decisive im- 
portance. Other countries will trade as they always 
have. However, their ability to feed themselves to a 
large extent lessens their trade burden and makes pos- 
sible the. concentration of much of it within Western 
Europe itself. It is Britain and Germany, therefore, that 
are likely to become America’s heaviest competitors. 

Britain has the world’s greatest food deficit. More- 
over, its factories are largely engaged in converting the 
raw materials of other countries into finished goods. 
Britain therefore must export or die, and that is more 
true today than ever. The British now have set an ex- 
port goal that would boost shipments to 175% of their 
pre-war volume. Later they may pare this. Nevertheless, 
an export volume at least half again that of pre-war will 
be necessary for Britain to restore its living standard. 

Some clues to what and where Britain will export 
are available in its current trade pattern (see chart). A 
close study of this pattern leads to one broad conclu- 
sion. The British are concentrating on the export of the 
same general lines which the U.S. will push. Machinery, 
automobiles, iron and steel products, electrical goods — 
these are items that even today stand high on the 
export lists of both Britain and the United States. Brit- 
ain in particular must turn to durable goods of this 
character to replace smaller coal and textile exports. 


Prior to the war Britain sought to direct exports 
primarily to two areas — her empire and Western Eu- 
rope. Except for foodstuffs from Argentina, British 
imports from South America were small. This situation 
has not changed, and there is good reason to believe 
Britain will seek to maintain it. As the chart shows, 
about half Britain’s postwar exports have been allocated 
to the Empire, and another quarter to Europe. 

Other than in Canada, U. S. firms find it hard to get 
into this Empire trade. Empire countries have large 
sterling balances and lack dollars. It is not surprising, 
then, that they use dollars chiefly for goods Britain can 
not itself deliver. Such a situation may well last. 

The German position is somewhat different, but not 
radically. Today Western Germany's population of 48 
million is almost a fourth greater than in the late 
thirties. Yet the region can produce little more than 
half the food it requires. Unlike Britain it must start 
from scratch in order to develop export markets so as 
to pay for its food. 

Coal will be one money maker for Germany, but it 
won't earn exchange in all places from which Germany 
must buy. A likely development is the resumption of 
shipments of those metal products and chemicals 
which the Ruhr can produce efficiently and in quantity. 
Iron and steel products, machinery, chemicals and pos- 
sibly electrical equipment might be expected to flow 
from German plants for sale on other continents. 

South America, with its food and raw materials, is 
a natural target for German trade. Such an exchange 
grew rapidly in the twenties, only to fall victim to the 
great depression. By the late thirties it was again on 
the road to revival. The third great push for German- 
Latin American trade is expected in the fifties. 


THE FAR EAST 


With Britain enlarging its trade to the Empire and 
Germany coming into other markets, U.S. traders cer- 
tainly will feel a competitive pressure that is not present 
today. How tight that pressure is may hinge on develop- 
ments in yet another region — the Far East. 

The Far East is a vast agricultural and raw material 
area that has hardly moved to the threshold of indus- 
trialization. Yet it has great centers that lend themselves 
to industrial growth. If political stability were to be 
established in the Far East, the way would open to a 
trade greatly benefitting both Europe and the United 
States, as well as the Far East itself. A surplus of rubber, 
tin, cotton, wood fibers, and even foodstuffs might then 
be produced and exchanged for the industrial products 
of the West. 

The Far East, then, is one of the big unknowns in 
the foreign trade equation of the next decade. Another 
unknown is the reestablishment of trade between the 


East and West of Europe. Western Europe's plans 
count on such trade, and it makes good economic sense. 
But no one can say for sure that economic sense will 
prevail in this instance. 

These unknowns make any final judgment about the 
long range success of the Marshall program impossible. 
This much is certain, however. Without the restoration 
of East-West trade in Europe, a large expansion of Far 
East trade becomes an absolute essential. In the absence 
of both, Western Europe cannot possibly achieve 
stability by 1952. 


Pros and Cons 


ANY BALANCE SHEET set up by the business man on the 
Marshall program will carry a number of items on the 
liability side. Some of the main entries are these: 

The program will be costly — perhaps as much as $15 
billion. Through their tax bills business men will bear 
a good share themselves. 

At least for 1948 a number of troublesome bottle- 
necks will be sustained and even magnified. As a result 
some producers won't realize the expansion they plan. 

The high cost of living, the peg on which many 
labor troubles hang, will move down very little, if at 
all, and it may move up. 

In helping Europe to reequip itself, American indus- 
try is arming a potential competitor. Moreover, the 
arms it offers are of the most up-to-date variety. 

There is no guarantee the program will succeed; as 
a matter of fact certain conditions essential to its suc- 
cess make it look like a risky bet indeed. 

Obviously none of these shortcomings can be taken 
lightly. Against them, however, can be placed some very 
weighty items on the asset side. 

First, and very important, is the simple but humane 
consideration that without U.S. aid people in a num- 
ber of Western European countries will be placed in 
dire straits. At best they will lack adequate food for 
a.healthy life. At worst they will starve. 

The economic situation in Western Europe has a 
profound political and military meaning for the U.S. 
This is a matter of direct interest to the businessman. 
If Western Europe ever loses its political independence 
to another foreign power, the ultimate cost to America 
will make the expense of the Marshall Plan look like a 
mere pittance. 

Finally, the Marshall program offers the only hope 
of realizing some measure of economic stability in a 
world that today appears permanently upset., In this 
regard the program can do no harm, but only good. 
Even if it falls short of its stated objectives, Western 
Europe will have taken a long stride forward. 

The assets outbalance the liabilities. 








Reprints of this report are available at a charge of 20¢ each to cover the 
cost of handling and mailing. Address orders to Department of Economics, 
McGraw-Hill Publishing Co., Inc., 330 West 42nd Street, New York 18, N. Y. 
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POLITICAL ACTION— 
Labor’s Blind Alley 


HE approach of the 1948 elections 
brings organized labor in America to 
a fork in the road. 


Straight ahead lies the familiar route of 
free collective bargaining. Except for an 
occasional side trip, labor has been travel- 
ing it for years. On this road the role of 
government is to act as traffic cop, remov- 
ing obstructions for all travelers. 


The fork is the road of political action—the road 
to special privilege for labor. On it government 
is called upon to clear a special right of way for 
organized labor —to push aside all others. 

Which of these two roads will organized labor 
take? 

Most American labor leaders are now urging 
their followers toward political action. Their first 
objective is to “get” all members of Congress who 
voted for the Taft-Hartley Act. AFL plans to 
raise a $5 million political combat fund through 
contributions and a per capita tax on its mem- 
bership. CIO is soliciting $1 donations for polit- 
ical action from its 6,000,000 members. 

For their own sake, however, as well as for the 
welfare of the country as a whole, the rank and 
file of organized labor will do well to stop, look 
and listen before they turn their unions into 
political action squads. If they examine the facts 
for themselves, they will niake two significant 
discoveries: 


I. Political action is a blind alley for labor. 
Il. The Taft-Hartley Act is an essential 
bulwark of free collective bargaining. 


A brief discussion of these two statements will 


show what they mean to organized labor. 


Political action is a blind alley for labor. 


If there is any doubt about that statement, a 
good way to dispel the doubt is to look at Euro- 
pean countries where organized labor has been 
following a political action line. 

Britain, where the Labor Party is in power, is 
such a country. How is labor faring there? Meas- 
ured by the good things money buys, the average 
hourly wage in Britain is less than two-thirds of 
what it is in the United States. Part of the differ- 
ence may be accounted for by the fact that the 
British Isles are poorer in natural resources than 
the United States. Another reason is the war dam- 
age to Britain’s plants. 

But there are two other big reasons why the 
British wage earner is far behind the American 


worker in enjoying the good things of life: 


1. The incentive to produce has been dulled by 
vote-catching programs which promise eco- 
nomic security and a levelling of incomes. 
Lulled by promises of cradle-to-the-grave 
security and discouraged by high taxes, the 
British have descended to a state neatly de- 
scribed by the London Eéérdmist: 





“Nobody gains anything from activity or 
suffers anything from inactivity.” 

2. To run a program like Britain’s requires more 
and more government functionaries. Civilian 
employees of the British government have in- 
creased by 50% since before the war, putting 
one worker out of ten on the government pay- 
roll. More and more people stop producing 
and spend their time instead cutting up what 
others produce. The result is smaller produc- 
tion, higher taxes and lower real wages. 


The British Labor Party must accept most of 
the responsibility for this sorry state of affairs. 
It is due primarily to a program of political action 
by organized labor which promised the individual 
worker security and equality of income—but 
which can not deliver either because the incen- 
tive to work is gone. 

The lesson for American wage earners is clear. 
Political action by unions to enforce the economic 
fallacy of more-and-more-for-less-and-less will 
end by impoverishing the working man—and 
bringing the nation to ruin. 

Unions exist for collective bargaining, not for 
politicking. 

II 


The Taft-Hartley Act is an essential bul- 
wark of free collective bargaining. 


Bargaining works satisfactorily only when both 
parties—management and labor—think they are 
getting a fairly even break. 

Management was very sure that the Wagner 
Act, as administered from 1935 to 1947, was giv- 
ing employers the short end of the stick. Further- 
more, management’s feeling of frustration was 
no whim. It was justified by case after case where 
rights were granted to organized labor with no 
counterbalancing recognition of the rights of 
management, of individual: workers or of the 
public. 


The Taft-Hartley Act goes a long way toward 
establishing equality in employer-union relations. 
It may fall short of doing a perfect job. As a sub- 
sequent editorial in this series will show, it leaves 
virtually untouched the public menace of indus- 
try-wide bargaining and labor monopoly. And it 
leaves unprotected what should be the individ- 
ual’s right to hold a job without joining any 
particular organization. But it does provide some 
major safeguards for collective bargaining by 
striking at abuses. 

Organized labor, therefore, has no cause to 
damn the members of Congress who voted for the 
Taft-Hartley Act. True, the law will check what 
has been an uninterrupted march of the labor 
union bosses toward absolute power. It will do so 
just as laws in the past—-The Sherman Anti-Trust 
Act, for example—have checked management 
when it was too greedy. And, as the first section 
of this editorial points out, the time has come 
to check the march of the big labor bosses. 

Fundamentally, the Taft-Hartley Act gives free 
collective bargaining a new lease on life. The old 
lease was running out because the Wagner Act 
stacked the cards against employers, against in- 
dividual workers, and against the public. 


The road to free collective bargaining is 
now clear of many of the most menacing 
obstructions. It is the only road for labor 
to take in its own self interest. Union work- 
ers who let their leaders lure them down 
the blind alley of political action will do so 
at their own peril —and at the peril of this 
great industrial nation. 
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WHAT YOUR CUSTOMERS GET—\ compact, speedy, light- 
weight hoist that can “take it.” One that’s easy to install 
anywhere, lifts loads easily at a flip of the wrist on the ones 
hand bar-grip control. A hoist that saves time, effort, cuts 
costs, uses small amount of current, needs little maintenance. 


WHAT YOU GET—A profitable hoist to sell for light-duty 
production and maintenance jobs. Capacities ranging from 5 to 

2 tons. Hook and trolley types. An all-purpose iifting tool to 
round out your hoist line. 

And to give yourself extra hoist dividends, sell the Yale Spur- 
Geared Hand Chain Hoist, Cable King Electric Hoist, and the 
portable Pul-Lift, “the indispensable tool of industry.” The Yale & 
Towne Manufacturing Co., 4530 'Tacony St., Philadelphia 24, Pa. 


MATERIAL HANDLING MACHINERY 
CUTS PRODUCTION COSTS... SAVES TIME... SAVES EFFORT... PROMOTES SAFETY 
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INDUSTRIAL DIAL SCALES + HOISTS—HAND AND ELECTRIC + TRUCKS—HAND LIFT AND ELECTRIC 
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Speakers at Five Regional Sales 
.. » PACKAGING AND LABELING— 





W. W. French J. F. Apsey, Jr. Everett Addoms 
Dodge Mfg. Corp. Black & Decker Mfg. Chas. H. Besly & Co. 


.» » SELECTION OF SALESMEN— 


f 
lo re |; 


7%. 





F. J. Tone, Jr. G. H. Boucher Henry B. Tonsmeire 
The Carbrundum Co. Pyrene Mfg. Co. Turner Supply Co. 


.. » CUSTOMER COVERAGE— 





J. A. Proven R. P. Melius W. H. Allen, Jr. 
Sterling Tool Products Delta Mfg. Co. J. E. Dilworth Co. 


.»» TODAY’S NEED FOR TRAINING 





A 


Ralph M. Johnson _ Robert Wier, Jr. R. L. Simpson 
orton Co., Abrasive Osborn Mfg. Co., Brush Cc. T. Patterson Co. 
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Conferences to Discuss .. . 
STOCK ARRANGEMENTS AND DISPLAY 





R. H. Russell 
J. Russell & Co. 


“Lower Distrisution Costs and more sales in support of a productive national 
economy” is the principle to which this season’s joint regional sales conferences 
is dedicated. The first two of the five conferences planned were held in Cincinnati 
Oct. 31, and in Newark Nov. 19. The remaining three sessions will be held in: 


The Edgewater Gulf Hotel, Biloxi, Miss., Jan. 8. 
The Copley Plaza, Boston, Jan, 14. 
The Palmer House, Chicago, March 23. 


Four, of the five conferences are co-sponsored by the National Supply & Ma- 
chinery Distributors Association and the American Supply & Machinery Manu- 
facturers Association. The fifth meeting, the Biloxi conference. will be 
co-sponsored by the American Association and the Southern Supply & Ma- 


chinery Distributors Association. A 


USE OF APTITU DE TESTING total of five speakers have been assigned 





W. E. Price 
Knapp Supply Co. 


MARKET EVALUATION 









ca bh 
W. H. Clark 


Samuel Harris & Co. 


IN SALESMANSHIP 





. 


Pi ef Bo 


Joseph E. Waltz 
Waltz-Dettmer Supply 


to each subject. two from the American. 
two from the National and one from 
the Southern. All of the assigned 
speakers, except one, are pictured at 
the left under a heading naming the 
topic on which they will talk. The one 
exception is J. H. McDonald, treasurer 
of Brown-Roberts Hardware & Supply 
Co., Alexandria, La. There was no pic- 
ture of Mr. McDonald available. 





Participation Urged 


R. H. B The meetings are conducted along 


Reilly Bros. & Raub R P 

the same lines as last season’s confer- 
ences, with time being allotted for a 
question and answer period on each 
subject. Audience participation is be- 
ing requested at each session, said Wal- 
ter Kemphert, chairman of the Ameri- 
can’s Association’s Marketing Methods 
Committee. Mr. Kemphert who is asso- 
ciated with Worthington Pump & Ma- 
chinery Corp. presides at the meetings 
and is assisted in the question and 
answer period by a manufacturer and a 
distributor from the area in which the 


individual meeting is held. 





P. W. Evans In recognition of the fact that dis- 

ong ge = tributors have little or no control over 

packaging and labeling, the commitiee 

in charge selected stock arrangement 

and display as the subject for distribu- 
tors to talk on. 

After the prepared talks on the 
four main subjects, an open forum 
discussion is held on eight subjects: 
Simplification of Pricing; Inventory 
Control; Specialization vs. Generaliza- 
tion; Equipment Selling vs. Supply 
Selling; Incentive for Salesmen (man- 
ufacturers only); Evaluation of Lines; 
Importance of Planned Mailing Pro- 
gram for Distributors; Open vs. Selec- 


 qudel-Carey, Inc. tive vs. Exclusive Merchandising Policv. 
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At the First Regional Meeting in Cincinnati 


SPEAKING FOR MANUFACTURERS were M. M. REPRESENTING DISTRIBUTORS were W. E. 
Carmody, Aluminum Industries; Jack Proven, Ster- Price, Knapp Supply Co.; W. H. Clark, Samuel Har- 
ling Tool Products Co.; F. J. Tone, Carborundum ris & Co., Everett Addoms, Charles H. Besly Co., 
Co.; and Robert Weir, Jr., Osborn Mfg. Co. and J. E. Waltz, Waltz-Dettmer Supply (not pictured). 


MEETING ARRANGEMENTS were made by a local SPEAKERS WERE INTRODUCED by Walter Kemp- 
committee consisting of J. A. Gardner, Cincinnati hert, chairman of the American Association’s Mar- 
Tool Co.; A. O. Schulze, V. N. Devou Supply Co., keting Methods Committee. Mr. Kemphert also 
and Wilton Husing, William Powell Co. The com- handled the question and answer period with the 
mittee also arranged for a cocktail party. help of Mr.. Husing and Mr. Schulze. 


PRIVATE DISCUSSIONS were held by numerous DISTRIBUTOR PROBLEMS were discussed when 
groups after the formal meeting. Here are Frank John Seiler (second from right) of Tube Turns, got 
Campbell, Detia File; Jerry Tone, Carborundum; together with F. F. Holcomb, Woodbury Co., Port- 
Robert T. Dills and Ralph Miller and John Hawley, land, Ore., and F. G. Burdorf and W. J. O’Connell of 
Dills Supply Co.; and H. C. Beach, Carborundum. Laib Co., Inc., Louisville. 


136 MILL SUPPLIES ¢ DECEMBER, 1947 




















More Alemite Cost Cutters! 


TWO NEW ALEMITE GREASE GU 


MOUNTED ON RUBBER TIRES 


Air Operated Hi 
. « e High Pressure Easil 
~——s H 
Rough Floors and in Cramped on = 















Model 6288 


THE “ROCK CRUSHER” 


Handles All Types of Greases .--> 
Fibrous, Heavy, Light 





This portable 40-lb. capacity high pressure gun packs the 
punch to handle the most difficult lubrication jobs. It 25 -POU 
delivers up to 17 02. of grease per minute and develops Handi ND CA PAC! 
5000 Ibs. per square inch, Worm feed That eens Light and hea TY GU N 
eir Ow jum Greases 


pressures UP to 
construction assures 
ven at low cempera 
ake the unit ea 


positive delivery of the heaviest 
greases € tures. Heavy duty rubber tires 
protect floors and m sy to move even On x 


rough surfaces. 


















gue two completely equipped units are Ale- 
mite’s answer to industry's n - 
eed fi TE WAR" 
compact, highly man ‘ —— ape 
euverable lubricating equip- WARNER 
an wl 











ment. i 
: nt. These two items are being featured in Alemite ~ 
advertising to your customers and prospects. So, get ALE M 
riven vs ITE 
plete details at once. Write to Alemite, 1886 sth 
Firat in Modern 
Lubrication 


Diversey Parkway, Chicago 14, Illinois. 
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A leader in the industrial 
supply field for many years, 
Mr. Hunter dies at his home 
in Columbus, O.; was chair- 
man of Ross - Willoughby 
Board of Directors 


C. “Bill” Hunter who rose from 
the position of salesman to 

chairman of the board of direc- 
tors of the Ross-Willoughby Co.. in Co- 
lumbus. Ohio, died at his home in 
Columbus Oct. 22. He was sixty-three 
years old. 

Mr. Hunter was a leader in the in- 
dustry; he knew personally hundreds 
in the field and was known by hundreds 
of others. 

It was back in 1915 that Mr. Hunter 
joined Ross-Willoughby as a salesman. 
His success in the position made him 
the choice of the company’s executives 
to manage the Springfield branch when 
it was opened in 1920. He returned to 
Columbus in 1926 as manager and three 
years later he was elected president. Mr. 
Hunter served as president and general 
manager from 1929 until 1945 when he 
was elevated to the position of chairman 
of the board of directors. 

When Mr. Hunter had been in the 
supply business 25 years. MILL SUP- 
PLIES published a study of the com- 
pany. Several paragraphs were devoted 
to Mr. Hunter’s leadership in the firm; 
at that time, 1940, Mr. Hunter’s think- 
ing on the supply business was de- 
scribed in these words: 

“In 25 years you can sample every 
headache the supply business has to of- 
fer. Bill Hunter had extra helpings on 
some. But his enthusism for the game 
has never suffered a retreat. Friends 
urge. ‘There’s no longer need for you to 
punch the clock,” but when he comes 
in the front door you know it’s 8 a. m. 
sharp. Perhaps the magnet is the morn- 
ing mail, which still provides him with 
life’s greatest enjoyment. ‘No better way 
to keep your finger on the pulse of this 
business,’ he explains. 

“The organization which has carried 
Bill Hunter to his present state of com- 
fort is an organization that he himself 
built. Two things distinguish that or- 
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An inveterate pipe smoker, Mr. Hunter posed for this picture when 
MILL SUPPLIES published a study of his company in 1940. Opening 
the mail every morning, Mr. Hunter always said, was the best way 
to keep your fingers on the pulse of the business. 





Mr. Hunter became vice- 
president and general man- 
ager at a very early age. 


Always willing to speak at meet- 


ings, Mr. Hunter built up a host 


of friends in the supply business. 





ganization—the everlasting spirit of 
teamwork practices by every member 
from top to bottom; and the amazingly 
long record of service for so many of its 
employees. These things, too, are part 
of the shadow cast by Mr. Hunter. Be- 
cause he is a leader, not a driver, his 
executives lead, not drive. As a conse- 
quence, it is an organization of partners, 
not employees. Because Bill Hunter is 
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gifted for dealing with his fellow man 
not paternally but with respect and 
decency, people like to work with him 
and personnel turnover is almost nil.” 

Mr. Hunter was a member of the 
Knights of Columbus, Athletic Club, 
Scioto Country Club and the Holy Name 
Society. 

Funeral services were held Saturday 
morning, Oct. 25. 
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ARMSTRONG 





ARMALOY - 
WRENCHES L tter-buill fetter sess 


he lin . of b - . = . 3 ; Scag Catalog 
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AYiele allem yt 
ARMSTRONG 


"Across the Board 


ARMSTRONG BROS. TOOL CO. 305 w. Francisco Ave. © Chicago 12, lil. 
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ALL THESE 
“BLUE DEVIL" 
SOCKET CAP SCREWS 
ARE AVAILABLE 
FROM STOCK 


155 SIZES FOR YOUR CUSTOMERS’ NEEDS 


“Blue Devil” socket cap screws in 155 diameters and lengths 
are carried in stock . . . 45 additional standard sizes can 
be furnished on quantity orders. Special screws can be 
quickly supplied as our entire plant is geared to socket screw 
production. Large numbers of stock sizes are also available 
in other “Blue Devil” socket screw products. 


Socket Screw Keys * Socket Set Screws * Socket Stripper Bolts * Socket Pipe Plugs 
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P. R. Hermann 


P. R. Hermann 
Heads Atkins Branch 


Paul R. Hermann has been named 
manager of the E. C. Atkins & Co. 
branch in Chicago, III. 

Mr. Hermann started working for the 
Indiana saw manufacturers in 1926 and 
received his training in their various 
manufacturing departments, covering 
industrial supplies as well as hardware. 
For several years he handled city sales. 
In 1936 he was transferred to the Pitts- 
burgh territory, remaining in charge 
there until his new appointment. 


Ballard Named By 
Norton Company 


Archibald H. Ballard has been ap- 
pointed assistant director of research 
for Norton Company of Worcester. 
Mass. Mr. Ballard will be in charge of 
the company’s research laboratories at 
Chippawa, Ontario where he succeeds 
Raymond R. Ridgway, who died in 
June. He will be assisted by Wallace M. 
Hazel, chief chemist, and Fred H. 
Young, control engineer. 

Guy H. Fetterley now becomes re- 
search engineer responsible for the 
products research section and John A. 
Tupper, research engineer responsible 
for the manufacturing control section. 


Remodeled Quarters 
For Marshall-Wells 


Marshall-Wells Co. is in process of 
moving into a completely remodeled 
building at 13 E. Main St., in Spokane, 
Wash. The new quarters contain 200,- 
000 sq. ft. and is the original building 
where the company opened for business 
in 1908. A new steel warehouse has 
been added in the interim. 









No Substitute 
or Quality 













There is no substitute for Quality —therefore no 
substitute for Bunting Bronze. 
When you need Bearing Bronze, Quality Bearing 
Bronze, call the leading Distributor in your com- 
) munity—because—the leading Distributor in your community 
is, almost certainly, the Bunting Distributor. The 
Bunting Brass & Bronze Company, Toledo 9, Ohio. 
Branches in Principal Cities. 


BRONZE BEARINGS 
PRECISION BRONZE BARS 
Se snoee ae * 
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MELPFUL SALES HINTS Bam 
ON CASTERS 


Ps ) 
ei hm —<— oe = 

Where To look for Caster 

By. Si / i, CSS It doesn’t take a Sherlock Holmes or Dick Tracy 


to figure out where caster business can be had. Casters are used on so 


12 


many things that practically every company you call on is a good 
prospect! 
Whether they’re to be used on office chairs . . . office equipment . 


factory trucks . . . portable machines. . . or a score of other applica- 
tions, it would be hard to find a commercial or industrial concern that 


is not a logical customer for casters. 





Be sure to talk Bassick 
. build 


THE WORLD’S LARGEST 
CASTER! 


casters on every call.. 
yourself up as the source of 
supply in your locality... 
you’ll build a profitable busi- 
ness that will help keep your 
average sales expenses down. 

THE BASSICK COM- 
PANY, Bridgeport 2, Conn. 


Division of Stewart-Warner 





Corporation. Canadian 
18” diameter, double wheels, weighs 475 Ibs. Engineered 
by Bassick to help ground-maneuver the XB-36.. world's 
largest bomber.. 
THE NAME BASSICK stTanpbs 
FOR LEADERSHIP IN CASTERS 


Division: Stewart-Warner- 
Alemite Corporation, Ltd., 


Belleville, Ontario. 
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Allan W. York, mill supplies man- 
ager at Raub, looks on as F. J, 
Brennan, district salesman, and 
C. L. Forshee, sales engineer, dem- 
onstrate a Goulds pump. 


Day-Long Sales Meeting 
At Raub Supply Co. 


The Raub Supply Co. of Lancaster, 
Pa., recently held a sales meeting that 
established something of a record for 
longevity. The meeting began at 1:00 
in the afternoon and lasted until 9:00 
that evening. with time out for supper. 

Allan W. York, lately appointed man- 
ager of the Raub mill supply depart- 
ment opened the meeting with a discus- 
sion of the products that were to be 
shown that day, then introduced the 
manufacturer’s men on hand to carry 
out the demonstrations. 

Raub Supply who were 
called in to attend the sales meeting, 
heard and saw products of the General 
Electric Co. and Goulds Pumps, Inc. at 
work under the direction of district 
managers, salesmen and sales engineers 
who came on from G. E. and Goulds to 
conduct that portion of the meeting. 


salesmen, 





A. G. Woods, representative from 
G. E.’s Atlantic district, shows 
H. W. Wade, Raub sales manager, 
and A. P. Leverity of G. E., how 
to use his company’s industrial 
vacuum cleaner. 











“Look, Hotchkiss . . . we re- 
placed set-up wheels with 
Armour belts to increase 
production, not to help you 
keep up with the Book-of- 
the-Month Club!” 


WHY USE COATED ABRASIVE BELTS? 


1. THEY ARE MORE ACCURATE! 


2. THEY GRIND FASTER, BETTER! 


3. THEY ARE MORE ECONOMICAL! 


The need for faster, better production is responsible for 
the conversion to the abrasive belt backstand method 
of grinding and polishing from the set-up wheel method. 

Here’s why coated abrasive belts are able to boost 
production while lowering costs. Belts . . . 


e when worn, take 75% less time to replace than is 
needed to dress a wheel, 


No glue to mix! 


© Greatly reduce danger of discoloring, warping and 
flowing caused by frictional heat. 


@ Never vary in accuracy of work regardless of wear. 


® Do not require personnel needed to dress set-up 
wheels. 


@ Reduce inventory problems due to elimination of 
wheels, glue cements, and various grains. 


© Improve quality of work with less operator fatigue. 


_ Armour’s uniform, factory-made abrasive belts are onl 
i part of. Armour’s complete line of abrasives designed 
No uneven surfaces! for better performance, longer wear, greater economy 


ARMOUR and Company 


<> Coaled AMerauives Division 


1355 WEST 31ST STREET e CHICAGO 9, ILLINOIS 
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BOLTED ASSEMBLIES STAY 


permanently TIG HT 


BEALL helical SPRING WASHERS have “live action” 
and constantly exert tightening pressure over a long 
range. They compensate for ALL causes of looseness 
— including vibration, bolt stretch, rust, wear and 


breakdown of finish. 


IN STOCK in all Standard Sizes; Carbon Steel, Stain- 


less Steel, Everdur, Duronze and other metals. 


NATIONALLY ADVERTISED TO INDUSTRY 


BEALL TOOL DIVISION (Hubbard & Co.) 


130 Shamrock St., EAST ALTON, ILL. 
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It is the pleasing voice of Rose 
Marie Queen, receptionist, that is 
heard over the loud speakers at 
H. N. Crowder Jr., Co., Allentown, 
Pa. 





Charles Parker Co. Vises 
In New Packaging 


The increasing awareness among 
manufacturers of the growing impor- 
tance of methods of packaging mer- 
chandise—both to the distributor and 
the ultimate consumer—has resulted 
in the adoption by the Charles Parker 
Co. Meriden, Conn., of new cartons for 
its vise shipments. Presently, all vises 
up to and including 4%-in. size are 
being shipped in their own individual 
carton. 

Printed on the sides of the carton, 
in addition to the actual catalog num- 
ber of the vise, are the many features 
that Parker has to offer in its products. 
Included in each carton is a card of 
instructions, outlining to the user how 
to care for his vise in order to get the 
maximum use. 

The carton is intended primarily to 
protect the vise in transit, but it also 
serves to simplify stocking and han- 
dling in the distributor’s warehouses, 
speeds up the filling of orders and in- 
sures that the vise will reach the ulti- 
mate consumer in perfect condition. 
When wooden shooks become more 
plentiful, the balance of the line, 5, 
6 and 8-in. also will be boxed indi- 
vidually. 
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HIT A NEW SALES PEAK 


PORTABLE 
ELECTRIC 
HAMMERS 


with 






SRE 


af - - 


U-100 Hammer 
with the “Sling Shot Drive” 








etlfee & 


To help you profit from unprecedented de- 
mands for construction and maintenance tools, 
Thor’s U-100 Hammers will be advertised in. 
leading trade papers during the coming months. Cash in on this 
promotion by building your sales plans around Thor Hammers. 
Sell them for dozens of jobs on stone, wood and metal—drilling, 
channeling, cutting, gouging, chipping, scaling, etc. Order your 















stock now! oe 
Thor offers a full selection of hammer tools for INDEPENDENT PNEUMATIC TOOL COMPANY 
working with metal, stone, brick, concrete, wood 600 W. Jackson Bivd., Chicago 6, Illinois 
and ee eee. Birmingham Boston Buffalo Cincinnati Cleveland Denver Detroh 
Houston Los Angeles Milwaukee New York Philadelphia Pittsburgh 


St. Lovis St. Paul Salt Lake City San Francisco Toronto, Canada London, England 


Look Ahead 





PORTABLE POWER 


. ° ad - > . * > - * * > Aa * * ° ° 


Get Ahead ‘ 


Stay Ahead with 








ONLY THOR DISTRIBUTORS SELL TOOLS FOR EVERY CUSTOMER'S EVERY JOB! 
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HOW ABOUT 
COMING OVER 
“* FOR A VISIT?’ 





i” 
J 
“4 


l. 





\ X JOULD you like to see where those Lamson fasteners 

you sell are made? Well, we'd certainly like to have 
you. Pardon us if we stick our chests out a wee bit, but 
we're proud of our five modern plants and the products 
they turn out. And we’d like you to be, too. 


So here’s a proposition: Make up a party and come see us. 
You can choose the Lamson plant nearest to you—or any one, 
for that matter. Just let us know when you're coming and 
which plant you want to visit. Write to the address below. 


We can’t begin to tell you about all the things you'll see 
at any one of Lamson’s plants. But, believe us, the trip 
will be well worth your while. A survey of Mill Supplies 
Distributors showed that 97% of them agreed that factory 
visits are of great help to their salesmen and stimulate 
interest in the products they sell. 


Think it over, and let us know when you can visit us. 


THE LAMSON & SESSIONS COMPANY 


General Offices: 1971 West 85th St., Cleveland 2, Ohio 
Piants at Cleveland and Kent, Ohio * Birmingham « Chicago 


eee 


LAMSON SESSIONS 
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Lloyd Mason, sales manager and 
buyer of mill supplies at Wimberly 
& Thomas, studies plans of the re- 
cently completed building. 


Kennedy and Shackelford 
Tour Manufacturers 


Board Chairman Col. H. B. Kennedy 
and President James F. Shackelford of 
Wimberly & Thomas Hardware Co., 
Birmingham, Ala., recently completed 
a trip to manufacturers in the imdus- 
trial east to look into the possibilities 
for expediting shipments and for plac- 
ing orders for new supplies. They re- 
turned from their tour of a number of 
factories convinced that production has 
begun to catch up with demand in a 
long list of critical items. 

Mr. Shackelford reports that business 
is better than good. Monthly sales are 
being maintained above the 1946 level 
and the company is expanding in all 
lines. 

Since its removal of wholesale opera- 
tions, sales and executive offices to its 
new wholesale building the company 
has undergone a number of changes. It 








Under President James F. Shackel- 
ford the growing sales record of 
Wimberly & Thomas has meant ex- 
pansion of its operations and fa- 
cilities. 
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Race track without a home stretch 


Where horsepower is concerned, a transmission 
belt is something like a race track. 


Send 400 horsepower through a transmission belt 
at 50 miles an hour. Right away those horses try 
to “‘go into the stretch.” 


Constant flexing tries to separate the belt’s plies. 
Friction and heat try to ruin the carcass. Shock 
loads—with a force of several thousand pounds— 
try to pull the belt apart. 


Some belts can’t take it. They begin to stretch . . . 
to loosen and slip. The horsepower loses ground 
—and you lose money. 


Hewitt-Robins engineers went to work to lick 
the problem. They found the answer in a very 
special kind of belting that lays as flat as 
the track at Churchill Downs. 


It’s a belt that won’t slip or give when the 
heat is on...a race track without a home stretch. 


~ HEWITT RUBBER 
a 


DIVISION 


fs HEWITT-ROBINS INCORPORATED 


©, 4 
Sapoe” INDUSTRIAL HOSE + BELTING * PACKING 


It’s Monarch Transmission Belting—‘“Job-Engi- 
neered” to withstand severe stresses and shock 
loads. Its extra-strong plies of cotton duck are 
imbedded in special-purpose rubber to give longer 
flexing life and freedom from stretch. 

The belt resists moisture, mildew, oil and grit .. . 
reduces operating costs by bringing more power 
from motor to main drive. 


Find out how Hewitt Rubber can help you. For 
details call your local distributor. Or write directly 
to Hewitt Rubber Division, 240 Kensington Ave., 
Buffalo 5, N. Y. No obligation! 


You can depend on your 

industrial supply specialist 

He’s always ready to serve you. And he knows 
your job... your operations . . . your problems, 
Call on him at any time for advice. He’ll recom- 
mend the exact Hewitt product especially designed 
to help improve the efficiency of your operations. 


Monarch Transmission Belting 
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AT ican better compete 
h the line that’s 


COMPLETE 


Yes, you get a bigger slice of your customers’ saw business 
when you can meet ali their needs, whatever they use saws 
for. In the Star line there’s a saw that’s right for every job a 
hack saw or band saw can do—on metals, plastics, or other 
non-metallics. All you have to say is: “What are you cut- 
ting? ...“Here’s the right saw ... How many do you want?” 
The sale’s complete because the line’s complete. And 
your custome, thanks to Star’s faster, cleaner cutting is 
completely sa. -d. 

“Metal Cutting”— richly informative booklet, complete 
with instructions on care, selection, use, and price of hack 
saws. Clemson will furnish you with a supply absolutely free. 







CLEMSON 


CLEMSON BROS., Inc., Middletown,. Nv. Y. 
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has augmented its sales staff, with the 
result that seven outside salesmen and 
two inside salesmen are now employed 
in the mill supply department. Ex. 
pectations are that three additional 
outside salesmen will be taken on soon. 
As of the moment, in all of its depart- 
ments the company now has a total 
of more than 200 employees. 

The physical facilities available to 
the company also have undergone im- 
provements. Warehouse apparatus has 
been mechanized to expedite shipments 
by motor freight and procedures in the 
invoice department have been changed 
to speed shipments. Other new meth- 
ods have been instituted, also, all in- 
tended to increase the company’s serv- 
ices to its customers. 

Operations have been departmental- 
ized. Lloyd Mason is sales manager 
and buyer for the mill supply depart- 
ment; Fred Myers, sales manager of 
the hardware division for the dealer 
trade and R. B. Somerville is manager 
of the building materials department. 
New additions to the industrial sales 
force include Carl Widenbach, indus- 
trial sales and C. V. Orr, sales engi- 
neer. Mr. Orr is a recent graduate in 
mechanical engineer of Alabama Poly- 
technic Institute. 

W. G. Abbott, formerly outside sales- 
man in building materials, has been 
made manager of the warehouse. He 
has been associated with Wimberly & 
Thomas for something like 21 years. 


G. C. Bestick Buys 
Elwood Adams, Inc. 


Elwood Adams, Inc. of 154-156 Main 
St., reputed to be New England’s sec- 
ond oldest hardware store and occupy- 
ing what is regarded as the first brick 
building ever erected in Worcester, 
Mass., has changed ownership. The 
new buyer is George C. Bestick, who 
retires shortly as purchasing agent at 
Heald Machine Co. Mr. Bestick will be 
treasurer and general manager of the 
business. 

The new corporation will have Mr. 
Adams as president; Paul R. Bestick, 
son of the purchaser as vice-president 
and assistant treasurer; and William 
H. Silvester, Mr. Bestick’s son-in-law, 
as secretary. Present plans of the new 
owner include the addition of new lines 
as well as modernization of the store as 
soon as materials are available. 

Mr. Bestick went to work at Heald’s 
in 1912. Shortly after he was made the 
company’s purchasing agent. 








DEPENDABLE 
DRILL 
PERFORMANCE 


It is easy enough to put a few drills in the shop and 
get a favorable report on their performance. But what 
about the next order...and the next? Will every 
drill in every lot give you a consistently satisfactory 
performance? They will if they are ACE Drills. 


ACE Drills have a uniform high quality because the 
flutes are ground into solid, uniformly hardened drill 
length bars of high speed steel. Uniform hardness is ob- 
tained by passing mill length bars through a 22 foot long 
hardening furnace in a continuous line... bar after bar. 


The bars enter and leave the furnace through small 
flame-sealed openings which eliminate sudden rushes 
of air when doors are opened as they are in batch 
type hardening processes. Uniform furnace conditions 
are thus assured. The continuous feed of the bars in the 
ACE process exposes each part of each bar to identical 
treatment resulting in thoroughly uniform heat treating. 
Thus ACE Drill hardness is uniform to within one-half 
ROCKWELL point giving ACE Drill users consistently 
dependable drill performance. 

2256 


A\CIESD RIEL 
CORE CW ANION 


MANUFACTURERS OF GROUND-FROM-THE-SOLID DRILLS AND REAMERS 


13835 JENNINGS STREET gr DETROIT 27, MICH. 
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Your threaded fasteners need 





to be tough to stand the 
beating they get on today’s 
high speed equipment and 
machinery. Make sure you 
get this rugged toughness, 
by specifying TRIPLEX. The 
line is quite complete. If 
you don’t have the helpful 
TRIPLEX Catalog, write for 
your copy today. 


THE TRIPLEX SCREW COMPANY 


$307 GRANT AVENUE e CLEVELAND 5, OHIO 


THREADED 
FASTENERS 


NUTS AND RIVETS 
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J. W. Pennell, in charge of the 
machinery department at Allison: 
Erwin Co., distributors of Char- 
lotte, N. C., shows R. E. Campbell 
the alignment devices on a bench 
miller. 





Birthday Celebration 
For Ideal Industries 


That flood of congratulatory wires, 
telephone calls and air-mail letters re- 
ceived by the president of Ideal Indus- 
tries, Inc. of Sycamore, IIl., last Sep- 
tember 19, was instigated by the com- 
pany’s own salesmen. They got to- 
gether and decided to surprise their 
president and founder by calling that 
day, “J. Walter Becker Day”, in cele- 
bration of their 3lst anniversary. The 
salesmen started the ball rolling by 
personally publicizing the event in their 
separate territories. 


The “presents”, of course, were or- 
ders, many of them—making “J. Walter 
Becker Day” the biggest sales day in 
the company’s history. 





Portrait of a man celebrating his 
3ist year in business. That grin 
worn by J. Walter Becker has its 
origin in those orders outspread 
before him. 











FITTING 
DISTRIBUTORS! 


HERE’S YOUR GUIDE TO 
MORE EFFECTIVE SELLING 


You don’t have to be an expert to sell Laughlin 
wire rope and chain fittings . . . because Laughlin’s 
#140 catalog has been especially designed for dis- 
tributors’ salesmen as well as buyers. It contains 
easy-to-find answers to the questions your customers 
may ask. 

More than a mere listing of products, the Laughlin 
catalog contains such a wealth of information: 
strengths, dimensions, tables, charts, etc., that it has 
become the data book of the industry. Well known 
for quality, the line is the most complete made 
by a manufacturer and full of exclusive fittings 
that really sell. 

Get all your fittings from one source — from an 
inventory that insures immediate shipment from 
stock. 

Where else can you get prompt shipment of so 
many items like these? 

Grab Hooks Turnbuckles 

Slip Hooks Shackles 

Safety Hooke Swivels 

Heist Hooks ** Missing Links” 

Clevis Heoks Safety “Fist-Grip” Clips 
Thimbles Wire Rope Seckets 

Eye Bolts Weldiess Rings & Sling Links 
Ring Bolts 

It’s easy to order from Laughlin — give your cus- 
tomers service without carrying excessive inventories. 

Be sure you have Laughlin’s #140 catalog for 
better selling. You'll like our uniform trade dis- 
counts. THE THOMAS LAUGHLIN COMPANY, 
PORTLAND 6, MAINE. 


Laughlin Protects the Distributor 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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AT EVERY TURN 





A SAVING 










Increase efficiency 
of employees. 
Eliminate wracking 
of equipment. 
Save time, speed uP 
production. 








DARNELL CORP. LTD 
LONG BEACH 4 CALIFORNIA 
60 WALKER ST NEW YORK 13 NY 


36 N 


CLINTON CHICAGO 6 


ILL 








‘ 
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Store Manager Bill Schwarz dem- 
onstrates his company’s latest ac- 
quisition in display, an easy, con- 
venient “reference shelf” of the 
manufacturer's lines. 


New Fittings Dispenser 
At Howard Supply Co. 


The Howard Supply Co., Bakersfield, 
Calif., has completed its line of Im- 
perial Brass Mfg. Co. products and 
has installed one of the latter’s unique, 
large size “Sales Centers”. 

The device, a kind of knock-down, 
flat and tubular stock shelving arrange- 
ment in a self-contained unit, features 
224 glass-fronted compartments for the 
display of the manufacturer’s brass fit- 
tings, shut-off valves and drain cocks. 
The glass fronts provide “dramatic visi- 
bility”, and numerical tagging makes it 
easy for even the inexperienced sales- 
men to fill orders quickly and without 
error. 




















“New man—hasn’t made a name for 
himself yet.” 











" DISSTONEER helped speed up 


ion and cut costs 10% 


Hartwell Brothers of Memphis, Tennessee, had been 
using 14-inch, C-gauge circular saws on their 13 copy- 
ing machines used for turning out hickory axe handles. 
Saws required sharpening twice daily... with down 
time of 30 minutes per machine, per day... and had 
to be replaced every two weeks. 


A Disstoneer* recommended the use of a special 
Disston Philbrick Cutter Head, with these results: 
sharpening was reduced to once a week, and knives 
were replaced only once a month; a smoother finish 
was obtained, eliminating one sanding operation; 


Renee mete oe a 


Special Disston Philbrickt Cutter 
Head, 14-inch cutting diameter, 18 
knives, made of Disston High 
Speed Steel. 

tReg. U. S, Pat. Off. 


uniformity in size and shape of handle was easier to 
maintain; production was greatly increased and, as the 
manager said, ‘‘costs were reduced 10%.” This is typical 
of many instances where a Disstoneer has helped manu- 
facturers solve their cost problems. He may be able 
to do as much for you. 


*DISSTONEER—a man who combines the experience of Disston 
leadership and sound engineering knowledge, to find 
the right tool for you—to cut wood, to cut metal 
and other materials—and TO CUT YOUR COST 
OF PRODUCTION—xnot only on special work but 

nt on ordinary jobs as well. 


SP ee SAORI A Re NRE I ORE NES gE A OE 


TO HELP YOU SELL 


Disston advertising is designed to help build up business 
for Industrial Distributors of Disston Products. 


This advertisement, with adaptations, will be read by 


your customers in one or more of these influential busi- 
ness publications .. . the leaders in their fields: December 
15th issue of MODERN INDUSTRY, and the Decem- 
ber issues of MILL &. FACTORY and PURCHASING. 


The DISSTON Name signifies GOOD PRODUCTS 
and a GOOD SALES POLICY 
HENRY DISSTON & SONS, INC., 1223 Tacony, Philadelphia 35, Pa., U.S.A. 


BRANCHES: CHICAGO, SEATTLE, PORTLAND, ORE., SAN FRANCISCO, VANCOUVER, B. C. 
CANADIAN FACTORY: TORONTO 1, ONT. AUSTRALIAN FACTORY: SYDNEY, N. S. W. 


a ee ee oe eee Fa te rm 


te eee 
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SPEEDY SHORTCUTS 





DAIRIES THAT SHIP FROZEN 
CREAM IN 4.-GALLON CARTONS USE 
PERMACEL-77 PAPER MASKING 
TAPE TO SEAL ANO HOLD TOPS ON TIGHT. 














BASES AND VASES OFTEN 
USE PERMACEL-63 NON- 
STAINING CLOTH TAPE AS A MASK 
WHEN SPRAYING ON STRIPES 

AND OMNER DESIGNS. $5 


PERMACEL'S TRANSPARENT COM- 
PANION, TEXCEL TAPE, INVALUABLE 
FOR HOLDING TOGETHER ALTERNATE 
LAYERS OF GLASS ANO PLASTIC 
OURING MANUFACTURE. 







INE SHOPS 
ROLL ONE-INCH-WIDE EMERY 
CLOTH INTO TIGHT CYLINDERS, 
HELD WITH PERMACEL-66 CLOTH 
TAPE. USED ON A PORTABLE ORILL, 
THESE FINISH INSIDE PARTS OF 

MACHINES OTHERWISE HARD 









COMPLETE GUIDE TO THE MANY 
TYPES AND USES OF PERMACEL 
TAPES-FULL OF NEW IDEAS, 
SUGGESTIONS THAT MAY SAVE 
TIME AND MONEY IN YOUR 
BUSINESS / WRITE FOR “FACT 
BOOK ON PRESSURE-SENSITIVE 
ADHESIVE TAPES” To DEPT MS-12 
INOUSTRIAL TAPE CORP, NEW 
BRUNSWICK, N.J, 


all INDUSTRIAL TAPES 


INDUSTRIAL TAPE CORPORATION © NEW BRUNSWICK, N.J. 
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George L. Meyer, Jr. 


Watch Inventories, 
Executive Warns P. A.’s 


“We are in more of a price boom than 
a production boom”, according to 
George L. Meyer, Jr., vice-president of 
Stewart-Warner Corp. Mr. Meyer 
spoke these sentiments recently before 
members attending the District Three 
Conference of the National Association 
of Purchasing Agents. He warned them 
to watch their inventories and buy cau- 
tiously. 

“My advice is to buy what you need 
—for delivery when you need it. Don’t 
overbuy and don’t hoard,” Mr. Meyer, a 
former vice-president of the Associa- 
tion, declared. The continuing increase 
in food prices with resultant general 
price and wage increases—but without 
increased production—is an unhealthy 
condition, he explained. 

While he anticipated a decline in 
prices and stated “The healthiest con- 
dition which could occur would be an 
exceedingly heavy drop in 1948 and 
lower prices,” Mr. Meyer was doubtful 
that there would be a recession in 1948. 


Cabl-Ox Corp. To Build 
Wire Rope Clamp 


The entire and exclusive rights of the 
Cabl-Ox wire rope clamp, Cabl-vise and 
allied wire rope products have been 
purchased by the Cabl-Ox Corp. accord- 
ing to J. O. Straub, 
president of the new firm. The new 
company will manufacture and mer- 
chandise these products on a much en- 
larged and accelerated plan. 

The Cabl-Ox (patent pending) has 
received favorable endorsement since 
its introduction some months ago, Mr. 
Straub observes, and the company ex- 
pects to accelerate sales further with 
wider distribution and fast deliveries. 


executive vice- 














| PATCH 


















what am I ? 


p> I'm a low-melting, free-flowing alloy that bonds quick as a wink. 
Know me? I come from a complete line of non-ferrous metals and 
alloys you can get easily anywhere in the United States. Know me now? 


I’m solder, of course. Federated solder. 


And each Federated solder is but one of a tremendous family of “joiners”. 
yor yj 

Federated solders are supplied in all commercial forms and composi- 

tions. Federated solders are made to fit the job—to provide low-melting, 


quick-freezing, a specific plastic range, or other required properties. 


This complete line is your assurance that Federated can supply you 
with the exact solder in the form you need. And Federated’s 
technical representatives are glad to help you solve industrial soldering 
problems. For information and prices, call or write 

Federated Metals Division, American Smelting 


and Refining Company at 120 Broadway, 





New York 5, N.Y., or the office nearest you. 


Chleiinloie, METALS DIVISION 


AMERICAN SMELTING AND REFINING COMPANY 








see F-E1s 
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HOW Hb SHOULD 


ale Naturally, in the interest of econ- 

omy, fastenings should be as small 
and as light as possible while satis- 
factorily doing their job. 

Chicago “Safety Plus” Socket Head 
Cap Screws are a high tensile, high 
IZOD fastening, smaller and lighter 
than ordinary hexagon head cap 
screws of equal holding power. To 
your customers this means reduction in 
product weight as well as a neater, 
sturdier construction. 

Selected heats of alloy steel, pre- 
cision workmanship and rigid inspec- 
tion assure customer satisfaction when 
you stock and sell Chicago “Safety 
Plus” Socket Screw Products. 


These Gine Products are sold only 
thre Authorized Distributors 


RL / Mi, 


1872 1947 


THE CHICAGO 





> — 






yt! 


FASTENING BE ? 





L 





CHICAGO “Safety Pies” line 
incl ° 


Socket Head Cap Screws 

Socket Set Screws 

Stripper Bolts 

Square Head Dog Point Set 
Screws 

Socket Pipe Plugs 

Keys for “Safety Plus” 
Products 


Complete line includes: 


Hexagon Head Cap Screws 

Square Head Cup Point Set 
Screws 

Headless Set Screws 

Fillister Head Cap Screws 

Flat Head Cap Screws 

Taper Pins 

Milled Studs 

Semi-Finished Hexagon 
Nuts 

Semi-Finished Hexagon 
Castellated Nuts 





SCREW. 


1026 So. HOMAN AVENUE 
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Owl’s-eye view of the wholesale 
supply counter at the Oakland Mill 
Supply Co., in Pontiac, Mich., with 
Clarence Moore and Frank Haage, 
Jr., filling pickup orders 





Fafnir Bearing Co. 
Offers Scholarships 


Annual scholarships to Yale Uni- 
versity for the sons of employees are 
being created by the Fafnir Bearing 
Co. in memory of the late Elisha H. 
Cooper, according to an announcement 
by President Maurice Stanley in a 
recent issue of the company’s news- 
paper. Each scholarship is valued at 
up to $1,000 a year and is to be used 
toward the expenses of the recipient in 
one of five engineering courses at the 
New Haven university. 

Mr. Cooper, in whose memory the 
scholarships are being established, was 
a graduate of Yale in 1892. He served 
as Fafnir’s first general manager, was 
president of the company for some time, 
and at his death last January, was com- 
pleting his 20th year as chairman of 
the board. 

The scholarships will be available in 
the following fields of engineering: Me- 
chanical, electrical, chemical, metal- 
lurgical and industrial administration. 
One scholarship will be awarded each 
year to a boy entering the Yale fresh- 
man class and he will be eligible for 
annual renewals, thus making the maxi- 
mum value of each scholarship $4,000. 


G. E. Names 
W. W. Hollo 


W. W. Hollo has been appointed Gen- 
eral Electric representative for wire and 
cable in the New York District. 

Mr. Hollo joined the company at 
Bridgeport, Conn. in 1935, after his 
graduation from Franklin & Marshall 
College, and served successively as 
stock records and back order clerk, 
order service supervisor and assistant 
to the sales manager of the Bridgeport 
wire and cable section. 
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Here’s how this system benefits you 
as an industrial user 


The distributor of industrial tools and supplies per- 
forms a very necessary function in the commercial 
economy of a nation whose industries are huge, varied 
and located over a vast area. 

He is both a gatherer and a distributor. 

He scours the earth for the things you need. He 
examines and studies them; weighs their merit and 
value; helps determine which brands will serve you 
best. Thus he becomes expert on selection, application 
and proper use. He stocks or warehouses countless 


° 
« te, 
ad U.8. A. 


NICHOLSON FILES 


NICHOLSON FILE CO. ¢ 42 ACORN ST., PROVIDENCE 1, RHODE ISLAND 


(in Canada, Port Hope, Ont.) 


from an advertis 
The text below is reproduced It is still our 


nee anes © qe tne leading industrial 
re’ 


your customers. 


items — and patiently awaits your pleasure as to when 
you may want how much of what. 


He takes over sales, credit, delivery and other services 
which, if handled by the manufacturer himself, would 
increase the latter’s supplying costs — and consequently 
your purchasing costs. 


Yes, your industrial distributor does these and many 
more things in both your and the manufacturer’s behalf 
which it would be uneconomical for either to do 
independently. 


The more support he gets — from both manufacturer 
and user — the more useful he becomes to all concerned. 
Nicholson believes firmly in this policy. 


> 


for every purpose 
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"| AMT. 
OF RISE | 






Initial cost 


|LOAD TO BE 
LIFTED 


EASE OF CONTROL OF 
OPERATION | SPEEO OF RISE | LOWERING 


SPECIAL PURPOSE JACKS 





















TYPE 
OF JACK 


Trip Type 
Ball Bearing 
Journal 
Hi-Speed 
Hydraulic 
Two Speed 
Hydraulic 
Cable Reel 
(Screw) 








Telescopic 





Lowering 
Ratchet 



























X Push-Pull 


Light 
1-15 tons 
Medium 
15-50 tons 
Heavy 
35-100 
low 
to 7” 
High 
Over 7” 
Under 


x, 
\ 
XIN 
NIN] |S ISIS TN Speea'Satery 
S 
* 


XS 





XIN 

































NIST 
ININIS 





| 
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NINISISISS 
NINISUSIS 
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Variable 
Control 





Very Fast 


V 








Fast 


Slow 
Can Be 











Moderate 





Easy 








Smooth 
and 
VeryE 

























































Se] siwvsidsd 3 
B12 /¢ 313 el) ele12 1243] 2 








{Space of operation refers to height of Jock closed. “Unconfined” means jacks are high and 
require room to operate. Where space is limited jacks under 15” should be used. 


*Angle of operation of Jack can be horizontal or a wide angle from the vertical. 
**Can be run up by hand to speed raising of ram. 


There are BUDA Jack models and sizes for every lifting job, 
from 5 to 100 tons. The table above shows you how to rec- 
ommend and sell the right jack for any specific lifting job. 
Check marks indicate the positive features for each BUDA 
Jack type. Send for complete descriptive literature. 


15413 Commercial Avenue 
HARVEY (Chicago Suburb) ILLINOIS 
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Carmen F. Newland 


B. F. Goodrich Names 
Newland, Chenoweth 


Carmen F. Newland has been ap- 
pointed manager of the Kansas City dis- 
trict of the Industrial Products Sales 
division of The B. F. Goodrich Co., 
Akron, Ohio. A graduate of the Uni- 
versity of Kansas, Mr. Newland has 
been with the company 20 years, most of 
his service being in tire sales. 

A new division, The Plastic Materials 
Sales Division, has been established by 
The B. F. Goodrich Co. with L. H. 
Chenoweth as general manager. The 
division will handle sales of all plastic 
materials the company handles, includ- 
ing Koroseal. 

Mr. Chenoweth, a graduate of Har- 
vard, joined the organization in 1914 
in the industrial products sales division. 
He held many executive posts in that 
field, including the managership of the 
Detroit district, merchandise manager, 
and manager of manufacturers sales. 
He has headed the company’s plastic 
materials sales since 1943 and, until 
now, this has been included in the in- 
dustrial products division. 





ARS 


we. “SS 
Bi re 


Hewitt Rubber Resumes 
Maltese Cross Hose 


Production of its top brand Maltese 
Cross fire and chemical hose has been 
resumed by the Hewitt Rubber division, 
Hewitt-Robins, Inc., after being with- 
held from manufacturing during the 
war because of government restrictions 


| on the use of premium quality mate- 


rials. J. H. Hayden, vice-president in 
charge of sales, reports that the lifting 
of government restrictions and _ the 
availability of special long staple cot- 
ton necessary to produce the high ten- 
sile duck has enabled the company to 
reinstate the pre-war brand of hose. 


LUMI 











— -— - *® = © 4 


I 
‘ 











Pe 
4 
le 


we. 


[=a fF 





UMI 


YOU WIN 2 WAYS 


with CARBOLOY 


FIRST, carbide users know they 
can rely on Carboloy* depend- 
ability when it comes to low-cost, 
high-quality performance in 
cemented carbides. Satisfied 
carbide users (your customers) 
come back:. . . again and again. 
They know they can depend on 
prompt deliveries from local 
stocks ... and... they benefit 
from Carboloy Sales and Service 
engineering aid. You win with 


Carboloy! 


SECOND, when your customers 
see how Carboloy Standard Tools 
reduce metalworking costs—make 
money for them—they turn to 
you for production savings in the 
other lines you carry. YOU bene- 
fit from additional sales. You win 
again—with Carboloy! 


Sigpeize, STANDARD TURNING*BORING-FaCING 
Yo TOOLS STANDARD BLANKS » CENTERS 
[NEE «DIAMOND DRESSERS*MASONRY DRILLS ® 





When you sell from the new 1948 Carboloy Tool 
Catalog, you hold all the “Aces”. From this ONE 
CATALOG ... you can actually sell your cus- 
tomers cemented carbide tools for 60% to 80% 
of their machining requirements. 


Here is the most up-to-date catalog of carbide tools 
in the industry. Well-illustrated—full of sound sell- 
ing information—with many carbide tool applica- 
tions that answer everyday machining needs—the 
New 1948 Carboloy Catalog is the “pat” hand that 
makes you a “sales” winner. Carboloy Company, 


Inc., 11131 E. 8 Mile Street, Detroit 32, Michigan. 





CEMENTED CARBIDES 
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the original long-life 


HOT FORGED STEEL UNION 


forged from solid bars? 


IT’S NO SECRET — Worldwide industry acceptance has been given 
CATAWISSA UNIONS because dependability is built-in from start 
to finish . . . your assurance of selling complete on-the-job satis- 
faction with every order ! 






He Designed to insure o perfect seal— 
even when the pipe is net perfectly 
aligned | 


FORGED 
Get the complete THERE SA CAT pee NDUSTRIAL 
on BUA LETIN 105 STEEL UNION os i. — LONG, DE- 
E--E a B SERVICE! 


CATAWISSA VALVE & 
FITTINGS COMPANY 
CATAWISSA, PENNA. 


Western Division Office 
Tulsa, Oklahoma 
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W. W. Statom and Owen Gunn 
check In supplies at Tornado Sup- 
ply Co. of Anniston, Ala. 





Wholesalers Association 
Re-Elects J. Kolodny 


A fighting attack on spiraling prices 
is promised by Joseph Kolodny, re- 
cently re-elected president of the Na- 
tional Association of Wholesalers. Mr. 
Kolodny told delegates attending the 
First Congress of Wholesalers that it 
is essential to mobilize all wholesale 
trades in support of the government’s 
war against inflation. 

Members who are to serve on the 
board of trustees for the ensuing year 
also were elected by the Congress. Other 
speakers on the two-day program in- 
cluded the Hon. David K. Bruce, As- 
sistant Secretary of Commerce in 
charge of Foreign and Domestic Com- 
merce, U. S. Department of Commerce; 
the Hon. Alfred Schindler, a former 
Under Secretary of Commerce; and 
Chester C. Kelsey, Executive Vice-Presi- 
dent of the Association. 








Reading Foundry & Supply Co., 

Reading, Pa., has moved into its 
new, larger quarters at Chestnut 
and Seventh Sts. The building has 
been remodelled and abuts a rail- 
road siding. 


| UMI | 
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BLACK ARROW 


4ock CG O11 


brought to you by the makers of famous 
“HOLLOW AIR” spray equipment 


THE 


“FIBR- 
|—6hGUn 


Flock-finishing of metal, wood, paper, cloth and plastic 


A mn gen CW 
















surfaces by industry is fast-becoming BIG business! Get 










in on it! Sell your customers Black Arrow's new ‘'FIBR- 






GUN". Nothing touches it for the application of most 







kinds and types of flock—and here's why: 





FIBR-GUN handles flock from very finest up to °\" long 
without clogging. 







FIBR-GUN '‘'sensitized’’ control set-up permits user to 





quickly vary flock flow from very finest, narrow stream to 






one that’s wide and highly concentrated 







FIBR-GUN sprays flock uniformly with sufficient velocity 


for perfect embedment under any conditions 









FIBR-GUN puts flock where you want it 





in the right 





elute ali thus holding material waste to a minimum. 





FIBR-GUN equipped with 2 quart tempered gloss 






fatelaliollsl-is 






SEE YOUR 
BLACK ARROW REPRESENTATIVE NOW! 


The Black Manufacturing Co. 
1416-28 W. BALTIMORE ST. * BALTIMORE 23, MD. 


Sell the Line Beyond Compare- Sell the Line with HOLLOW AIR" 
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NEW 
VICTOR 
wall 
chart 





























Now you can give blade buyers what they have wanted for a long time — 
a big (17 x 22 inches), clearly printed wall chart in two colors that 
will tell them i” an instant what hand, band or power saw blade to 
use with what material, how to use and take care of them and how 
to get the best possible service from every blade. 


You can get the credit for giving them this new, attractive Victor wail chart 
aes good will = extra sales that go with it — ABSOLUTELY 
FREE. Your company name and address will be imprinted — also 
free — when you order charts in quantities of 50 or more. 


This sales-producing promotion piece is just one of the many reasons why 
the complete Victor line is such a money-maker. Buyers know Victor 
blades for their fast, clean cutting on metals, plastics, and on other 
non-metallics . :. know that the complete Victor line means a blade 
for every job a hack saw, band saw or power saw can do. With Victor 
behind you, you can’t help making more sales, first and last. 


Don’t put it off —our free supply of these helpful, eye-catching charts is 
limited — get yours today! Write Victor. 


VICTOR 
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SAW WORKS, INC. 
MIDDLETOWN, N. Y., U.S. A. 














R. H. Smith Joins 
Allison-Erwin Sales 


Richmond H. Smith has joined the 
outside sales staff of Allison-Erwin Co., 
Charlotte, N. C., covering the territory 
east of Charlotte, in line with the com. 
pany’s recent expansion of its wood. 
working machine lines to meet the 
growing demands of the furniture indus. 
try in the south and of a number of 
textile mills in the area which operate 
their own pattern shops. 

During recent weeks, through an en- 
larged sales promotion campaign, the 
company has been moving stocks which 
had accumulated when some small in- 
dustries ordered in excess of needs, 
Pyramiding of orders, moreover, is not 
as customary as was the case some 
months ago. 


Edward B. Gallaher 
Awarded Gold Medal 


Edward B. Gallaher, president of 
the Clover Mfg. Co., Norwalk, Conn., 
received the Crowell Gold Medal from 
the Army Ordnance Association re- 
cently for distinguished ordnance serv- 
ice. The occasion marked the 29th An- 
nual Dinner Meeting of the associa- 
tion. 

The Medal was conferred on Mr. 
Gallaher “for distinguished service in 
the advancement of our national econ- 
omy to keep America strong.” 

Mr. Gallaher is widely known as one 
of the country’s foremost authorities 
on coated abrasives, lapping and grind- 
ing compounds. The company with 
which he has been identified has held 
a prominent position in the abrasive 
industry for nearly half a century. 


Edward B. Gallaher 

















Ka 


POWERFUL ADVERTISING 
AND SALES PROMOTION! 


P-K backs distributors with one of the 
biggest advertising campaigns ever 
placed, supplies them everything 
needed in sales-aids to inform the pros- 
pect and build business. 


TO OFFER INDUSTRY 


GROUND THREAD 
SOCKET SET SCREWS! 


| FA | 
PK 
L REG. U. & PAT. OFF. 


LEADERSHIP PAYS OFF 


P-K SOCKET SCREW 


P-K pioneered Ground Thread 
Socket Set Screws——was first to 
adapt the extraordinary new center- 
less thread grinding process to quan- 
tity production of Socket Set Screws 
—first to make their many advan- 
tages available for any assembly. 


Now, with a big battery of high 
production thread grinding 
machines like those illustrated here, 
Parker-Kalon has abundant capac- 
ity to produce Ground Thread 
Socket Set Screws in quantities to 
meet any demands, And, along with 


P-K SOCKET SCREWS ARE AVAILABLE FOR PROMPT DELIVERY 


~" 
PARKER-KALON (yeceoSOCKET SCREWS 
ee 


RS 


9H A REDITED DISTRIBUT( 
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AGAIN FOR 
DISTRIBUTORS 


these outstanding production facil- 
ities, P-K has an invaluable “lead” 
in production know-how. 

That’s the kind of leadership P-K 
Distributors have learned to expect. 
Add P-K’s sound, unchanging Job- 
ber Policy, and you'll see why dis- 
tributors rate the P-K franchise as 
tops in sales and profit potential! 
Certain territories are open for 
appointment of new distributors of 
P-K Socket Screws only. Parker- 
Kalon Corp., 200 Varick St., New 
York 14, N. Y. 





floshing new addition to a famous line 


CHICAGO WHEEL & MFG. CO. 


Headquart 
a ioe 


MALL 


ers for 


SRINDING WHEELS 


Write for literature and attractive 
franchise open on all the nationally 
advertised Chicago Wheel products. 
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C. M. Scott and O. M. Teague, In 
charge of shipping at Teague Hard- 
ware, keep check on orders bound 
out to customers, 


Expansion Program 
At Teague Hardware Co. 


The Teague Hardware Co., of Mont- 
gomery, Ala., plans to expand its mill 
supply facilities and increase the size of 
its sales territory, according to G. W. 
Etheridge, manager of the mill supply 
department, necessitated by the new in- 
dustries that have moved into the terri- 
tory served by the company. 

F. L. McKnight, with headquarters in 
Thomasville, Ga., and C. S. Stephens, 
at Umatilla, Fla., are opening up new 
territory in the company’s program for 
broader sales coverage. 

John W. Wallace and R. G. Carlisle 
have been added to the inside sales 
training force. 


Railway Express 
Names Hendon 


Robert C. Hendon, a former FBI offi- 
cial, has been appointed manager of 
the newly created Prevention and Se- 
curity department of the Railway Ex- 
press Agency. Mr. Hendon will have 
full control over all matters relating to 
loss and damage problems. His duties 
will include the coordination and cen- 
tralized supervision of the company’s 
Special Agency forces and all personnel 
engaged in the prevention of improper 
packing and handling which result in 
damage claims or delays. 

Mr. Hendon resigned from the FBI 
to accept his new position. Entering 
that agency 13 years ago, he was Special 
Agent in Charge of the Des Moines, 
St. Paul and Philadelphia Field Divi- 
sions of the FBI. From 1939 he was 
attached to the FBI headquarters in 
Washington, D. C., serving as Inspector 
and as Administrative Assistant to J. 
Edgar Hoover. 





for stronger, safer assembly... 


DOUBLE 
EXTRUSION 


Double Extrusion—the manufacturing method applied The most all around satisfactory fastener you can obtain 

to fastener production through the Kaufman Process— is the Cleveland High Carbon Heat Treated Cap Screw 

works the steel with less strain and distortion to grain —a dependable fastener of maximum strength and good 

structure; toughens surface sections while preserving appearance. Its black satin-like finish has rust-resisting 

the interior ductility. Heads will not shear or crack. qualities. It’s more than worth the slight extra cost 

Size and shape are held to remarkably close tolerances. over 1020 bright screws. Write for catalog and prices. 
ASK YOUR JOBBER FOR ANI [ 


The Cleveland Cap Screw Company | CQualdg 
2917 EAST 79TH STREET « CLEVELAND 4, OHIO S 
Warehouses: Chicago and Philadelphia FASTENER 
MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 
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Bower Tapered Roller 
Bearings. have a reputation 
for superior performance 
that means customer satis- 
faction and repeat business! 

There is no sales resist- 


- @mce when you point out the Bower—1, TWO ZONE 


CONTACT for perfect alignment. 2, EXTRA DEEP OIL 
GROOVE for ample lubrication. ,ROUNDED FLANGE 
SHOULDERS to prevent noise and chipping and mirror 
smooth SUPER FINISH eliminating run-in period. 

Check your Bower stocks today and call your nearest 
Ahlberg branch. Through its branches all over the country 
Ahlberg All-Bearing Service offers you 
experience, engineering service, and 
bearings for every type of bearing ap- 
plication, as well as exclusive distribu- 
tion of Bower—the roller bearings that 
means business. 





mPANY 
"3026 WEST 47TH STREET 
CHIGAGO 32, ILLINOIS 
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Paul J. Moore 


Paul J. Moore Joins 
Crocker-Wheeler 


Paul J. Moore has been appointed 
to the newly created position of director 
of sales and engineering of the Crocker- 
Wheeler Electric Mfg. Co. of Ampere, 
N. J., a division of Joshua Hendy Corp. 
Mr. Moore has been engaged in the 
engineering and selling of electric 
motors and generators for 25 years. 

Formerly, he was connected with the 
Motor Engineering and sales depart- 
ments of General Electric Co., Schenec- 
tady. Subsequently he was sales man- 
ager of Imperial Electric Co., Akron, 
Ohio; manager of sales and engineer- 
ing of Star Electric Motor Co., Bloom- 
field, N. J. and manager of the com- 
mercial department of Watson-Flagg 
Machine Co., Paterson, N. J. 


Norton Company 
Issues Two New Films 


Postwar developments and progress 
in both grinding procedures and dia- 
mond wheels have made film on abra- 
sives obsolete, with the result that the 
Norton Company of Worcester, Mass. 
has recalled its first motion picture on 
the grinding of cemented carbides, re 
leased in 1944, and replaced it with two 
new pictures on the subject. 

One of the films has the same title as 
the old picture, “Grinding Carbide 
Tools,” and its companion film treats 
with “The Diamond Wheel, Its Care and 
Use.” The pictures can be used sep- 
arately if desired, or they can be used 
to supplement each other. 

The films, which are part of the com- 
pany’s series on “Lessons in Grinding”, 
are available for booking by distributors 
and other interested parties. 
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Hyidrs-Fio PRODUCTS 


REG. U.S. PAT. OFF. 


Each year witnesses a steady growth in both the volume and 
kind of products manufactured by the Bell & Gossett Company. 
Today, B & G Hydro-Flo Products present a complete selection 
of equipment for Forced Hot Water Heating Systems and 
Service Water Heating Systems. 

B & G Hydro-Flo Products also include Heat Transfer equip- 
ment for industrial application ... Heat Exchangers ... Pumps 
+. Refrigeration Components... Valves .. . Controls. 

You are cordially invited to visit the B & G Factory . . . see 
for yourself the modern, large-scale manufacturing facilities 
and the precision workmanship which make B & G Hydro-Flo 
Products the standard of comparison. 


BELL & GOSSETT CO. 


Dept. AH-35, Morton Grove, Illinois 


B & G Hydro-Flo Products are made in this modern plant. 


A comprehensive library of B & G literature is always avail- 
able to help you to sell, specify: and properly install B & G 
Hydro-Flo Products. 


YOU'LL FIND IT PROFITABLE TO GET FULL INFORMATION ON 
THIS WELL-KNOWN AND FAST-SELLING LINE. 
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fee TTIGATOR 


TRADE MARKS 216 —— & PAT OnE 


-for cutting all wide belts 
(except those containing = 
metal) up to 60” wide by 

1144” thick. 




















Here is a simple type of belt cutter that makes it an easy job 
to cut wide belts — it’s the new Alligator Wide Belt Cutter. 

It is made up of two elements — the head that carries the 
blade and a T-shaped base or guide rail. To use the cutter 
as shown in the illustration, all that is necessary to do is to 
square the base up with the center line of the belt. The base 
is then nailed or clamped to the belt and the cutter is pushed 
across the belt. Each cut is made about 1” deep and the 
screw is then turned to lower the blade another 4g”. With 
several rapid cuts a belt can be cleanly and squarely cut. 

The blade consists of a long, thin, narrow strip of steel 
sharpened in a V shape. It is held in a slot in a vertical posi- 
tion in the head and vertical adjustment is accomplished by 
means of the screw. The base is made in four lengths for 
24”, 36”, 48” and 60” belts. 

Here is a tool that has a wide field of use for the cutting of 
both conveyor belts and transmission belts and Mill Supply 
Distributors everywhere will build up profitable volume on 
it. Its distribution will be backed by an extensive advertising 
program which will soon get under way in a wide group of 
business papers. 


Eylletin No. BC 350 gives all the details 
on this new cutter. 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington St., Chicago 44, Ill. 


Also sole manufacturers of Alligator Steel Belt Lacing 
for transmission and conveyor belts. Alligator V-Belt 
Fasteners and Flex V Fasteners for V-Beits. Flexco HD 


Belt Fasteners and Rip Plates and Hinged Flexco for 
fastening and repairing conveyor belts. 
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W. H. Rostock, maintenance engi- 
neer of Hammermill Paper Co., 
tries out a flexible shaft grinder in 
the display room of H. P. Weller 
Supply Co., Erie, Pa., as John Hel- 
wege, salesman, looks on. 





Victor Mfg. Acquires 
New Building 


The Victor Mfg. & Gasket Co. has 
acquired an additional building at 
3636 Iron St., Chicago, for the storage. 
assembly, packaging, shipping and mer- 
chandising of the 90,000 items manu- 
factured by the company. The five-story 
structure has floor space of approxi- 
mately 200,000 sq. ft.;. railroad tracks 
on two sides, and six platform openings 
for trucks. 

By moving its storage and shipping 
operations. the company will now be 
able to devote all of the original plant 
at 5750 W. Roosevelt Rd. to manufac- 
turing. 


W. G. Gronbeck, Jr. Joins 
American Mfg. Co. 


Walter G. Gronbeck, Jr., has joined 
the Metropolitan Sales staff of Ameri- 
can Mfg. Co., Brooklyn, N. Y., cordage 
makers. Formerly Mr. Gronbeck was 
with the Lucas Paint Co. During the 
war he served with the U. S. Coast 
Guard. 





D. E. Browning, of Montgomery & 
Crawford, Spartanburg, 8S. C. dis 
tributors, checks company catalogs 
with Luther Pye. 
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@ Better dealers everywhere 
recommend and sell nation- 
ally-advertised Circle © Bolts. 
They know from experience 
that these quality bolts build 


customer-confidence and 


profitable repeat business. 
Make 1948 a better-business 
year by recommending and 
selling dependable Circle 


Products. 


(B) BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N. Y. - SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 
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Belting is a big item in brick and clay plants—miles of 
it are used in, and are essential to, the efficient 
operation of cutters, pugmills, conveyors, bucket 
elevators, feeders, crushers, and other equipment. 


Yet this industry is only one of many markets for 
VICTOR belting. Others also have found VICTOR 
preferable for long-lasting service and efficiency in 
conveying, elevating and power transmissions 

. .. industries too numerous to list. 


Coverage doesn’t stop with industry-wide use and 
acceptance. The jobber handling VICTOR is thoroughly 
backed by the most complete line of textile belting 

in America. No chance of, “Sorry, haven’t got it,” 

when handling VICTOR. 


Loyalty is captured also with the first sale of VICTOR. 
In toughness, durability, in continuous maintenance-free 
performance, VICTOR sells your customers for you, 
year after year. Repeat business is assured. 


Sign up with VICTOR for more sales... for a reliable 
sales producer wherever belting is used. 


@s3s21 
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H. W. Vine 


H. W. Vine Joins 
Gorman-Rupp Co. 


H. W. Vine has been appointed man- 
ager of industrial sales for the Gorman- 
Rupp Co., pump manufacturers of Mans- 
field, Ohio. Mr. Vine will direct the 
company’s sales program in the indus- 
trial field. 

Mr. Vine’s career in the field has been 
highlighted by sales executive positions 
he has held with Fairbanks-Morse & Co, 
as sales engineer for some 30-odd years 
and with the Weinman Pump Co. of 
Columbus, Ohio as sales manager for 
12 years. For the past year he has been 
general sales manager of the Carver 
Pump Co. of Muscatine, Iowa. 


Stephens-Adamson 
Promotes Ostberg 


Stephens-Adamson Mfg. Co., con- 
veyor and ball bearing manufacturer of 
Aurora, Ill. has promoted A. W. Ost- 
berg to assistant manager of the com- 
pany’s merchandise division. Formerly, 
Mr. Ostberg was purchasing agent for 
the company. In his new capacity he 
will be in charge of the coordination of 
sales and production on the company’s 
line of standard boxcar loaders, car 
pullers, winches and speed reducers. 

E. K. Race has been named as the 
new purchasing agent. 


Appleton-Atlas 


In New Quarters 
Appleton-Atlas Car Mover Corp. has 
installed itself in its new location at 
1421-25 South Second St., Milwaukee 4, 
Wis. The company decided, a while 
ago, that its expanded business re 
quired increased capacity and shipping 
facilities, hence the construction of & 
new building. Harvey M. Peterson is 
general manager of Appleton-Atlas. 
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And produces the finest in Screw Products, Shop 

Equipment of Steel and Self-Locking Nuts. 
Every step in manufacture and fabrication of 

“Unbrako” Screw Products, “Hallowell” Shop 


Equipment of Steel and “Flexloc” Self-Locking 


Nuts is carefully controlled and accurately 


4 ALL()WE LL checked with the latest and most modern test- 


ing equipment . . . and these products are made 
to sell and stay sold, make friends and assure 
repeat business that means more profits to you. 

Write for information about these products. 


FLE;.Loc “Unbrako” and “Hallowell” Products are 


sold entirely through Industriel Distributors. 


R 44 YEARS IN BUSINESS 


STANDARD PRESSED STEEL CO. 


OWN, PENNA. BOX 519 
- INDIANAPOLIS - ST. LOUIS » SAN FRANCISCO 
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Wlate EVERY BRANCH PIPE 
OUTLET A SALES OPPORTUNITY 


@ Regardless of how the branch pipe is to be attached — 
butt-welded, socket-welded or threaded—there is a sales 
opportunity for WeldOlet Fittings. 


These unique fittings are designed expressly for making 
branch pipe outlets. It is only necessary to cut a hole in the 
run pipe, weld the fitting securely in position over the hole and 
then attach the branch pipe. 


In addition to simplifying the job of making branch pipe out- 
lets, WeldOlet Fittings provide full pipe strength at the joint 
and improve flow conditions. 


With features like these, you can readily see how easy these 
fittings are to sell. Write today for the new WeldOlet Catalog 
and distribution policy. With WeldOlet Fittings in your line, 
you'll be able to increase your welding fitting sales volume. 


Forged Fittings Division 
BONNEY FORGE & TOOL WORKS ° 645 N. Meadow St., Allentown, Pa. 


- THREA 


WELDOLETS 
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Know the 
Answers 
to quiz on page 97 





ANSWERS: 
1. Ripping saws and narrow band saws, 


- It has low rigidity. 


2 

3. True. 
4. The width of cut. 

5. True, because of the minimum waste 
of expensive material. 


6. (a) 100, (b) 150, (c) 250, (d) 
300. 


7. True. On these two materials band- 
saw blades have been clocked at speeds 
of 1,800 fpm. 


8. (a) regular alternate type, one bent 
right, the next left, or (b) with alter- 
nate and center set, in which one is 
bent right, the second left, the third 
straight in the center. 


9. The greater the feed the wider and 
heavier the saw must be to stand it. (b) 
the smaller the radius of the curve to 
be cut, the narrower the saw must be. 


10. (a) 34 radius, (b) 3-in. radius, (c) 
8-in. radius. 
11. During the night the blade cooled, 


the winter cold got at it and the blade 
contracted and snapped. 


12. False. The lower the speed you 
should recommend. 


13. Cold-rolled, machinery, nickel and 
structural steels. 


14. To reduce friction. 
15. Four to eight lbs. pressure. 


16. To withstand bending around the 
machine’s wheels and twisting through 
the guides. 


17. (a) that the blade should run dead- 
true, (b) that it should saw true, (c) 
and that it should saw as swiftly as 
the job requires. 


18. (a) by width of blade in inches, 
(b) number of teeth points in one inch, 
and (c) the length of the blade in feet 
and inches. 

19. (c) 10,000 lb. per sq. in. of cross 
section. 

20. Re-saws, where 8,000 lbs. is suffi- 
cient. 

21. That the three-tooth saw will cut 


faster, and that maintenance time and 
cost is cut down, with 25 percent fewer 
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teeth to file and set than in the four- 
tooth saw. 


22. (c) decreases. 


23. When the face of the tooth is un- 
dercut, so that the face angle is less 
than 90 deg.—that’s hook. It improves 
the cutting ability of the teeth on curved 
or irregular shaped work, cutting either 
with or across the grain. 


24. So that in running the band-saw 
through the setting machine there will 
not be an odd tooth that has to be left 
unset. 


25. (a) What make of machine? (b) 
Character (and cross-section, if possi- 
ble) of the work to be cut? (c) What is 
the speed of the machine in feet per 
minute? and, (d) Whether it will be 


wet or dry cutting? 


SALES HELPS 


FIRE EXTINGUISHERS——A new catalog 
section on the company’s line of hand 
carbon dioxide fire extinguishers, for 
use both in industry and the home, de- 
scribes construction of the extinguish- 
ers and gives specifications, including 
total weight and type of nozzle connec- 
tion.—The B. F. Goodrich Co., Akron, 
Ohio. 


METAL TUBING CIRCUITS—An author- 
itive handbook on the selection, sizing, 
layout and installation of metal tubing 
circuits, called the Tube Fitter’s Man- 
ual, makes available in printed form 
basic data underlying the specialized 
techniques required for the design and 
speedy installation of long-life, leak- 
proof systems.—The Parker Appliance 
Co., Cleveland, Ohio. 


ROTARY HOLE SAWS—‘“The Hole 
Story,” title of a new and interesting 
brochure, describes the many uses of 
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Bonney 


FORGE ANO Too. WORK 


ALLENTOWN + PENNSY LVANIA 


Tool 
nada: Gray Bonney 
mak peer tla. Toronto 


Bonney’s national advertising is 
aimed at building sales and profits 
for jobbers and distributors of Bon- 
ney Tools. 


Cash in on this recognition by showing and talking 
Bonney Tools. 


BONNEY 


FORGE AND TOOL WORKS 
ALLENTOWN + PENNSYLVANIA 


MILL SUPPLIES © DECEMBER, 1947 





175 













_ eee —- on 


RK GLOVES 
rox PLUS protection 


| PROTECTION — HOOD Work Gloves protect 
vital hands against salt-water, slime, abrasion, 
acids, alkalies, chemicals, corrosives, solvents, 
stains and other irritants. 


DEXTERITY — Because of special curvature to fit 
natural hand-contours, dexterity is assured. 


i 


LONG LIFE—Superior vulcanization makes them still-usable when others are worn out. 
Gauntlet Model is reinforced at thumb-crotch for extra wear. 


COMFORT—All HOOD Work Gloves are lined with fleecy cotton flannel for added 
comfort. Keep hands safe, clean and dry. 


TWO TYPES—HOOD WORK GLOVES are available in two types: “Gauntlet” and 
“Knitwrist”. Specify “Knitwrist” for hand-protection, “Gauntlet” for hand and lower 
arm protection. Order HOOD WORK GLOVES now. Since 1934, America’s SAFETY- 
PLUS Glove. 


HOOD RUBBER CO., WATERTOWN, MASS. 


-Heeb—- 


A Division of the B. F. Goodrich Company 




















Safety 
BELT 
HOOKS 


Safest because: 


Hooks are rigidly 
held in accurate align- 
ment by patented steel 

binder bars before, during and 
after application, distributing ten- 
sion uniformly across the belt, 
assuring maximum traction and 
minimum wear. Patented 
binder bars lap over belt end, 
prevent fraying. Sizes for all belts. 
Cost no more than ordinary belt 
hooks. Write for circular. 


r Safety Lacing Machines Apply All Makes 


“SAFETY BELT-LACER CO. 


5388 N. MENARD AVE. CHICAGO 30, U. S A. 
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the manufacturer’s single and multiple. 
cut rotary hole saws for fast, econom. 
ical cutting of holes, disks, and circular 
grooves in various materials. 
Mig. Co.. Svracuse, N. Y. 


Visener 


WATER TUBE BOILER—A new 17-page 
bulletin covers the company’s Class LE 
Water Tube Boiler. Pictures and line 
drawings describe ease of installation 
and maintenance.—Henry Vogt Ma. 
chine Co., Louisville, Ky. 


OIL HOSE—A new catalog section on 
oil hose for cargo handling, a combina. 
tion suction and discharge hose, de- 
scribes its ability to withstand the 
extremely severe conditions met in 
transporting oils and gasolines.—The 


B. F. Goodrich Co., Akron, Ohio. 


BELT, CONTOUR GRINDING—Two cat- 
alog page folders describe (a) the ben. 
efits to be derived from the centerless 
belt grinding method, fully discussed 
and _ illustrated, and (b) the new 
method of contour grinding. Various 
models, profusely illustrated by in-ac- 
tion photographs, are shown with com- 
plete specifications.—Porter-Cable Ma- 
chine Co., Syracuse 8, N. Y. 


JACKS—A new revised descriptive bul. 
letin on its lever, screw and hydraulic 
jacks describes in detail the products’ 
specific features, together with specifi- 


cation charts.—Templeton, Kenly & 
Co., Chicago, Ill. 


OIL FILTER—Applications for general 
industrial and machine tool use of oil 
filters are described in a new 16-page 
catalog, profusely illustrated. It con- 
tains scaled diagrams of the many types 
of oil filters made by the company for 
industrial applications. — Purolator 


Products, Newark, N. J. 


DRILL PIPE—The story of how the com- 
pany developed its plastic-coated pipe 
for drilling oil wells in highly corrosive 
fields is told in a 22-page booklet, re- 
cently issued. There are twelve photo- 
graphs.—Spang-Chalfant Division, Nat- 
ional Supply Co., Pittsburgh 30, Pa. 


CREAMERY, PACKERS HOSEA new 
bulletin, No. 6893, describes the manu- 
facturer’s two types of Manhattan hose 
especially engineered for the severe 
uses to which creamery and _ packers 
hose is subjected—Manhattan Rubber 
Division, Ravbestos-Manhattan, Ine. 


Passaic, N. J. 
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SIMONDS 
Red Tang 
FILES 
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 . they keep your File-Costs down 


RED TANG FILES have the same basic tooth-design 
as Simonds Metal-Cutting Saws. So Red Tangs cué, instead 


of scrape... remove more metal with less elbow-grease. 
That’s why workers like them. And here’s why YOU will 
like them: They last longer . . . and deliver more and better 
work per file-dollar. Order Simonds Red Tang Files from 
your Industrial Supply Distributor, or from the nearest 
Simonds office listed below. 


BRANCH OFFICES: 1350 Columbia Road, Boston 
27, Mass.; 127 S. Green St., Chicago 7, Ill.; 416 
‘W. Eighth St., Los Angeles 14, Calif.; 228 First 
St., San Francisco $, Calif.; 311 S. W. First 
Avenue, Portland 4, Ore.; 31 W. Trent Avenue, 
Spokane 8, Washing Canadian Factory: $95 
Sc. Remi St., Montreal 30, Que. 
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SAW AND STEEL CO. 
FITCHBURG, MASS. 


Other Divisions of SIMONDS SAW AND STEEL CO. 
making Quality Products for Industry 








SIMONDS Suggs 

















BUILD ON THIS 
fam) 3-PLY / 
PLATFORM - 


Emergency ‘“‘peaks’* and daily 
routine operations are both alike 
to Celfor Tools: and their crisis 
stamina is the best assurance that 
they will handle ordinary work so 
quietly that you quickly take them 
for granted. 

Champion’s strength, accuracy 
and staying power are built into 
Celfor Twist Drills, Reamers and 
Carbide Cutting Tools—built in by 
Clark’s extraordinary wide and varied 
experience in serving many indus- 
tries; by Clark’s engineering that led 
the way to many tool improvements: 
by Clark’s changeless belief in fine 
workmanship. 

It’s a good platform, three-ply, sub- 
stantial—Celfor Tools. 


Send for the Celfor Catalog—brings 
you complete specifications; and an 
invaluable Engineering Data sec- 
tion—28 pages of solid **meat.”” 





CELFOR TOOLS 


Division of CLARK EQUIPMENT COMPANY 
BUCHANAN, MICHIGAN 
OTHER PLANTS — BATTLE CREEK, JACKSON, BERRIEN SPRINGS, MICHIGAN 





Products of CLARK ¢ TRANSMISSIONS ¢ ELECTRIC STEEL CASTINGS 
AXLES FOR TRUCKS AND BUSES « AXLE HOUSINGS « BLIND RIVETS 
INDUSTRIAL TRUCKS AND TRACTORS « HIGH-SPEED DRILLS AND REAMERS 
METAL SPOKE WHEELS e GEARS ANDO FORGINGS & RAILWAY TRUCKS 





Prices on CLARK products will not be advanced in excess of increased costs. 
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RETAINERS, PUNCHES—A new edition 
of the manufacturer’s catalog covers 
Hercules Retainers and Interchangeable 
Punches. Known as Catalog No. 99, the 
catalog includes photographs and blue. 
print type drawings with specifications 
and prices—Whitman & Barnes, De- 
troit 16, Mich. 


REAMERS, BORING BARS— And a wide 
variety of special cutting tools are fea- 
tured in the company’s new catalog No. 
48. Profusely illustrated by photo- 
graphs and white blueprints for easy 
reading, the catalog contains a wealth 
of engineering data for the tool user, 
buyer and engineer.—W etmore Reamer 


Co., Milwaukee 8, Wis. 


PLATFORM TRUCKS—A 12-page cata- 
log No. 624 describes and illustrates 
steel platform trucks and similar mate- 
rials handling equipment and factory 
furniture.—Standard Pressed Steel Co.. 
Jenkintown, Pa. 


RUBBER FOOTWEAR—A new catalog 
section on its line of industrial rubber 
footwear describes construction of boots. 
rubbers, gaiters, work shoes and pacs 
and outlines their particular functions 
in industry—The B. F. Goodrich Co., 
Akron, Ohio. 


BALL BEARINGS— A new catalog on su- 
per-precision ball bearings built to 
ABEC 7 tolerances with special em- 
phasis on their use in spindles, work 
heads, boring heads, live centers and 
the like—The Fafnir Bearing Co., New 
Britain, Conn. 


BRUSHES—A new three-color brushing 
catalog is designed to simplify selection 
of the best brush for the individual job. 
contains 76 pages, is profusely illus- 
trated with industrial brushing opera- 
tions and describes the manufacturer's 
complete line of power, paint, varnish 
and maintenance brushes.—The Osborn 
Mfg. Co., Cleveland 14, Ohio. 


DISC WHEELS—A four-page folder de- 
scribes and illustrates many of the uses 
of the company’s raised hub disc wheels, 
commonly referred to as “Hat Wheels.” 
—Bay State Abrasive Products Co., 
Westboro, Mass. 


STEAM HOSE—A new descriptive folder 
on Ajax and Conserve brands of the 
company’s steam hose, stressing “job- 
engineered” features, has just been is- 
sued. Recommendations for the use of 
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PERERUD FIT 


in the hand 
and on the 


nut | 





BOX AND OPEN END WRENCHES 


There’s something i in the way these superlative tools fit into the hand . 
something in their lightly balanced feel of strength that makes mechanics 
more certain of their work. 

Pick up one of these fine wrenches. Set the precision broached box end 
or accurately milled open end jaws on the nut. Note the sweet, clinging 
fic. . . sign of famous New Britain precision. Now, pull! ... and feel 
through slim shanks of forged alloy steel the no-slip tug at the work! 
Positive knuckle and job insurance . . . that’s what New Britain gives you 
to sell with these superior hand tools. 

Every New Britain box end, open end or combination type wrench, in 
the full range of standard sizes, is engineered for slimness to reach and work 
with ease in those “hard-to-get-at” places. New Britain manufactures them 
with one eye on your customers’ jobs, crams them with utility that marks 
them unmistakably as part of the famous money-making New Britain line 
of Greater Strength — better Fit . . . today’s highest quality ‘hand tools! 
The New Britain Machine Co., New Britain, Conn. 
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TO OUR DISTRIBUTORS 


This advertisement is one of a 
series being run in publications 
reaching more than 100,000 file 
users each month . . . including 
your own customers and prospects. 





users report AMERICAN SWISS 


Swiss-pattern files save as much 
oF 


as 30% of filing costs on intricate 








or accurate filing jobs. 





—— 





Tool and die makers and machinists do faster, better filing 
with these precision tools because of their clean, sharp, 
accurately cut teeth, their long filing surface, their uniform 
hardness, and the wide range of selection that assures the 
right file for every job. 


Buy From Our Authorized Distributor 
American Swiss File & Tool Co., Elizabeth 1, N. J.. 


ASK FOR THEM BY NAME 


NOU Ci D>WIhS Kx 
SWISS PATTERN FILES 









180 MILL SUPPLIES * DECEMBER, 1947 








each type are included—Hewitt Rub- 
ber Division, Hewitt-Robins, Inc., Buf- 
falo 5, N. Y. 


SOLDERING IRONS—A page folder de- 
scribes the manufacturer's line of sold- 
ering irons, the types of plants in which 
they are used and their applications.— 
Hexacon Electric Co., Roselle Park, 


N. J. 











Samuel R. Slaymaker I! 


S. R. Slaymaker II 
Joins Company Ad Staff 


Samuel R. Slaymaker II has joined 
the sales promotion and advertising 
staff of Slaymaker Lock Co., Lancaster, 
Pa. Mr. Slaymaker is a son of the com- 
pany’s president, S. C. Slaymaker, and 
a grandson of the founder. 

Mr. Slaymaker joins the company 
after two years study abroad, where he 
majored in History at Corpus Christi 
College, Cambridge University. During 
the War he served as a gunner-radio 
operator on a B17 bomber attached to 
the 8th Air Force in England. For 
making 26 missions over Europe he 
was awarded a Presidential Unit Cita- 
tion and Air Medal with Four Oak 
Leaf Clusters. and a European Theater 
Ribbon with Four Stars. His fourth Oak 
Leaf Cluster resulted from a bombing 
raid on Merseburg, Germany where the 
giant synthetic oil works were the tar- 
get. Fifty-six bombers were shot down 
on this raid, and Mr. Slaymaker’s plane 
returned to its base with two motors 
shot out, guided only by radio fixes. 
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MANY USES THROUGHOUT INDUSTRY FOR 
MILWAUKEE sreez wire SCRATCH BRUSHES 






®@ Adaptable for cleaning narrow surfaces 
and for work on shaped metal parts. 
Used also for small weld cleaning jobs. 


@ Excellent painters’ tool for removing dirt, 
paint, and general cleaning preparatory 
to painting flat surfaces. Also good tool 
for general industrial cleaning purposes. 








e These “tools” are today as always, of finest quality. They 
© Heavily filled unit for extra-tough clean. are manufactured and inspected to rigid standards insuring 

ing jobs on flat surfaces. long service to your customers. We are in position now to 
give you excellent service on this line. 

MILWAUKEE Steel Wire Scratch Brushes have brush backs 
of sound hardwood lumber free from defects—are made with 
the finest quality tempered steel wire—have individual holes 
‘ Digit. iba! generously filled with wire, insuring maximum service life. 
© Rocker or curved back style used on flat These “tools” are used for Brushing Metal Parts, Fittings, 

surfaces — easy grip — minimum effort. Welded Parts, Pipe Threads, Tires, Tubes, Battery Terminals, 
etc.—for Cleaning Small Castings, Tanks, Drums, Machinery, 
Tools, Meat Blocks, Ironwork, Stone, Brick, etc., for Removing 
Rust, Scale, Weld Spotter, Ships, Borings, Paint, Varnish, Dirt, 
Grease, Floor Wax, etc. 


Write for Bulletin No. 40-11 


aa | 


INDUSTRIAL BRUSHES 
for All Industrial Needs 








@ For cleaning small,  difficult-to-get-at 
places, and pipe-threads. Shaped handle 
gives easy grip. 

































THERE IS WIDE APPLICATION 
FOR MILWAUKEE POWER 
DRIVEN WIRE BRUSHES. 


These high quality “tools’’ are available in a variety 
of types and can be successfully applied to many 
production jobs. Among the results users get are 
speeded up operation and increased product quality. 
The ability, dependability, and long life of these 
“tools” is being demonstrated in some of production's 
most severe operations. 


Write for Catalog 42-61. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 


The Key to Industrial Brush Problems 


_FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNORY BRUSHES 
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Simply slip the 
sleeve over the 
cable, spread the 


— me = 


strands, insert and drive in 
the plug then apply the 


ape = 


socket. See what a solid and 
permanent joint you have 
by looking at it through the 


cen pb 


inspection hole put there 
for the purpose. 








By successfully damping vibra- 


tion, Electroline Fiege Wire Rope 
Connectors prevent crystallization 
ond wear... forestall failure .. . 
prolong the life of your wire ropes- 

But “proof positive” is in their 
use. Millions are in constant service: 
Try them. See your mill -supply 
jobber or write to Electroline— 
manufacturers of this’ well-known 
line of time and trouble saving 


wire rope connectors. 


Simplicity of application described in 
instruction sheets, ask for one! 





4121 S.LA SALLE ST., CHICAGO 9, ILL 
A Few Choice Territories Open for Distributors 
















Research Program for Johns-Manville 


The first big laboratory and _ pilot 
plant building of its ultra-modern Re- 
search Center group was unveiled re- 
cently by the Johns-Manville Corp. near 
Manville, N. J.. on the banks of the 
Raritan River. The cornerstone of the 
second building. now under construc- 
tion, also was laid. 

Among those invited to inspect the 
the 
world’s largest research laboratories de- 
voted to building materials, insulations 


project. which will soon house 


and allied industrial projects, were a 
distinguished group of scientists. re- 
search directors from other companies, 
editors and writers and the New York 
and New Jersey press. 

The new Research Center, located on 
a 93-acre tract about 40 miles outside 
New York. ultimately will be composed 
of five or six buildings, inter-connected 
by underground subways for trucking. 
grouped around a quadrangle the size 
of two football fields. A slim, new, sym- 
metrical watersphere, modern counter- 
part of the old-fashioned water tank, 
towers over the scene. 

The present 572-ft. two-story building. 
already in operation for product re- 
search and development, is known tech- 
nically as the “wet semi-works building” 
because all research and development 
involving wet processes eventually will 
be housed under its roof. It contains 
10 miniature factories or pilot plants, 
each directly connected with its own 
special laboratory, an arrangement that 
permits research projects to be carried 
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through the laboratory stage to experi- 
mental production under one roof. 

Work to be undertaken at the Re- 
search Center will include experimental 
work on transite pipe, asbestos shingles, 
asbestos fibres, asbestos-cement board. 
wood pulp board, asbestos papers, mag- 
nesia, fillers and filter aids and asphalt 
products. 

Activities at the new Research Center 
are under the direction of Dr. C. F. 
Rassweiler, nationally known research 
scientist, who planned the Center and 
has supervised its construction. He is 
vice-president for research and develop- 
ment of the company. 

Lewis H. Brown. of the 
hoard of directors, journeyed over from 


chairman 


New York to officiate at the corner stone 
“It is through no 
accident,”” Mr. Brown said in the course 
of his dedicatory remarks. “that America 
leads the world in technological ad- 
vancement. Our country’s accomplish- 


laying ceremony. 


ments can be traced to the devotion of 
American industry to research.” 

The Johns-Manville Corp. was begun 
in 1858 when H. W. Johns, roofing 
manufacturer and father of the asbestos 
industry, started out as a jobber and 
manufacturer in his little basement 
shop at 78 William St., New York. The 
company’s products now number ap- 
proximately 1,200, and to mine, manu- 
facture and sell them it employs nor- 
mally about 14,000 persons in 16 plant 
and mine locations and 80 sales offices. 
General headquarters are in New York. 
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The most widely used pipe in America... 


“NATIONAL” 


HY does NATIONAL Steel Pipe lead all others 
W in sales and use? Why have three generations 
of pipe users—plumbers, heating contractors, and 
builders—shown their continuous preference for 
NATIONAL by buying it again and again? Simply 
because for more than 60 years, and in hundreds of 
thousands, even millions of installations, NATIONAL 
Pipe has proved itself the all-round best bet for 
plumbing and heating systems. 

Constant improvement is the reason for this:— 
the use of higher quality steels, advanced manufac- 
turing processes, more rigid inspection, the removal 
of scale, increased corrosion resistance, better 
threading qualities. All these have contributed to 






UNITED STALE S sae bE 
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give NATIONAL users the greatest value for their 
pipe dollars. 

Remember, only U-S:S NATIONAL Pipe has all 
these ten advantages: 1—Consistent uniformity. 
2—Strength and ductility. 3—Easy threading and 
cutting. 4—Easy coiling and bending. 5—Strong, 
tight joints. 6—Corrosion resistance (Spellerized ). 
7—Clean, smooth surfaces, (scale free). 8—Thor- 
oughly tested. 9—Controlled from raw material to 
finished pipe. 1O—Made by the world’s largest and 
most experienced manufacturer of tubular products. 

That’s why NATIONAL — “America’s Standard 
Wrought Pipe”—leads in sales and in value. That’s 
why it is handled by leading distributors. 


NATIONAL TUBE COMPANY 


PITTSBURGH, PA. 


Columbia Stee! Company, San Francisco, Pacific Coast Distributors 
United States Steel Export Company, New York 
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A squirrel has a hard time making a living. He can't afford 
to do useless and unprofitable work. So he inspects every nut 
he picks up. If he gets hold of a bad one, he throws it away. 
The plumber or steam-fitter doesn’t have to inspect “K™ fittings. 
Bad ones are thrown away at the factory, saving work and grief 
which would result from misalignment, leaks. cal]-backs. 

So it’s an act of kindness for suppliers to sell “K” fittings to 
their customers. 


®@ Standard and Extra Heavy Cast- 
Iron Screwed Fittings 


@Standard Flanged Cast Fittings 


®@ Standard and Extra Heavy 
Companion Fittings 
® Drainage Fittings 


* CATALOG ON REQUEST 


KUHNS BROTHERS CO., Dayton 1, Ohio 




















PRECISION FITTINGS 








COMBINED MARKET FACILITIES at Molle- 
able Iron Fittings Co., Branford, Conn., and 
at Kuhns Bros. Co., Dayton, Ohio. 
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OBITUARIES 





| George W. Curtis, Sr. 


Supply Co. President 


George W. Curtis, Sr., president of 
the Curtis Supply Co.. Inc., Buffalo, died 
recently at the age of 65. 

Associated originally with the Buf.- 
falo firm of Whittet, Barrett & Co.. Mr. 
Curtis partner and, even- 
tually, president. The firm, now lo- 
cated at 68 Washington St., deals in 
mill supplies for wholesalers, jobbers 
and engineers. 


became a 


James Esiyn Horne, 


Farquhar Machinery Co. 


James Eslyn Horne, 47, executive 
vice-president of the Farquhar Ma- 
chinery Co., Jacksonville, Fla., died on 
October 7 at his home. 

A native of Barnesville, Ga., Mr. 
Horne had been associated with the 
company for a number of years. For 
the past seven years he made his home 
in Jacksonville. 


Howard H. Barrows, 


|G. E. Executive 


Howard H. Barrows, former manager 
of General Electric’s Oakland Lamp 
Works, Calif., died on October 12. 

Mr. Barrows had been manager of 
the Lamp Works since 1915 until his 
retirement the first of this year. He 
was associated with the lamp manu- 
facturing operations of the company 
following his graduation in 1907 from 
the Case School of Applied Science. 


Ed Meehan, 


| Atkins Pioneer 


Ed Meehan, popularly known as 


| “Hop”, died on October 9. at Indian- 


apolis, Ind. 

Mr. Meehan started working for E. 
C. Atkins & Co., saw manufacturers, 
topthing hand saws, later transferring 
to the large circular saw department 
where he worked until his retirement. 

He was 77 years of age at his death 
and had a record of 49 years service 
with the Atkins company. 


Cecil W. Machon, 
Brown & Sharpe Mfg. Co. 


Cecil W. Machon, general sales man- 
ager of the Brown & Sharpe Mfg. Co., 
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SHELDON} 


Makes ALL THREE 


If larger units of sale are what you need to raise 
your profit ratio, this line of lathes, shapers, and 
milling machines may be your answer. 


Many industrial distributors have found 
SHELDON Machine Tools— 


Easy to Sell eee ee ee Modern in design, accurate and 
universal in application, Moderate 
in’ price, 

Easy to Handle Pee et ee Crated, fully assembled, ready 

. fur use. 
eee Carry a much wider profit margin 


than many machine tools, 


Build Repeat Business. .ttetp sel! bucks, twist drills, 
taps, dies, tool post grinders, ett. 


Write for Catalog and price list. 


SHELDON MACHINE CO. Inc. 


Manufacturers of Sheldon Precision Lathes * Milling Machines * Shapers 
4232 N. KNOX AVENUE * CHICAGO 41. ILLINOIS, U.S. A. 








Sheldon-Vernon No. 3000P Sheldon TRB-S56 —_ Sheldon-Vernon No. 8000 
Horizontal Milling Machine Lothe 12” Shaper 
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S 
IT WILL PAY YOU TO PUSH 


| Here are three Belmont Packings that will illustrate to your cus- 

| tomers the extra value they can get from the Belmont brand. 
Push these items in the proper spots—Belmont performance will 
put you in line for profitable repeat business. 

















Extra sensitive to gland pressure. Offer Bel- 
mont 2 Diagonal Wedge Expansion Pack- 
ing for intermediate and low pressure 
steam rods and plungers, hot and cold 
water. The sliding rubber and duck diag- 
onal wedges make it a particularly good 
packing for worn rods. 


For rotating shafts. Belmont 754-P Centrif- 
ugal and Rotary Pump Packing has its 
asbestos yarn thoroughly lubricated and 
graphited. You can tell your customers it 
will keep soft and be easy on the shaft. 
For water, steam, oil and caustics. 


For gasoline and other petroleum distillates. 
For work where gasoline is involved, rec- 
ommend Belmont 6100. Each strand of 
high grade asbestos yarn is thoroughly 
impregnated with a special compound to 
retain softness and essential sealing qual- 
ities when applied against volatile dis- 
tillates. 


Belmont advertising this month fea- 
tures these three products. Now is the 
time to feature them in your selling. 


There is a Belmont Packing 
for Every Service 
Belmont distributors are located in every 
large industrial center, ready to give you 
prompt delivery from local stocks. 


IN THE BLUE-AND-ORANGE BOX 


THE BELMONT PACKING 
AND RUBBER CO. 


Butler and Sepviva Streets 


daliteletstislalic MP AmE ae 
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died suddenly at his home on Oc. 
tober 11. 

Mr. Machon entered the employ of 
the company in 1898 and was put in 
charge of the Cutter Department office 
in 1907. He became sales manager of 
the Small. Tools departments in 1917 
and general sales manager and assist- 
ant-secretary in 1941. 

He was president of the Brown & 
Sharpe Company and Brown & Sharpe 
of New York, Inc., subsidiaries of the 
parent concern, which includes sales 
offices in the Middle West and New 
York State. 

During World War II he served as 
a member of the WPB Advisory Com- 
mittee on milling cutters and form tools. 

Surviving are his wife, a son and a 
daughter. two brothers, a sister and 
four grandchildren. 

















Tom Noble leaves the order desk 
for a moment at Tool Sales Co., 
Detroit, to check on the stock of 
grinding wheels. 





Warns Against 
Currency, Credit Rise 


Further expansion of currency and 
bank credits must be stopped, M. S. 
Szymczak, member of the board of gov- 
ernors of the Federal Reserve System 
warned recently in an address before 
the mid-western credit conference of 
the American Bankers Association. Mr. 
Szymczak also declared: “We need to 
restrict temporarily the unessential do- 
mestic consumption of scarce goods 
that are needed for more essential pur- 
poses abroad.” 

He pointed out that a falling off in 
our foreign aid program could easily 
lead to a repetition of developments in 
1929-1933. “A complete breakdown of 
the European economy, ” Mr. Szymczak 
warned, “would be calamitous for the 
United States economically.” 














WE NEED THE EQUIPMENT 
BUT WE CAN’T AFFORD TO TIE UP 


OUR WORKING CAPITAL. 


Here's Your Customer's TOTAL Cost 
Per $1,000 Financed 


12-Month Terms 
24-Month Terms 
36-Month Terms 


Write for Catalog Insert Sheets 


All you need to put COMMERCIAL 
CREDIT’S Machinery & Equipment 
Financing Plan to work for you is a 
supply of Catalog Insert Sheets. We 
will be glad to furnish these. Naturally, 
there’s no obligation. Just write or 
phone the nearest office listed below. 


root 


Capital and Surplus 
BALTIMORE 


COMMERCIAL CREDIT 
CONPANY 


THAT'S EASY—WE’LL ARRANGE 
FINANCING AT LOW RATES UNDER 


COMMERCIAL CREDIT’S PLAN. 





"No Credit Risk—No Cost— 
No Contingent Liability! 


When buyers raise the question of 
financing, your salesmen have a 
powerful weapon ready—if they’re 
armed with COMMERCIAL CREDIT’S 
Machinery and Equipment Finan- 
cing Plan. This plan makes sales 
easier to close because it is known 
and accepted by buyers everywhere. 
Many of your own customers know 
the plan through use of it and from 
reading advertisements in business 
publications. 

Under our plan, wg finance the 
purchase of the machinery your 
customer needs. . . on liberal terms 


<82.000,000 


2, MD. 


and at low cost. You get your full 
selling price in cash. We purchase 
your customer’s paper from you 
without recourse, and you are in no 
way liable if your customer fails to 
complete his payments under the 
financing agreement. 

Your salesmen should know about 
our Machinery and Equipment 
Financing Plan... so they can use 
it effectively as a sales tool... and 
so they will have the facts when 
prospects ask about it. We’ll be glad 
to send catalog sheets that give the 
full story. Write today. 


COMMERCIAL FINANCING DIVISIONS: 


Baltimore 2, New York 17, Chicago 6, Los Angeles 14, 
San Francisco 6, Portland 5, Ore. 


OFFICES IN MORE THAN 300 CITIES OF THE UNITED STATES AND CANADA 
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CLOVER COATED ABRASIVES— in all 
grains, grades, backings of paper and 
cloth, coatings, sizes and shapes—in 
rolls, sheets, belts and discs. Also resin- 
bonded fibre discs. 





CLOVER LAPPING AND GRINDING 
COMPOUNDS—in twelve grades from 


microscopic fine to very coarse. 


When you concentrate on CLOVER 
Abrasives ...you buy at lowest prices 
and sell at maximum profit. 


Selling abrasives is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


FREE! 


Complete Handbook, 
without propaganda, 
on Coated Abrasives. 


CLOVER MFG. co., Norwalk, Conn. 


Vb btitee 


s : Pa 1. - iat ay ee 


Men of the Atwood Machinery Co. From Left: Irving Moehner, salesman; 
K. G. Wooley, sales manager; Jack Presavage, salesman; Charles Tellis, 
salesman; L. F. Atwood, president; Bill Cain, shop superintendent; Clem 
Argo, salesman; Ed Spence, store manager and C. L. Anderson, salesman. 


Greater Facilities for Atwood In L. A. 


Since it moved into its new building 
at 695 South Santa Fe Ave.. the Atwoo:l 
Machinery Co. of Los Angeles has been 
making rapid progress. according to its 
president and general manager. L. F. 
Atwood. The company specializes in 
light machinery, such as power saws of 
all types and other wood-working ma- 
chinery, together with concrete mixers 
and vibrators, floor sanding and main- 
tenance machines. abrasive belt) sand- 
ers. drill presses. portable electric 
tools and the like. 

These call for 


naturally, and the 


many accessorie-. 


Atwood company 


reports a tidy business in such items 
as eye shields, hole saws, saw blades 
and other essential tools to the logging 
and manufacturing areas of California. 
As a result, Mr. Atwood employs six 
outside salesmen on these lines, and 
three inside salesmen. 

Recent additions to the organization 
include kK. G. Woolley, sales manager. 
and Ed. Spence, store manager. For- 
merly Mr. Woolley was with the Zonne 
Electric Tool Co., Los Angeles. tor 
about eight year=. Mr. Spence was with 
the Union Oil Co. 


voing into the Army. 


previously. hetore 








x 


To boost production of industrial adhesives, coating and sealers, Minne- 
sota Mining & Mfg. Co., has opened this new $750,000 plant in Los Angeles, 
Calif., designed for “several million dollars worth of planned expansion.” 


MILL SUPPLIES © DECEMBER, 1947 








Yor 
nee 
leh 
hec 


eve 

















You'll have no trouble in meeting the fastenings 
needs of your customers when you handle the Beth- 
lehem line of fastenings. For these dependable 
headed-and-threaded products include just about 
every item your customers need. 


Bethlehem fastenings are top quality in every re- 
spect. They are made to exacting specifications, and 
have the sturdy, well-formed heads, straight shanks 
and sharp, easy-fitting threads that are so important 
to quick, efficient assembly. 


BETHLEHEM STEEL COMPANY. BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Steel Corporation 
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facts 
about 


float 
valves... / 


fj 





YOURS for the asking! 


KLIPFEL Float Valves assure reliable 
constant liquid level control. 


Over 40 years of valve selection experience is con- 
densed into the 16 pages of our Bulletin No. 344. 
Why not write for it today? 
It's yours for the asking. 















Klipfel Manufacturing Co., 
Dept. CK-12, Hamilton, Ohio 


Please send me Bulletin No. 344, without obligation. 


NAME 


TITLE 
COMPANY 


STREET 


CITY AND STATE 











DISTRIBUTED THROUGH 
RECOGNIZED WHOLESALERS 











HAMILTON, OHIO 
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Harold Forsberg 


Forsberg Surveys 
European Tool Markets 


Harold Forsberg. president of the 
Fersberg Mfg. Co. of Bridgeport, Conn., 
makers of hand tools, recently returned 
from a three-and-a-half month tour of 
Europe to observe the manufacturing 
and distribution of hand tools there 
under today’s postwar conditions. 

Mr. Forsberg visited nine countries, 
from Sweden and Norway to Italy, and 
many factories, both large and small. 
in Central Europe. Despite a fair rate 
of production he found that most tool 
manufacturing companies are from one 
to three years behind on orders. 

Mr. Forsberg visited leading jobbers 
on his trip and found, universally, that 
they hold American-made tools in high 
regard. Were it not for the scarcity of 
dollars and import license restrictions, 
he believes that the demand for tools 
abroad is so far in excess of the pro- 
duction capacities of European _fac- 
tories. the market there would accept 
huge quantities of U.S. Tools. 


Harry G. Campbell 
Joins Buda Company 


Harry G. Campbell has been named 
sales manager of the Dieselight division 
of The Buda Company. Harvey, Ill. 
The division handles sales and manu- 
facture of Diesel electric and gasoline 
electric generator sets. 

Mr. Campbell’s past experience. in- 
cludes 15 years with the Westinghouse 
Electric & Mfg. Co. at Pittsburgh in the 
sale and manufacture of generator sets: 
a manufacturer's 
representative handling the sale of en- 
gine generator sets in the states of Illi- 
nois, Kentucky and Arkansas. 
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| a 
(reetings of the season Xa 


to all Delta distributors and their men — 





from the makers of Delta’ Machine Tools 


gg To all of you from all of us here at 


pee Delta go our sincere wishes for your 


aan holiday season ever. 
The year just ending has been mutually kind: 


We have been able to gradually improve our 


ability to supply your requirements. 


You have done a productive job of digging for 
business on the Delta Machine Tools that we have 
been in a position to deliver—and you have patiently 
understood our problems on machines in short sup- 


ply. For both, thank you. 


The year ahead should be even better, as our pro- 


duction steps up... and as new Delta machines 


(recently introduced or to be introduced in the future ) 
open up new sales opportunities for you. 

The Delta market is always active. That's because 
Delta provides a diversity of machines and accesso- 
ries — for a diversity of applications and operations 
on a wide variety of materials. 

In this way, Delta provides a winning combina- 
tion, to help make the new year a happy and pros- 


perous one for you. 


Cordi ily, 


DELTA MANUFACTURING DIVISION 


(L Pinolhin. 


R, P. Melius 
Director of Sales 








® 
General Sales Office 


DELTA ‘MANUFACTURING DIVISION 


LY. ROCKWELL MANUFACTURING COMPANY 
mn MILWAUKEE 
6 NORTH MICHIGAN AVENUE, CHICAGO 2, ILLINOIS 


1, WISCONSIN 


*Trade Mark Reg. U.S. Pat Off. 
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6 SETS 


OF BEARINGS 


TIMES THE 


Hex Dressers 


Six-hole bearing blocks make 
this item easier to sell 


The Desmond Hex Dresser, with the 
six-hole hardened steel bearing blocks 
in the head, is the most durable me- 
chanical dresser made. Six sets of 
bearings multiply service life six times 
and eliminate wear on the handle. 
Made in five sizes. 

Desmond makes the only complete 
line of grinding wheel dressers on the 
market. To you, this means selling 


THE DESMOND-STEPHAN MFG. 








SERVICE 






the right tool for every job... and, 


in turn, providing your customers with 
the means of getting better perform- 
ance and longer life from their grind- 
ing wheels. 

Stock Desmond Dressers and Cut- 
ters—cash in on the resulting, steady 


repeat business. 


COMPANY e URBANA, OHIO 








r 


the only complete line of grinding wheel 


DRESSERS & CUTTERS 


. 











4 
BALL BEARING 








++ 


ODD « 


SIMPLEX 


REVOLVING DIAMOND HAND TOOLS WHEEL TYPE 
DRESSERS CUTTER TYPE DRESSERS AND NIBS DRESSERS § STEEL-SLIDE VISES 
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Lawrence Harrison, on the receiv- 
ing desk at Carolina Supply Co., 


Greenville, S. C., checks out an 
order with shipping clerk Caswell 
E. Arnold. 





Price Rise Rumors 
Denied By Distributors 


Rumors of impending price rises in 
durable goods products are completely 
New York 


far as his 


unfounded, in the view of 


industrial distributors. So 
is concerned, declares D. C. 
Brothers, 15 


and do not 


company 
Stage Jr. of 
Park Row, “ 


expect any large price increases 


Patterson 


do not see 
not 
enough to speak about.” 

Other distributors are equally posi- 
tive about stabilization of durables 
goods prices at present levels. They look 
for prices to continue at present levels 
for six months, perhaps more. 

Inventories on many supply lines, 
distributors in the area report. are just 
beginning to get back to normal. One 
that for the 


first time in a good many years he can 


distributor cites the fact 


offer a complete stock of portable elec- 
trical tools of almost all types, avail- 
able for immediate delivery. As a re- 


sult. his portable electric tool depart- 


ment salesmen for the first time can 
start trving to “sell them something 
more.” 








Percy J. Edmonds, secretary, Penn 
General Supply Co., Pittsburgh, Pa.. 
and Neil R. Chapman. Pittsburgh 
manager for L. H. Gilmer Co. 











DISTRIBUTORS 






LONG LIFE 
LINE 


... IS A PROFITABLE LINE 
that SELLS FAST and STAYS SOLD 





Every product in the line gives dependable, 
trouble-free service . . . makes profitable 
friends . . . assures a steady, repeat 
business. 


Our engineering facilities, sales promotion 
activities and consistent business paper 
advertising eases your sales efforts. 


Investigate this Long Life Line. . . it’s a 
Quality Line developed through more than 
90 years’ experience in the design, manu- 
facture and application of Power Transmis- 
sion Equipment. Some profitable terri- 
tories are still open. Write for details, 
today. 








BRANCHES BOSTON, MASS NEWARK. N. J PITTSBURGH, PA CLEVELAND, OHIO DETROIT, MICH 
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Because Naylor is the one light-weight pipe built to 
handle jobs normally requiring heavier-wall pipe, you 


can recommend it profitably for high as well as low 








pressure service on many applications. Sizes from 4 to 
30 inches in diameter with all 
types of fittings, connections and 
fabrications. 


NAYLOR PIPE COMPANY 
1253 East 92nd Street ¢ Chicago 19, Illinois 
New York Office: 350 Madison Avenve « New York 17, N. Y. 
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F. A. Hipp, vice-president of Tex- 
tile Mill Supply demonstrates 
proper pipe racking to Tom San- 
ford, new salesman with the North 
Carolina distributors. 


Tom Sanford Joins 
Textile Mill Supply Co. 


Tom Sanford, formerly with the State 
Department, has been added to the 
| sales staff of Textile Mill Supply Co., 





Charlotte, N. C. and Bill Freeman, re- 
cently out of the Army, is in training 
| as an inside salesman in recent com- 
| pany changes inaugurated to keep 
abreast of the steady climb in mill 
supply sales now that southern textile 
mills are back into full production. 
Mr. Sanford attended the North Caro- 
lina State College, majoring in textile 
engineering. He will cover the eastern 
part of the two Carolinas. 


| Revised Issue On 
| Grinding Wheel Practice 


| The National Bureau of Standards 
| announces that a revision of the Simpli- 

fied Practice Recommendation for 
| Grinding Wheels has been approved for 

promulgation and is now available in 
printed form. Copies of the new issue, 
which is designated R45-47, may be ob- 
| tained from the Superintendent of Doc- 

uments, Government Printing Office, 
| Washington 25, D.C., at 15 cents per 
| copy. A discount of 25 percent from 
| 
of 100 or more copies. 

R45-47 represents a _ considerable 
change from the superseded issue, A 
number of shape-types have been added, 
and an outstanding change, is a greatly 
improved _ use-classification. | These 
changes facilitate the selection of a 

wheel of suitable size, shape and bond 
| for practically every present day need. 
It is copiously illustrated and should be 
of considerable value to machine de- 
signers and others charged with the se- 
lection of suitable and safe grinding 
wheels for various industrial purposes. 





| the list price will be allowed on orders 





A NORTON DISTRIBUTOR 


Can Sell Wheels for Every Grinding Job 












































Internal Wheels— 


A complete line of small, accurately made wheels for modern auto- 
matic internal grinders as well as for tool room use. Especially effec- 
tive for internal grinding are wheels of the new 32 ALUNDUM 
abrasive. 


Diamond Wheels— 


Three types of Norton Diamond Wheels—Vitrified, Resinoid and 
Metal Bonded—plus the Crystolon vitrified wheel to meet all require- 
ments for grinding carbide tools. 


Tool Wheels— 


Wheels for steel and steel alloys that cut fast and cool, have long 
life and require few dressings because of the new 32 ALUNDUM 
abrasive and B-E bond—two patented Norton features. 


Cut-off Wheels— 


Wheels of Alundum and Crystolon abrasives in resinoid, rubber and 
shellac bonds for the quick and economical cutting of metallic and 
non-metallic rods, bars, tubes and other shapes. 


Cylindrical and Centerless Wheels— 


Wheels of Alundum, 19 Alundum, 38 Alundum, 57 Alundum and the 
sensational new 32 Alundum abrasives for grinding steels and steel 
alloys; and Crystolon abrasive for gray iron and the non-ferrous 
metals, 


Surfacing Wheels and Segments— 


Straight, cup and cylinder wheels and segments for all types and 
makes of surface grinders. Especially effective for surface grinding 
are wheels and segments of the new 32 ALUNDUM abrasive in both 
regular structure and Open Structure. 


Disc Wheels-— 


Sizes and types of mountings for all kinds of disc grinders in a variety 

of abrasives and bonds—including 57 Alundum abrasive and B-5 

resinoid bond, an outstanding combination for many jobs. 
Foundry Wheels— 


Available in the new B-5 and B-7 resinoid bonds and rubber bond 
for high speed operation—vitrified bonded for speeds up to 6000 
s.f.p.m. 


Mounted Points— 
Spindle mounted wheels and points in a wide variety of sizes and 


shapes for die shops and tool room, and for deburring operations. 


Grain for Polishing and Tumbling « Rubbing Bricks © Honing and 
Superfinishing Sticks © Norbide Dressing Sticks 


NORTON COMPANY e¢ Worcester 6, Mass. 


NORTON ABRASIVES 
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UMP NOTES by DEMIN 





*Motor-Mount” Centrifugal Pumps 


Adaptable to many specialized demands in a wide 
diversity of industries. Deming “MOTOR-MOUNT” 
Centrifugal Pumps are good volume producers for 
Distributors’ Salesmen. 







Their compact design simplifies installation wher- 
ever space is limited. They can be mounted in a 
vertical or horizontal position. Their efficiency 
rating is high in relation to their small size, 


Casing is the volute type, suitable for 100 pounds working pressure. Casing may 
be turned to permit various positions of the discharge nozzle. 


Impeller is three-vane, semi-enclosed type, adjustable for capacity, head, clearance, 
and wear. 

Shaft is one piece, over-size, fully protected against abrasion and from contact 
with liquid being pumped. 

Motor is drip-proof type with moisture-resistant insulation. Deep groove, over-size 
ball bearings and fan ventilation contribute to long life of motor. 

The complete line of Deming MOTOR-MOUNT Centrifugal Pumps 
includes 63 standard sizes covering a range of capacities from 5 
to 650 gallons per minute against heads from 10 to 230 feet. 


Send for 3-color, 8-page illustrated BULLETIN 4302 which gives 
complete data about Deming MOTOR-MOUNT Pumps. 


DEMING 


INDUSTRIAL PUMPS 
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Essex Wire Corp. 
West Coast Expansion 


A joint announcement made recently 
by Addison E. Holton in Detroit and 
Robert W. Mungall in Anaheim. Calif. 
revealed plans for expanding manu- 
facturing facilities at the Anaheim plant 
of the Essex Wire Corp. of California. 
The company intends to produce a com- 
plete line of wires and cables on the 
Pacific coast. 

Mr. Holton is chairman of the board 
and Mr. Mungall president of the Cali- 
fornia company, a subsidiary of the 
Essex Wire Corp. of Ft. Wayne. Ind. 
and Detroit, Mich. 

It is also intended to have a Paranite 
Wire and Cable division of the Essex 


Wire Corp. of California. 


New Styling Invades 
Socket Wrench Field 


New stvling, for the sake of effi- 
ciency, comfort and appearance. has 
appeared in the socket wrench field 


with the introduction of torpedo-shaped 
grips devoid of all knurling except for 
Heretofore. 


considered 


two decorative red bands. 


cross-knurls were “essen- 
tial” conveniences for a firm grip but 
a new design, exclusive with the Black- 
hawk Mfg. Co.'s “Nuggetdouble-duty” 
socket 
said to give the mechanic a better grip 


wrenches. though smooth. is 
because the palm of the hand fits the 
torpedo shape. Moreover, handles are 
easier to clean because no knurling is 
present to catch and hold grease. 
The company offers the new design 
“to do the work 
quiring both 3, and Y-in. drive socket 


same otherwise re- 


‘ 
wrenches. 




















“All | ask is that you read the folder 
first.” 
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Millions of dollars’ worth of industrial equipment and 
supplies still remain in War Assets inventories of surplus 
war material. Some of the equipment is unused; some 
of it is used. All for sale at extremely attractive prices. 

Are you considering the purchase of additional equip- 
ment for your plant? Before you place an order, check 
with the nearest WAA Customer Service Center—it will 
have listings of current offerings of all items featured in 
this advertisement. Among these you are likely to find 
exactly the item you want, at a price that will save you 
a substantial amount of money. 


All items are subject to prior sale 


Our inventory includes: Industrial Furnaces & Ovens + Welding Equip- 
ment (Arc, Resistance & Gas) - Conveyors (Alitypes) + Industrial Trucks 
(Hand & Power) + Hoists (Chain & Electric) - Electric Generator Sets (Gaso 
line-Engine Driven) - Motor Starting & Control Equipment + Industrial Fans 


orrice 0» Genmt Rat OorsPposat an 






WAR ASSETS ADMINISTRATION 





Offices! ocated at: Atlanta - Birmingham + Boston + Charlotte « Chicago pt 
‘incinnati+ Cleveland - Denver + Detroit - Grand Prairie, Tex. +» Helena + Houston 

Jacksonville + Kansas City, Mo. + Little Rock + Los Angeles + Louisville + Minneapolis 
Nashville » New Orleans - New York - Omaha «+ Philadelpnia + Portland, Ore. - Richmond 
Salt Lake City + St. Louis +» San Antonio - San Francisco + Seattle - Spokane + Tulsa 


Customer Service Centers in these and many other cities 
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Here ore two Air Hose Couplings you 
can unconditionally recommend for all 
shop and factory applications and many 
outdoor jobs Efficient, durable, eco- 
nomicol. 


“AIR KING” 


Quick-Acting, Universal Type 
HOSE COUPLING 


A reliable coupling for chipping, ham- 
mering, pavement breaking, riveting, 
machine lines, etc. Malleable iron (cad- 
mium plated) or bronze. Furnished with 
hose shanks or male or female |.P.T 
ends. Shanks for hose are long, well 
corrugated and smoothly finished. Sizes 
56” to a, 





























1.P.T. Male End 
Sizes 4"" to 1” 


1.P.T. Female End 
Sizes 44" to 1” 


Locking heads are same in all sizes of 
hose and threaded pipe ends. Any two 
sizes of hose, or hose and pipe, within 
the coupling’s size range, con be 
quickly coupled without extra fittings 
of any kind. 





PATENTED LOCKING ARRANGEMENT 
Designed for positive safety in services 
involving excessive twist or vibration. 
Locking ends are fastened together in 
such a woy that they cannot come apart 
until locking device is removed 


“DIX-LOCK” 
Quick-Acting 
AIR HOSE COUPLING 
With Renewable Sleeve and Spring 





A modern, st lined coupling of cad- 
mium pleted steel or bronze. Light 
weight, yet strong and durable. Snap- 
lock oction—quarter turn against spring 
tension. Reverse quorter turn to un- 
lock. Hose ends; male and female 1.P.T. 
ends. Sizes up to 34”. 


Sold in Accordance With Our 
Established Distributor Policy. 


DE ez, 


VALVE & COUPLING CO. 


MANUFACTURERS OF The 2uckily Line 

BOSS” “DIXON “KING” “AIR KING “DIX-LOCK 

HOSE COUPLINGS. NIPPLES, MENDERS. CLAMPS 
Main Office and Factory; PHILADELPHIA 22, PA. 


BRANCHES MIC ACO - BIRMINGHAM - (OS ANGELES » HOUSTON 
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aL ALLOY STEEL SCREWS 


DISTRIBUTED 


Get EXTRA strength 
on EXTRA TOUGH JOBS with 
SQUARE HEAD SET SCREWS! 


Mac-it Quality Square Head 
Set Screws have extra resist- 
ance and strength on jobs 
where they must take terrific 
punishment. No upsetting or 
mushrooming of points, no 
breaking off under the head. 
All Mac-it screws are heat- 
treated and accurately made 
with die-cut threads. What- 
ever your needs, let the 
complete Mac-it line serve 
you. Sold through recognized 
distributors from coast to 
coast and in Canada, 























NATIONALLY BY 


STRONG. CARLISLE & HAMMOND COMPANY 


CLEVELAN 


Oo: 13, OHRIO 


MANUFACTURED BY 


MAC-IT PARTS COMPANY cancasrer, Pa. 

















CAR 


ATLAS novers 











New Business 
Replacements 
Repairs... 


@ New car movers are go- 
ing to be needed for those 
now in use—repairs are go- 
ing to be needed too and 
replacements, but no matter 
what your customers need 
you have the solution to 
their shipping problems if 
you have ATLAS Car 
Mover on hand. 50 years 
of excellent service recom- 
mends these car movers and 
they continue to prove their 
superiority for speed, power, 
and efficiency. 


@Each model has a specific 
use: 



















Regular Heavy Duty Model 
1. 
Streamline Model $-xX 


Atlas Mode! No. 8 
Atias Model Vit 


Movers is the 
“compound 
leverage’’ 
shown within 
circle, 


APPLETON-ATLAS CAR MOVER CORP. 


1421-25 So. 2nd St. 
MILWAUKEE 4 . . . . WISCONSIN 





(Quality 


ROUND BELTING 
packaged for easy handling 


More and more belting manu- 
facturers and jobbers are find- 
ing it profitable to catalog and 
display H & B round leather 
belting —under their own label 
or H & B's. It is unsurpassed .. . 
for quality .. . for performance. 
To build a line of profitable 
round belting — write to: 


THE SHINGLE LEATHER CO. 





|| Himmelein 
& 1300 Wainut St. 
Bailey Div. Camden, N.]J. 
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CATALOG COMPILING 





& SONS INC. 


The Donnelley Catalog 


Compiling organization 


, . 
Ite: otlers you the broad 
25 Years Ago 70.) 70 
The value of using perpetual inven- nn experience of long years 


tory systems in mill supply jobbing 
houses was emphasized in a bulletin 
containing extracts from replies to a : ; ; 
questionnaire sent out by the National Plumbing, and Electrical 
Supply & Machinery Dealers’ Associa- 
tion. Among the firms who advocated 
the use of some system of keeping a | 








fFLKEHMART, INDIANA 


in compiling Mill, 








Supply Catalogs 


continuous account of stocks were: AND Combination 
Evansville Supply Co., Evansville, Ind. ; CLOWE & COWAN 
McMullen Machinery Co., Grand Rap- INDUSTRIAL SUPPLIES Catalogs. 


ids, Mich.; Northern Machinery Co., 
Minneapolis; Purinton & Smith, Hart- 
ford, Conn.; Erie Mfg. & Supply Co., 
Erie. Pa.; Scranton Supply & Ma- 
chinery Co., Scranton, Pa.; Ludlow & | 
Squier, Newark, N. J.; Pratt-Gilbert | 
Co., Phoenix, Ariz. and Texas Mfg. Co., | 


Fort Worth, Tex. | AMARILLO ona LUOBOCE, THEAS General Supply 
T. Leo Lally, president and treas- arta & Tool Corp. 


urer; A. A. Johnson, vice-president; 
John Smith, secretary and attorney, and 
A. E. Wright, office manager, are the 
officers of the Manufacturers Machine 
Tool & Supply Co., newly organized | Catalog 
mill supply firm in Bridgeport, Conn. 47 
Shapley & Wells, Binghamton, N. Y., ; ] 
jobbers of mill and steam supplies, CJ 


mailed notices to the trade announcing Rainear 


their retirement from the mill supply YQ ©. Inc. ‘HINDIANAPOLIS & FORT WAYNE 
business. Philadelphia il INDIANA 
a 


10 Years Ago 


Expressions of firm faith in the fu- 
ture were combined with active senti- 
ment for a tighter band of unity in the 
distributor-manufacturer team at the eae a A- aN SBE 
mid-year meeting of eastern members ; Vee Dee REICHLE 
of the National Supply & Machinery si ‘i 


Consult Us—No Obligation 








INDUSTRIAL TOOL SPECIALISTS 














PPLY CO. 
Distributors’ Association and the Amer- sme 
ican Supply & Machinery Manufactur- MICHIGAN 
ers’ Association held at Rye, N. Y. : -estde Press f 

4 : Ay 

Among the speakers were D. W. Nor- The Lake side 
thup, Henry G. Thompson Co.; W. A. 
Purtell, Holo-Krome Screw Corp.; J. R. R. Donnelley and Sons Company a 
Harvey Williams, J. H. Williams Co.; scans i 


PLUMBING E HEATING 


L. M. Knouse, Stanley Tools; William 350: East Twenty-second Street 
P. Jeffery, Hack Saw Manufacturers’ 
Association; H. F. Seymour, Columbian 








Chicago 16, Illinois 





MILL SUPPLIES © DECEMBER, 1947 199 


UMI 








Visi 


FAST SALES... ° You Can Sell Sto 
*STOCKING’ | VOLUME SALES: sa 


. A 
a D 
4' er cset ctr 





to every company : All 3 Departments ; 


Rol 
handling box cars!}* PRODUCTION, tell 


i@ san 
The Monarch One Man | TOOLING, and Mr: 
—_ omer eee fills a| @ ' 
ong-felt nee r saving | f 
labor, reducing - ace! | » MAINTENANCE 
dents, speeding loading ple 
and unloading  sched- 


a ar Procter = ° Co. 
Sine Comsat ee FOREDOM ) 
cinnati, says, ‘We have ® on Sts. 
established your car door | 
opener in our safety © ' 
manual, which means f 
that we will order these » FLEXIBLE SHAFT . 
openers for our plants | ers 
and mills all over the | 


— "MACHINES n 


@ Reasonably priced for! @ in 
quantity sales, generous 
discounts. Sales promo. 












}cu S ‘6 HMERS Son Iecature and Cuts | Our 26th Year of L. 
pod ane a i Service to Industry der 
i) : 
icROUS THE NOLAN COMPANY | the 
DEPT. MS-12 Bowerstown, Ohio | 


P 


Formerly The Mining Safety Device Co. 


osf yEAR 
OR 
@ 
The NEW Model 3-A QUIJADA 
Portable Power Pipe Threader is 


the ONLY Machine that has ALL 
these NEW automatic features: 














Automatic Front and Rear Chucks. 
No Chuck Tools or Adjustments. 
Motor and Gears ALL Ball Bearing. 
Automatic Oil Flow and Control. 
Automatically Reams AS It Threads. 


6 Die Heads ('/2" to 2") 
Easily Portable — Strong and Fast. Cc Oo L L IS 5 quickly interchangeable 
Reversible '/2 H.P. Motor, Oil Sealed. e handpieces types—pencil sizes and | 


Magic Type Chuck larger—some with flexible wrist—see arrow 


COLLET , tin 
Pencil-size handpieces for the hard-to- . 
EQUIPMENT e : size _ pieces for the har Oc 


reach places. Larger, ball-bearing 
(aa) for Standard e . . 3 
Type Taper handpieces for the heavier jobs, all 


(a) _—— a e quickly interchangeable. Flexible 














ASK YOUR JOBBER OR 
WRITE FOR CATALOG 


























Type Taper shafts which really ARE FLEXIBLE. 
Shank Drills bd H lels . , 
le) blank ang-up models as well as bench 
(f) blank © = models. si 
(d) for Hand Taps up 
ms tos Eisatene ° TOPS IN THE SMALL POWER be 
Shank Drills ° GRINDER FIELD BECAUSE 
(u) for using up or 
drills with m FOREDOM GIVES ALL 4 
twist t vo 
“1 . on 1. Extra power and longer motor life (mo- 
_ shanks e tor not dwarfed to fit hand). 
by me ee aoe . 2. Correct handpiece size for deft, sensi- ar 
in their manufacture ; tive, finger-tip control. to 
inane ottanilags te our @ 3. Complete range of handpiece types of 
customer's orders. (tool is fitted to job at hand). : 
) 
a 4. Accessibility to hard-to-reach places I 
sfele)a COMPANY, INC. * because of small handpiece size. pr 
5472 Alhambra Avenue 7 . Write for Catalog No. 107 ste 
Los Angeles 32 California FOREDOM ELECTRIC CO. ge 
Export & cable address: 'C.1.5 C.0.” THE COLLIS COMPANY ° 27 PARK PLACE NEW YORK 7, N. Y. fo 
319 E 4th St, Los Angeles 13, Calif CLINTON, IOWA . or se 
eeeeeeeeseeee ee 
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Vise; Charles E. Curtis, Western Iron 


Stores Co.; P. C. Ridings, Syracuse | 


Supply Co.; Jules F. Sorzano, Wailes. 


Dove-Hermiston Corp. 

Paul Roberts, president of Paul 
Roberts Machinery & Supplies. Poca- 
tello, Idaho, sailed for New York from 
san Francisco on a Christmas trip with 
Mrs. Roberts. 

A new branch warehouse was com- 
pleted for the Congdon & Carpenter 
Co., at the corner of Bedford and 14th 
Sts.. Fall River, Mass. The warehouse 
is one story in height, 210 by 100 ft. 

An organization called “The Keyston- 
ers” composed of manufacturers’ sales- 
men calling on industrial distributors 
in Philadelphia and the surrounding 
territory was formed. David Moffat, 
L. S. Starrett Co., was elected presi- 
dent; William Eberlein, Greenfield Tap 
& Die Corp., vice-president; and Ar- 
thur E. Meigs, secretary-treasurer. 





WH, 





Composite opinion of purchasing agents 
who comprise the N. A. P. A. Busi- 
ness Survey Committee. 


Sales, production and shipments con- 
tinued their strong upward trend’ in 
October, with no sign of letdown for the 
immediate future, only 3% of the re- 
ports. showing lower  business—the 
smallest number so reporting this year 

while the greatest number, 439, re- 
port increased business continuing the 
upswing noted in August and Septem- 


ber. Many more indicate backlog of | 


orders building up and forecast good 
volume well over the year end. 


Despite this optimistic trend, buyers | 


are exercising extreme caution, for aid 
to Europe can affect the domestic use 
of critical materials such as steel, the 
present bottleneck in durable goods 


production. The diversion to Europe of | 


steel now allotted to domestic durable 
goods would have an impact on demand 
for other materials going into such as- 
semblies. Purchasing agents will watch 


——, 
Look To BOMSER FoR QUALITY 


AVAILABLE NO 
IN MANY MODELS! 


@ 


stainless steel springs, cad 


trouble-free service. 





yet costs no more than conventional 7 g.p.m. 


pumps. Ideal for liquids to 10,000 
viscosity, 


rf 





t 


Includes pump, spout, pail hook, c 


Fig. 3001—BARREL PUMP 


nation 12” x 2” bung attachment, 
water deflector and %” x 40” suction 


pipe. 


~ 


Fig. 3003 
BARREL PUMP with 


DRIP PAN 


Includes all the features 


CED 4 of the Fig. 300! 
“74 


Only Bowser offers an aluminum 
rotor, graphite-carbon vanes, 


plated packing nut for longer, 


Bowser is rated at 10 g.p.m., 





W 


mium- 


$.S.U. 





Fig. 3002—FUELING UNIT 
Includes pump, combination 1'2” and 


y bung attachment, water deflector, 
%," x 40” suction pipe, %” x 8’ oil 
resistant discharge hose, vacuum break- 


er and aluminum nozzle. 







ombi- 


Fig. 3005 
REFUELING UNIT 
with METER 
All the convenient 
features of Fig. 3002 
plus a meter with 8 
gal. dial and 9,999 
gallon totalizer. 


plus 


‘- liquid-saving, sanitary 


return drip pan with 


| brass strainer, 


Write for Prices, 
Discounts, Details 


DESIGNED AND BUILT BY THE MAKERS OF BOWSER 


GASOLINE PUMPS.... <igucd Control Equipment Since 1895 
BOWSER, INC. + E. CREIGHTON AVE. » FORT WAYNE 2, INDIANA 
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THE FASTEST SELLING 
PORTABLE POWER 


HACK SAW 


in America 


HE metal cutting field can be a 

source of better profit for you 
with the SAWMASTER. Now is the 
time to get the SAWMASTER on 
your sales force as the entire indus- 
try plans for greater cost- and time- 
savings. 
Our many distributors are enjoying 


an excellent volume of sales and 


profits with the SAWMASTER line. 





| 
SAWMASTER (ieee tLe 
for toughest metal cutting | 
a | 


ao 
e INDUSTRIAL PLANTS o “f 
¢ TOOL & DIE SHOPS WITH 
¢ MACHINE SHOPS 


NORTHERN 


HI-LIFT ELECTRIC 


HOISTS 


The portable feature—the long 
blade life—accurate, clean cuts— 
speedy results—are sales advantages 
that help you sell wherever there is 
metal cutting. The unit featured is 
6” x 6” capacity, 14” blade length, 
and 5” blade stroke. We also make 
two 4” x 4” models. Write for de- 
tails. 





MILLER-KNUTH 


MANUFACTURING CO. & 
ee 


2814 N. ‘TWENTIETH ST. 


Omaha 10, Nebraska 











Ve tial Markets 
Vast Poten ome 


a 
SERVICE tpg 
a MANY APPLICATIONS | 







mainree , 
ENAN 
_ COSTS ce 


" eneamacents 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STREETS 


INDIANAPOLIS 7, INDIANA 


Est. 1890 











J 
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Cut your high-cost set-up 
time—gain more machine 
time—step up production— 
meet delivery dates—with 
faster, safer NORTHERN 
ELECTRIC HOISTS 


Also OVERHEAD CRANES 
—TRAVELATORS and 
other NORTHERN mate- 


rial handling equipment. 





‘ WRITE FOR BULLETIN 
NO. 109-H 





NORTHERN 
ENGINEERING WORKS 


2615 ATWATER ST. 


DETROIT 7, MICH. 











closely the decisions of the special ses- 
sion of Congress. 

Industrial building expansion and 
home building are reported on the in- 
crease in all areas. 


Prices 


The trend of prices is slightly up, but 
the indications are for leveling off. Most 
of the increases are reported due to 
freight boosts passed on to the buyer. 
Competition continues to grow. Believ- 
ing that part of the answer to lower 
prices lies in increased worker produc- 
tivity. purchasing agents gave it par- 
ticular attention this month. While 
there is no yardstick to measure the de- 
gree of increased worker production, 
53% of those reporting indicate better, 
compared to 10% showing lower. Where 

wage incentive systems are used, pro- 
ductivity is on the increase. 


Inventories 


With production at new highs, indus- 
trial inventories show a slight tendency 
to increase. The majority, however. 
show a leveling off after months of re- 
ducing and balancing effort. There is no 
evidence of stock-piling to beat the pos- 
sible imposition of a priority or allot- 
ment system. As a whole, inventories 
appear to be at near-minimum operat- 
ing requirements. 

The exceptions continue a reducing 
policy. A few of these report difficulty 
in disposing of surplus at break-even 
prices. 


Buying Policy 


The predominant bracket is 30-to-90 
day commitments, where goods can be 
procured within these limits. However, 
some commodities which have been 
available in 30 to 60 days are extended 
into 90 days and over. The influx of 
new business is resulting in a little 
longer-range view of commitments. 
Some revival of escalators is noted. 
Others have abandoned them. Regard- 
less of the longer coverage reported. the 
general cautious policy of buying for 
definite production schedules continues. 


Specific Commodity 
Changes 


Many commodities are reported 
higher this month, the causes falling 
into three general categories: late ad- 
justments on steel products; freight 
rate increase; effect of Government buy- 
ing on sensitive commodities. 


| 








BARROWS ..CONCRETE CARTS.. MORTAR PANS 
DRAG SCRAPERS .. MORTAR MIXING BOXES 
SALAMANDERS..LAWN ROLLERS 


*tous OM 


Time-Tested and Proved for All-Round Utility 
Under All Conditions 


Every item of Jackson equipment has behind it the accu- 
mulated experience of more than seventy years in the 
design and development of these products. Ruggedness, 
dependability and economy have been built into the Jack- 
son line to meet the needs of industrial, railroad, contract- 
ing and road-building users. 


Jackson Distributors prefer the Jackson line because its 
completeness enables them to come to ove source of supply 
for all customer needs, and be certain that even the most 
exacting requirements can be met with time-tested equip- 
ment. Thus Jackson Distributors are assured the means 
of good will building which is the foundation on which 
repeat business is built. 


Est. 1876 





HARRISBURG, PA. 


_the LINE of DEALER PREFERENCE 





iy & 
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Believe this! 


You can sell a ‘Load Lifter’ Electric 
hoist for any job, against any com- 
petition, without a single mental or 


other reservation. 


is it a difficult installation? Are there 
circumstantial problems? Does the 
work demand clock-round capacity 
loads? Must the hoist be entirely, ab- 
solutely dependable for, if it failed, 


results would be costly? 


Sell the ‘Load 


Lifter’ with our assurance —and many 


ignore all objections! 


years of experience — that we have 
never had a lifting job, within its 
capacity, it would not handle easily, 


safely and with the utmost economy. 


if the prospect says, ‘How? Why?"’ 
Tell him about all the special features 
no other hoist claims, that make the 
‘Load Lifter’ the most faithful, de- 


pendable hoist he could buy. 


Sell this as if you were recommend- 


ing your best friend for a job. 


heep well supplied with copies of 
Catalog No. 215. Write to us if vou 


need more. 


emmy? LOAD LIFTER 
TMI: Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 

‘Load Lifter’ Hoists and other lifting specialties 

Makers of Ashcroft Gauges, Hancock Valves 

Consolidated Safety and Relief Valves and 
American’ industrial instrumen's. 


ADL Mane 
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Sell packages 
instead of inches 


Customers appreciate the benefits of 
purchasing plainly marked packages of 
Precision shim stock. They are easy to 
use, simple to stock and sell. 

6 x 100 Inches, Bross and Steel 


IN CARTONS: Rolls are pulled through slot 
and snipped. Remaining stock always ready 
for use. In gauges to .012. 


IN ENVELOPES: Four sheets, 6 x 25 inches... 
marked heavy-duty envelopes to eliminate flattening before 


use. In gauges from .015 to .032. 


IN HANDY KITS: Providing an assortment of most used brass 


and steel shim stock. 


Handled by distributors everywhere. Write for details of 
dealer plan ond supporting policy that includes national 


HIM 


tPORATE! 


advertising and dealer heips. 


LAMINATED S 


UNION STREET 





CAP SCREWS 
SET SCREWS 







MILLED STUDS 
COUPLING BOLTS 
SCREW MACHINE PRODUCTS 








The line with which to 
render a complete and 
profitable service . 


Demand for high auality and precision in 
milled screw machine products has always 
found Ottemiller a dependable source of 
supply, because Ottemiller has always spe- 
cialized in producing to rigid specifications 
for strength and accuracy. Because every 
item in the complete Ottemiller line is made 
to highest standards and of carefully 
selected materials, users who insist on high 
quality can standardize on Ottemiller for all 
their requirements. All this means volume 


and profits for Ottemiller distributors. 


YORK, PENNA. 
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COMPANY 


GLENBROOK. CONNECTICUT 

















FOR 


LOOK 


BETTER GRIPPING 
BETTER SELLING! 


There’s sales appeal galore 
in the new XCELITE screw 
driver! It has all standard 
XCELITE quality points — 
plus the new streamlined 
handle. New comfort in 
gripping! New eye appeal! 
It’s shock and fire resistant, 
of course, mar-proof and 
break-proof. The blade? 
CHROME VANADIUM, pre- 
cision-ground on the flat 
belt. It’s an all-around 
beauty. Sells itself, once 
customers feel the sure grip 
and perfect balance. Don’t 
| neglect this profit item! 
Write now for oll the facts. 











Originators—not Imitators 


PARK METALWARE CO., Inc. 
Dept. F, Orchard Park, N. Y. 


| Quallty Tool 


PREFERRED BY EXPERTS 

















rial 
cas 
bee 
stu 
lin: 
nit: 
ins 
nul 
tig 


pla 


spi 
cor 


she 
Er 


pes 
pol 
cli 
em 
ous 
cal 
ma 


bet 
Co 


wh 


ani 
act 
sch 
ref 
gat 
wh 


wh 
“yp 
ing 


list 


for 











The increases include abrasive mate- 
rials, industrial alcohol, alkalies, bolts, 





castings, cement, heavy chemicals, cocoa 


bean, corn products, cotton goods, dye- | 
stuffs, forgings. fuel oil, grains, leather, | 
linseed oil, some lumber, menthol, | 


nitrate ammonia, oxygen, plywood, ros- 


ins, rubber, soaps, soybean oil. Alumi- 


num is on longer delivery. Boxes are 
tight, as are small chain and some "Ye Vie 
plastics. GbE YW Wf 


On the down-side, fruit. quicksilver, 
spices, tires, fabricated parts. Glass | 


containers are easier—copper products | 
short delivery. 


Employment | 


The trend reported in September ap- 
peared to taper off. The October re- 
ports show a resumption of the upward 
climb. with 29% showing increased 
employment. 62° maintaining previ- 
ously reported high pay rolls. Techni- 
eal, skilled and unskilled labor, both 
male and female, reported short. 









As an over-all picture, fewer strikes. 
better labor-management _ relations. 


Comment: “There is a job for anyone 


oe, 


who wants to work.” 


Canada 


General business remains about the | 
same as last month—on a high plane. | 
Prices are up sharply in some lines, fol- 
lowing price decontrols. Inventories 
static, with some trend to reduce. Em- 
ployment increasing. Buying policy re- 
mains generally on three-months’ cov- 


are ground 
to form a 
True Ball 


Joint 





erage. | 





More Time 
for Selling 


(Continued from page 100) Look inside this leak-proof Dart. Note the two non-corroding 
bronze seats which are spherical-ground to form true bearing 
surfaces—making a true ball joint. See how easily Darts can be 





The tentative call list is checked closed to a drop-tight connection without excessive wrenching 
against the record of calls maintained and just as easily uncoupled without damage. Note, too, the 
by Mr. Schwartz on his eard index file. construction of the body and nut. Both are made of high-test. 
and he is quick to remind me of any air-refined malleable iron and are practically indestructible. 
account IT am apt to overlook when Show your customers the many advantages of Dart Unions. It 
scheduling my calls. Mr. Schwartz also pays. 


refers to this list of accounts when 
gathering any pertinent information 
which he thinks I should have with me 
when making calls on these customers. 
\lso prepared for me is a list of sales 
“potentials.”—products I should be sell- 
ing to each account on the tentative call 
list, 





UN TON & 
E. M. DART MFG. CO., PROVIDENCE 5, R. I. 


When preparing a sales “potential” 
for my accounts, a copy of the current 
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MACHINE SUPPORT 





We keep your trade 


Month after month Smooth-On Iron 
Cements are advertised in more than 
two dozen industrial publications cover- 
ing every industry and reaching over 
half a million readers. 

Month after month Smooth-On adver- 
tisements bring in thousands of inquiries. 

This evidence of industry's interest 
gives mill supply houses one of the most 
logical reasons for stocking this steadily 
moving staple. 

Practically every one of your customers has 
repeated uses for many-purpose Smooth-On 
No. 1. For more than fifty years it has been 
the repairman’s first aid in emergency and 
routine repair work—stopping leaks and seal- 


ing cracks in plant apparatus, equipment and 
pipe lines, and tightening loose parts. 


Be sure always to keep an ample stock of 
Smooth-On No. 1. Have your salesmen remind 
customers regularly of Smooth-On. 


SMOOTH-ON MFG. CO. Dept. 25M 
$70 Communipaw Ave. Jersey City 4, N. J. 


od Your Customers: 
Do it wilh 


SMOOTH-ON 


IRON CEMENT 
THE IRON CEMENT OF 1,000 USES 
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GENERAL PURPOSE 
TUNGSTEN CARBIDE TOOLS 











Willey's General Purpose Tung- 
sten Carbide Tools, suitable for 
machining cast iron, tough hard rub- 
ber, fibre, bakelite and tough alloy 
steels. They are low in price, and give 
increased production with lower costs. 
Prompt deliveries on these standard tools. 


New, Willey's 710 


This new, steel cutting grade of Carbide, just i 
announced for cutting tough ge | steels can be WILLEY'S NEW 
used to tip any of the tools shown in Willey's CATALOG 29 
Catalog — or for making special tools to your 

specifications. on Your Business Letierhead 


NEW DESIGN MASONRY DRILLS 


Needed by every maintenance man. Drill concrete, brick, slate, 
marble, tile, asphalt, carbon, asbestos, plaster, wall board 
nearly twice as fast. Quiet, efficient, stay sharp many times 
longer. Used with any portable rotary drill. Goes for weeks 
without resharpening. Sizes from 3/16"' to 2'' diameters. Get 
a set from your supply house today, at new low prices. 


NEW CATALOG NO. 30 NOW READY 


Some territories still open for Willey's standard and special 





Write for 





‘ cutting tools, drills, reamers, grinders, and diamond tools. 
ay oy Write for full information and new Catalog No. 30, and special 
Supply Houses. circular covering tools by the package. 


WILLEY’S CARBIDE TOOL CO. 


SOLE*MAKERS OF WIILEY'S MEIAL 


1342 W. Vernor Highway Detroit 1, Michigan 











“PIONEER” 
STEEL SHAFT HANGERS 


a 






Thousands upon thousands of 
these “Pioneer” Steel Shaft Hang- 
ers are in daily use—and have 
been ever since 1914. They are 
unbreakable — their superior 
strength and rigidity make them 
dependable. They are one-third 
lighter than the old style cast-iron hangers, and therefore cost less 
f.0.b. ceiling—and that’s what counts. 


Cut costs of handling, hauling and millwrighting by using 
“Pioneer” Steel Shaft Hangers, made by the manufacturers of the 
famous “Hallowell” Ready-Made Shop Equipment of Steel and 
“Unbrako” Screw Products. 


Over 44 Years in Business 


STANDARD PRESSED STEEL Co. 


JENKINTOWN, PENNA. Box 519 
—— BRANCHES —— 
BOSTON *« CHICAGO + DETROIT + INDIANAPOLIS «+ ST. LOUIS * SAN FRANCISCO 
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invoice to an account is checked against 
a sales potential form. 

The sales potential fora lists 250 
industrial supply products under 14 
general headings such as: abrasives, 
cutting tools, fasteners. etc. One sales 
potential form is used for each account. 
A check mark is made on the potential 
form opposite the products for which 
the account is being invoiced. Mr. 
Schwartz then takes the sales potential 
form and double-checks products which 
are related to the products checked as 
having been invoiced. For instance, a 
customer invoiced for a flat leather belt 
is a customer for the double-checked 
belt 
blocks, bearings and other products. 
These are products I should be selling 
this account. I may find that several 
of the double-checked items are prod- 


items such as dressing, pillow 


ucts which I have sold this account in 
previous months. On the other hand, 
there are always some products which 
I have overlooked as a sales potential. 
This sales potential form gives me a 
definite picture of my customers’ needs. 
When screening a new account. Mr. 
Schwartz refers to Bronx Hardware & 
Supply Co.’s Directory file which lists 
the many different types of manufactur- 
ers and the industrial supply products 
they use. This gives Mr. Schwartz an 
idea of the account’s background and 
eliminates guesswork in developing a 
very practical sales potential for the 
account, 


Records Checked 


Inventory records are checked against 
the sales potential items. 
sary that I have figures as to the amount 
of stock carried on these items when 
promising deliveries to my customers. 


It is neces- 


Should one of my customers develop 
into a large user of one of these poten- 
tial items, a heavier inventory might 
he required. In a case where we do 
not stock the sales potential item and 
the customer can be sold, we will stock 
the item, thereby living up to our policy 
of stocking “Everything in Industrial 
Supplies”. We want our customers to 
us for all their industrial 
supply needs. 


rely upon 


The card index file maintained by 
Mr. Schwartz has postings which list 
each account's dollar volume of sales by 
month, a record of actual calls made 
on the account and a complete list 
of key personnel and their titles. The 
dollar volume of sales shows the month- 
to-month trend in the customer’s pur- 


CROSBY CLIPS 


than all other 





So that’s why 


Facts are facts. CrosBy CLIps out- 
sell all other drop-forged wire rope 
fasteners combined. Why? Because 
the basically correct design gives the 
Crossy CIP a “‘vise-tight” grip on 
two strands of wire rope: locks the 







we've been exporting so 


many Crosby Clips to Africa! 


so hadi 





ee MB pee 


<el nofa ger 


4 


ROO ce eel eel ATA 


704 
loop with positive strength and safe- 
ty. Channel grooved base . . . tough 
drop-forged steel . . . hot dip galvan- 
ized. Sold by distributors everywhere; 
made only at St. Paul, Minnesota by 
American Hoist and Derrick Co. 


Industry buys more 
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CONVENIENT TO USE 


4 IN 1 ASSORTMENT 

BRASS or STEEL -> 
Contains an assortment in most 
m populcr sizes of Precision Brand 
Shim Stock. 4 separate thick- 
nesses 6x50” each. Total 1200 
squore inches. Put up in easel 2 tem 
type display dispensers cello- 
phone wrapped. 


+ SHIM PACKETS = 
BRASS or STEEL — ae 
SINGLE ROLLS —_— 
Flat Stock—Totol 6 Pieces. Each 33/6 "x6” G 
—120 sq. in. 2 pieces each .001, .002, BRASS or STEEL 
003. 48 packets to the box. Single rolls 6”x100” 


each. 600 sq. in. to 
the carton. All popu- 
lar thicknesses. 





Di 


item: 





is ce 
the « 
prod 





Cellophane wrapped— 


7 moisture-proof. 
SHIM STEr) < 


SHIM STEEL 


perse 


are 








HEAVY SIZES 

SSS | 6"x100" ond 12”x120” in 200 Ib. mail 
test corrugated paper cartons. Thick- . 

nesses up to .031”. Complete range. | be a 
_CONSULT YOUR JOBBER , . » ag 
_ re In tl 

PACKAGE GOODS DIVISION | a 
PRECISION STEEL WAREHOUSE. INCORPORATED | sales 

4425 WEST KINZIE STREET CHICAGO 24, ILLINOIS 
— ————_———— Sie bi Pp 

- a big PROFIT | | 

ee es OFFERS ‘YOU Fi 


ray-)")Je3;-a) |) oe BUILDER... | “ 
















view 
DUAL SPIRAL REAMERS | acco 
. ” —— There’s no limit to the uses the 
—and sales potential—of defic 
Lempco Dual Spiral Expansion Reamers now are ROL-R-LIFT. Replaces the debe 
sold through industrial distributors in exclusive, old, back-breaking pinch — 
protected territories. Franchises still are open. bar, enabling one man Betw 
f ] Write, wire or phone for details. to do the job of many. whet 
i New advertising program, ae 
? SITe¢ 
@ The Lempco line includes chucking, stub, ee ae — = 
alignment, machine and hand reamers. service that build wide de- 
mand, Sold only through 
@ Right and left spirals ream perfectly round, Mill Suppliers and whole- 
: accurate holes to a mirror finish. salers. Two models: 5 ton 7) 
Y | @ Straight line expansion range equals that-of $15.95: 1 ton $6.95. Order rae 
h \ five ordinary plug type reamers. a sample dozen for IM- part 
V \\ e@ Hi-Speed blades can be sharpened at least MEDIATE DELIVERY. plan 
i\\ eight times and then economically replaced. NEW port. 
ue ‘ é ' DOLLY ATTACHMENT proy 
Lempco Dual Spiral Expansion Reamers are for ROL-R-LIFT elie 
known and used everywhere. They are Converts 5 ton ROL-R-LIFT into ¢ 
backed by consistent national advertising an improved Roller-type dolly. i 
and sales literature. It will pay you to make Adds scores -s time and labo: him 
oe : ae Sp ate ea saving uses. Easy on, easy off. ym, 
the Lempco line yovwr line. (Pat. ponding) Only 86.95 0ddi. : ¥ 
tional. _— 


tour 


ee of li 

 ARNOLT MOTOR DIVISION miss 

| ARNOLT CORPORATION | | 

DUNHAM ROAD + BEDFORD, OHIO, . WARSAW * INDIANA) [ow 
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ilustrated are Type RS Alignment 
Reamer, Type C Chucking Reamer 
ond Type S Stub Reamer. 
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chases. Should one of my accounts 
show a decline in dollar volume. Mr. 
Schwartz makes note of this on the 
sales potential form. Should = Mr. 
Schwartz lack the name of a shop 
foreman in the customer’s plant or 
find that L have not called on this cus- 
tomer regularly. as per schedule. he 
notes these deficiencies on the sales 
potential form, too. When I receive the 
sales potential form it is up to me to 
correct these deficiencies for my own 


| 


y 
goon 


Direct Mail Method 


Direct) mail on all sales potential 
items goes out as soon as the screening 
is completed. By using the names on 
the card index file as a mailing list. 
product information goes to the proper 
person in the customer's plant. There 
are no hit-or-miss methods of direct 
mail here. The mailing list is up to date 
because my salesman’s call report keeps 
it that way. Product information reaches 
the customer before I make my call. 
In this way. I follow-up the advertising 
and. in doing so, have a basis for a 
sales story on these potential items 


Sales Potential Review 


Finally. Mr. Cullen, who directs all 
sales and promotional activities, re- 
views the sales potential forms on all 
accounts before they are turned over to 
the salesmen. He is careful to note any 
deficiency in the account's standing. If a 
deficiency is found, Mr. Cullen will call 
me in and we will discuss the account. 
Between us we will map out a plan 
where we can bring in some of this de- 


sired business, 


Calls With Salesmen 


The sales program, as it is set up 
now. allows Mr. Cullen to spend a good 
part of his time making carefully- 
planned calls with the salesmen on im- 
portant accounts. This action has 
proved highly successful. It shows the 
customer that Bronx Hardware & 
Supply wants to be of service to 
him. Customers are invited also to 
come in and inspect our showroom and 
stocks. When on this familiarizing 
tour, the customer is shown our display 
of light machine tools and power trans- 
mission products. This equipment is set 
up so it may be demonstrated under 


actual working conditions. 





AN INVITATION 


To Join the Evergrowing Family of Distributors Who 
Enjoy Liberal Profits and Customer Good Will by 
Stocking & Selling 





Mast Type 
and 
Wall Type 
Jib Cranes 
Plain and Geared 
Traveling Cranes 





























HARRINGTON 
ALL STEEL 


PEERLESS 
CHAIN HOISTS 
& BEAM TROLLEYS 


4 to 80 Tons Capacity 


also Electric Hoists, Cumalong Pul- 
lers, Screw Hoists and Differential 


Hoists 


eve 


Write for Franchise Information and 
Catalog “P” 


HARRINGTON 


PHILADELPHIA 30, PA. 





eve te esters 
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ACCURATE 


SAVE HOURS 
OF MACHINE 
TIME... 


FAST— 


TO .0O1"’ 


Eliminate waste motion — cut 
down elapsed time changing 
pieces—reduce handling and op- 
erator fatigue. More and better 
production per machine hour 
makes the ‘‘Knock-Oxt” Expanding 
Mandrel an IDEAL PRODUC- 
TION TOOL. 

Ideal for Tool Room too. Only 
5 mandrel sizes to handle a// work 
with 3%" to 214" hole. Eliminates 
special mandrels — saves hours of 
machine time. 


ABERDEEN 
SOUTH DAKOTA 





Ask your supplier or mail the cou- 
, pon today for illustrated bulletin. 


K. O. LEE COMPANY, 
1130 First Ave. S. E. 
Aberdeen, South Dakota 


_ , Please send us the illustrated bulletin 
giving complete details, sizes, etc. on 
“Knock-Out” expanding Mandrels. 
Name 
Address- 


in eee. 
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WATer proor 


The Nationally Advertised ge JOINT 
Leak-Proof Sealing Compound! 


Key's year ‘round advertising, plus a liberal sampling plan, is designed 
to acquaint your customers with Key-Tite, the leak-proof pipe joint 
sealing compound. Stock and feature Key-Tite; let your customers 
know you are headquarters for Key. Its wide acceptance and many 
uses mean sales and profits for you. 


A few territories for distributors are still available . . . write for full 
information. 










MATERIALS 
HANDLING 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full 
confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equip- 
ment field for a quarter of a century. 
Write for full information on this profit- 
able line. 




















i 


Torpedo Electric Differential Hoist I-Beam Trolley in Spur Gear Hoist. 
Hoist. Capacities oe — four models, plain High speed, high 

> - and | pa ml gs or geared types in quality. in capaci- 
Ibs.:; hook, bolt or hoist, with a large capacities from 1/4 ties ranging from 
trolley suspension. y through 10 tons. Y% through tons. 


market, 


ENGINEERING WORKS 


Division of H. D. Conkey & Co.. Division St., Mendota. Illinois 
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The man behind the highly effi- 
cient system that keeps orders 
steadily moving out to customers 
of Georgia-Alabama Supply Co., 
West Point, Ga., is Shipping Clerk 
Charlie Dollar. 


New Facilities For 
Georgia-Ala. Supply Co. 


The Georgia-Alabama Supply Co.. 
West Point, Ga., expects to complete its 
new building by next January. 

The one-story concrete block building 
with reinforced concrete floor will pro- 
vide 27,800 sq. ft. of space. Railroad 
facilities are available in the rear of the 
building, with truck loading space out 
in front. The office and salesroom, com- 
prising 2,500 sq. ft. will have fluorescent 
lighting. 

Recent additions to company person- 
nel include Frank Dixon, who has 
joined the sales staff covering the local 
area. 


Parker-Prentiss 
Vises Combine 


America’s two oldest vise manufac- 
Parker Vises, established in 
1932 and Prentiss Vises, founded in 
1856—will combine their assets and fa- 
cilities beginning January, 1948. 
Though both lines will be manufac- 
tured at the main plant in Meriden, 
Conn., sales will be handled independ- 


turers 


ently. The present sales force will con- 
tinue to sell Prentiss Vises; the Parker 
sales force will continue to sell Parker 
Vises, 

Correspondence should be addressed 
care of the general offices at Meriden, 
Conn. The New York office is located at’ 
101 Park Ave., N.Y. C. 
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More than 1,000,000 
copies of Griffin 
ads like these will 
appear during 1947 























Griff 
18-4-1 tungsten 


Griffin Special Alloy 
Molybdenum high speed steel 


New Griffin 
Improved hand blade 


Griffin Non-Strip 













PICK THIS 
, BLADE 









| “"*™ For hand-cutting thin metal 
G R Griffin Band Saws 
i Metal and Wood-Cutting types 









&K $4 
Sse tee woes ene asses es : W BlADgs 
OTHER GRIFFIN BEST BUYS 







Griffin Distributors 
Get Good Backing 


Month after month, leading industrial publications keep the metal- 
cutting trades reminded of Griffin Hack Saw Blades and Band Saws. 
. . . Griffin quality enables distributors to meet competition at 
every point . . . The Griffin factory cooperates closely on deliveries 


and service . . . Write us for information as to Griffin territory 


now available. 


JOHN H. GRAHAM & CO. INC. 


General Sales Agent 
Dept. A, 105 Duane St., New York 8, N. Y. 





HACK SAW BLADES cad BAND SAWS 


Made by G. W. GRIFFIN Co., Franklin, N. H. Hack and Coping Saw Blades Specialists since 1880 
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PALMETTO 
PACKINGS 


JOHNSON XLO MUSIC WIRE comes to you at- 
tractively packaged for convenient handling in 
units of 1% Ib., 2 Ib., and 1 Ib. Full range of sizes 
—.003” to .200”. JOHNSON XLO MUSIC WIRE 
answers the call for high carbon, smooth, round, 
spring steel wire. Ask us to recommend sizes. 
Your nearest Johnson branch or home office is 
prepared to give you prompt service. 


JOHNSON STEEL & WIRE CO.INC. 


WORCESTER * MASSACHUSETTS 


NEW YORK AKRON DETROIT CHICAGO LOS ANGELES TORONTO 
















No matter how puzzling your 
packing problem may seem to 
be there is a PALMETTO 
Packing that will provide the 
solution...simply and_ eco- 
nomically. It's the simple— yet 










Strand machines provide PORTABLE 
rotary power at CONSTANT speeds 
with dependable results and less oper- 
















ator fatigue. Ruggedly built for years complete—line thet takes the The 
of steady use. Hundreds of attachments mystery out of packing selec- 
easily interchanged—125 types paar tion. Let us help you with the 
: ; : answ 
sizes—vertical and horizontal models 
from % to 3 H.P. 
DISTRIBUTORS IN ALL PRINCIPAL CITIES 
Write for a PALMETTO A-B-C Chart 
.. use it to select the right packing Fred 


in seconds! 





N. A. STRAND & CO. 


5014 NO. WOLCOTT AVE. 
CHIC aGe@ 46, 441. 


GREENE, TWEED & CO. 
North Wales, Pa. 
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Republic Supply Co. has been ap- 
pointed exclusive stocking dis- | 
tributor in the Fresno, Calif. | 
territory by the L. S. Starrett | 
Co. Other lines recently ac- 
quired by Republic Supply in- 
clude: Union, Twist Drill; Card | 
Mfg. Co. taps, dies and screw | 
plates; National grinding 
wheels; Graham rotary files; and | 
Elastic Stop Nut Corp. of 
America products. 


Bethlehem Supply Co., Tulsa, Okla., 
has been appointed an author- 
ized distributor of Worthington 
Multi-V-Drives. 


Textile Mill Supply Co., Charlotte, 
N. C., has added the line of small 
bushings manufactured by Bunt- 
ing Brass & Bronze Co., and 
Binks sprays. 


Tri-State Mine & Mill Supply Co., 
Cumberland, Md., has_ been 
named authorized distributor of 
the Multi-V-Drives manufactured 
by Worthington Pump & Ma- 
chinery Corp. 


The Morman Belting & Supply Co., 
Milwaukee, Wis., has been ap- | 


pointed distributor of the com- | 
plete line of tube fittings, valves | 
and accessories for hydraulic | 
and fluid-handling systems man- 

ufactured by The Parker Appli- | 
ance Co. | 


The Geo. W. Hubbard Hardware Co., 
Flint, Mich., has been named au- 
thorized distributor of the stand- 
ard tools, standard blanks, car- 
bide tipped masonry drills and 
diamond impregnated grinding 
wheel dressers manufactured by 


Carboloy Co., Inc. 


Fred S. Renauld & Co., Los Angeles, 
Calif., has been appointed au- 
thorized dealer of industrial ma- 
chinery equipment manufactured 
by Worthington Pump & Machin- 


ery Corp. 











> 
re 


> 


Ry 
MER 
er ee > 
B.'s 
ae eee ee & - 


ane 
eveweuvre ve © #2 


tr 











for every need 


@ INDUSTRIAL @© MARINE @ FARM @ AUTOMOTIVE 


INTERNATIONAL 


CHAIN & MFG. CO. 


YORK, PENNA. 
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Marsh advertising packs a punch be- 
cause the Marsh product packs a 
punch. The facts are right there to be 
told—known facts about the better, 
sturdier construction and the lasting 
accuracy that Marsh Pressure Gauges 
are demonstrating throughout in- 
dustry. 

Each month advertisements like the 
one above are telling the story of 
Marsh leadership in every field where 
pressure gauges are used. It is a story 
that only Marsh can tell—told to your 
customers to build business for you. 


JAS. P. MARSH CORP. 
Dept. C, Skokie, Illinois 
Export Dept.: 155 E. 44th St., New York 17 
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District sales managers of the Delta company who sat in on the recent five- 
day session with Rockwell executives included: Front row—J. Weatherly, 
H. Braddock, G. Rockwell, R. P. Melius, A. H. Chatley, Colonel Rockwell, 
H. C. Stuckeman, J. Tull, J. Sutter and J. Rafferty. Second row—L. Farmer, 


W. Redpath, A. Lahr, E. K. Archer, 


I. Meyer, A. Bruckner, C. Neacy, W. 
Hoover, A. Banister, W. E. Schutz and H. Martin. 


Back row: A. Russell, 


P. Rogers, J. Moore, C. Fruits, O. Schmidt, G. Madeska, R. Ostrom, K. 
MacKenna, G. Rubel, E. H. Powell, J. Mather and P. Rrey. 


‘47 Banner Year For Machine Tools 


Despite shortages of certain essen- 
tials like steel and small motors that 
keep production from reaching its peak, 
1947 is proving to be a banner year 
for light machine tools, according to 
Col. Willard F. Rockwell, chairman of 
the board of directors of the Rockwell 
Mfg. Co.. Pittsburgh. He made the 
statement recently before a meeting of 
district sales managers of the firm’s 
Delta Mfg. Division, Milwaukee. 

The Colonel’s remarks featured a 
five-day meeting of the company’s dis- 
trict sales managers in Milwaukee from 
September 29 to October 3. It was the 
first such meeting since 1941, and was 
directed by Robert P. Melius, Delta’s 
director of sales. The sales managers 
were addressed by various other offi- 


cials of both the Rockwell and Delta 
companies. 

A. J. Kerr, Rockwell vice-president 
in charge of sales, told the sales man- 
agers that Rockwell’s financial re- 
sources, engineering skill and research 
know-how, now available to Delta, stood 
ready to maintain and increase the 
quality of Delta products. Mr. Melius 
traced the growth of Delta from a tiny 
shop manufacturing toy tools in 1919 
to the large and modern manufactur- 
ing concern it is today, the second larg- 
est of Rockwell’s 14 divisions. He ad- 
dressed the sales managers also on such 
topics as holding model sales meetings 
for distributors and dealers, sales 
policy, and classification and manage- 
ment of district territories. 





Electric Motors 
15 Months Behind 


Unfilled orders of the electrical manu- 
facturing industry, as of June 30 this 
year, were more than 15 months behind, 
according to E. E. Helm, chairman of 
the motor and generator section, Na- 
tional Electrical Manufacturers Associ- 
ation. The backlog comprises more 
23,000,000 electric motors and 
of all types up to 200- 


than 
generators 
horsepower. 

Increased motorization of machine 
tools, increased use of motors in house- 
hold equipment and the continued 
growth in farm electrification were 
cited by Mr. Helm as factors contrib- 
uting to the long backlog. 
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G. E. Appoints 
Murray H. Owen 


Murrey H. Owen has been named 
manager of sales of the General Elec- 
tric Company’s wire and cable division. 
Mr. Owen’s new position includes his 
old duties as manager of sales of the 
York wire and cable section as well as 
the duties of A. E. Newman, formerly 
manager of sales of the Bridgeport wire 
and cable section, who has retired. 

Mr. Owen joined G. E. in Bridgeport 
in 1922, was later transferred to York, 
Pa. as a salesman and in 1930 returned 
to Bridgeport as manager of York wire 
sales. He was named manager of sales 
of the York wire and cable section last 
year. 








Kennedy advertising helps you 
sell Kennedy Valves. This full- 
page advertisement is appearing 
in industrial. publications with a 
total circulation of 350,000. 
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Each Forsberg Blade that carries the 
famous WHALE BRAND mark of quality 
is scientifically heat treated to add the 
toughness that gives these Blades their fine 
performance. They're gauged and checked 
throughout every step of their manufacture 
and given a stiff bending pounds test be- 
fore you get them for sale. The popular 
HY-FLEX Blade, shown above, meets to- 
day’s demand for a medium priced blade 
which is extremely flexible, yet has the guts 
for solid service. 





wore 


www 


Here’s a Whale of a Blade of a special 
analysis molybdenum, high speed steel, 
that gives unusual cutting service. Can be 
used at the same cutting speeds as tungsten 
and deliver practically equal performance. 
If you want to promise outstanding results 
on stubborn cutting jobs, offer Whale 
Brand HY-FLEX and MO-HY Blades and 


you'll deliver it. 
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Metal Awnings for Office Windows? 


The distributor who contemplates 
building or re-modelling in a country 
where there is considerable hot sun- 
shine should consider the use of steel 
awnings for his plant, according to 
Warren & Bailey, Los Angeles distribu- 
tors of industrial supplies. That com- 
pany has found that not only do the 
steel blinds protect against the sun’s 
rays, keeping offices comfortable in the 
hottest weather, but they shield win- 
dows against heavy rains as well, and 
give added protection to the orna- 
mental shrubbery and plants under the 
windows. 

For a number of years the Warren & 
Bailey sides of the 
building had no other protection against 
the sun than ordinary venetian blinds. 


offices on two 


No amount of ventilation would keep 
the offices from becoming intensely hot 
and uncomfortable. Then the steel 
awnings were introduced. 

“After these awnings were put up,” 
Vice-President J. W. Ferguson ob- 
serves, “The whole atmosphere of our 
place was changed. We felt at once 
that we never could get along without 
them in the future.” 

The awnings were mounted as shown 
They are Lemler 
all-metal venetian awnings, with  sta- 
tionary mounting. Only the slats move 
to permit any opening from completely 
closed to full open. Movement of the 
slats for each individual awning is 
easily controlled from inside the build- 
ing. 


in the photograph. 





Atlas Chain & Mfg. Co. 
Names Carl J. Meister 

Carl J. Meister has been appointed 
general sales manager of the Atlas 
Chain & Mfg. Co. of Philadelphia, Pa. 

Formerly field sales manager of the 
Allen Mfg. Co. of Hartford, Conn., Mr. 
Meister has been associated with the 
Atlas Metal Stamping Co. and the Atlas 
Tool and Designing Co. of Philadelphia 
since 1943, as sales manager. 

Through his work in this capacity, he 
has been in contact with various indus- 
tries throughout the nation with relation 
to tooling for production. In the course 
of this work the scarcity of roller chain 
early became apparent, preventing a 
large number of production and 
expansion programs, both in the com- 
pletion of production lines and in fin- 
ished products. 

As a result of its investigations, and 
after intensive research into the manu- 
facture and application of roller chain 
drives, Atlas engineers developed a 
roller chain that meets all American 
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Standard Chain specifications, and the 
Atlas Tool and Designing Co. changed 
its charter to the Atlas Chain & Mfg. 
Co. for the manufacture of roller chains. 
The company will merchandise roller 
chain and parts through distributors. 


Aluminum Co. of America 
Appoints Ducommun 


The Ducommun Metals & Supply Co., 
Los Angeles, has been appointed an 
authorized distributor of the Aluminum 
Co. of America and will carry complete 
stocks of aluminum bars, sheets, tubing, 
wire, coil stock, bolts, screws, archi- 
tectural shapes, rivets, washers, pipe 
and pipe fittings. 

These products will be handled by 
the non-ferrous metals division of the 
company, headed by S. E. Tiberg, an 
old timer in the non-ferrous field. The 
stock carried is expected to be one of 
the most complete on the west coast, 
and to make way for the new inventory 
it has been necessary to realign two 
bays within the warehouse. 
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One of a series of messages to help you increase your understanding of business paper advertising, and 115 effect on your business. 


Where are 


next year’s profits 


coming from? 


a COSTS probably won't be any lower. Most 
materials, when you can get them, will still be 
costly. Yet no one in his right mind believes that 
profits can come from higher and higher prices. For 
that just makes everybody the loser in the end. 

So the answer you hear most often is for all of us 
to produce more. To produce more efficiently. To so 
refine our mass production techniques that we can 
shave the last penny off the manufacturing cost 
per unit. 

But that’s not the whole answer! 

The same principle must be applied to the manufac- 
ture of a sale. Because that’s where business will find 
its best opportunities for profit— now and in the 
years to come. 

With a buyers’ market already in sight, it is time 


for business to re-examine the whole process of selling 
and distribution, and to improve the techniques of 
marketing its goods and services. The job is a tough 
one. It calls for streamlining, for more mechanization 

which is simply another name for more aggressive 
and efficient advertising. 


Skillfully employed, advertising is to selling what 
the assembly line is to production. It is a machine 
that increases the capacity of the sales force by the 
hundreds, or thousands, or by any quantity your 
market requires—exploring the field, arousing inter- 
est, creating a preference for your company and 
its products. 


And nowhere does this machine operate at higher 
efficiency than in the business press, where it is con- 
centrated among your best prospects-—and noone else! 


What are the ten ways to measure the results of your business paper 
advertising? You'll find the answers in a recent ABP folder, which we'll 
be glad to send you on request. Also, if you'd like reprints of this adver 
tisement (or the entire series) to show to others in your organization, you 


may have them for the asking. 





MILL SUPPLIES 


is one of the 129 members of The Associated Business Papers, 
whose chief purpose is to maintain the highest standards of editorial 


helpfulness—for the benefit of reader and advertiser alike. 


MILL SUPPLIES «© DECEMBER, 1947 217 





I 
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American Chain at Work 


Every busy factory is a source of good chain busi- 
ness. AMERICAN CHAIN DIVISION makes all types of 
welded and weldless chain—a complete line of 
chain—a complete line of chain fittings, attach- 
ments and assemblies—repair links—cotter pins. 
Sell AMERICAN—the complete chain line. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portiand, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Pacific Hardware Co. 
In New Quarters 


The Pacific Hardware Co. of Los An- 
geles has moved into its new offices and 
plant at 902 East Eighth St., Los An. 
geles 21, Calif. The company covers 
Southern California territory. 


Alterations For 
Ala. Machinery & Supply 


Changes in its office layout, together 
with the installation of automatic office 
machines and equipment, have resulted 
in a substantial increase’ in efficiency at 
the Alabama Machinery & Supply Co.. 
Montgomery, according to Lloyd Cad- 
dell, manager. The company’s new 
offices are on the mezzanine overlooking 
the sales floor and are equipped with 
fluorescent lighting. They are air-con- 
ditioned and sound-proofed. 

The firm recently completed a 50 by 
100 ft. warehouse at the tractor shops 
and has remodelled all its machine 
shops, foundry and tractor shops. and 
has installed new machines. 

W. W. Doe. treasurer and general 
manager, is back from war service. A 
West Pointer. Mr. Doe served in both 
World Wars. 


FLEXIBLE METAL POPPET 


ew Ye 


CHECK VALVES 


can be placed in any position. 
Flexible Monel metal Poppet can- 
not leak. For cold or hot water or 
steam. 150 Ibs. pressure. Ask 
for bulletin No. 402. 


Onder from your Jobber 


WHITE MACHINE WORKS 


FORT WAYNE. 1, INDIANA 
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ing these pages regularly is a sure way of 
keeping right up-to-the-minute on the de- 
velopments in your field. 


If you are interested in new products... 
new services . . . new industrial developments 
... you'll follow the parade of advertising 


pages that marches through each issue of all 
McGraw-Hill magazines. 

Alert executives and technical men 
eagerly scan these advertisements for infor- 
mation essential to their business. Few buyers 
feel that they can afford to miss them. Read- 


Add this fact to the wealth of news and 
information provided by McGraw-Hill’s staff 
of over two hundred editors and over four 
hundred field correspondents, and you know 
why men say: FOR THE FACTS OF INDUS- 
TRIAL LIFE, TURN TO McGRAW-HILL. 
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McGRAW-HILL — 


Publishing Company, Inc., 330 West 42nd Street, New York 18, N. Y. 


The McGraw-Hill Network of Industrial Communication: American Machinist - Air Transport « Aviation +« Aviation News + Bus 
Transportation « Business Week + Coal Age « Chemical Engineering + Construction Methods « Electrical Contracting « Electrical 
Merchandising + Electrical West + Electrical Wholesaling + Electrical World + Electronics + Engineering & Mining Journal « 
E. & M. J. Metal and Mineral Markets » Engineering News-Record « Factory Management & Maintenance + Food Industries » McGraw- 
Hill Digest « Mill Supplies » Power +. Product Engineering + Science Illustrated + Textile World « The Welding Engineer. 


~ 
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OUSTRIAL INFORMATION 
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SOLD ONLY THROUGH 
DISTRIBUTORS 


COILUMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. 
9025 Bessemer Ave. . Cleveland 4, Ohio 


the Worldi Largest Mahers of Vises 


DEPENDABILITY 





STRENGTH + ACCURACY + WORKMANSHIP - 














POWER 
HACK 
SAWS 


A MODEL TO SUIT 
ANY NEED 


by 
KELLER 


¥% Six models cover about any requirement and 
the price range is from $80 to $370. KELLER POWER HACK 
SAWS are well known and profitable to sell. Our hack saws are 
engineered to handle the maximum quantity of stock at any 
desired angle of cut, with the greatest convenience to the oper- 
ator. They lower cutting costs and we can make good deliveries. 
Write for descriptive circular and complete details to Dept. S-11. 


Sales Service Machine “hol ie. 


2363 UNIVERSITY AVE. ST. PAUL 4, MINNESOTA 





Model 
3-C 
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New 
Products 
(Continued from page 103) 





tion” permits a relatively small, com. 
pact, light weight tractor to travel com- 
paratively heavy loads even up inclined 
monorails. The new tool can be applied 
to travel existing hand operated mono- 
rail hoists by power; also to travel 
monorail conveyor lines.—Detroit Hoist 
& Machine Co., Detroit 11, Mich— 
Mit Supprits. December 1947. 








Air-Operated Press 


A NEW SERIES of air-operated presses 


| for garages, tool and die shops, offers 


unusual ease and speed of operation be- 
cause all force is provided by the air 
pressure. To obtain the pressure de- 
sired the operator manipulates two sim- 
The new air-hydraulic 
presses are available with either of two 


ple valves. 


style pumps. One style provides rated 
tonnage of the press at 145 lb. air pres- 
sure; the other at 90 lb. air pressure. 
The new series capacity ratings are 25, 
50, and 75 tons.-Dake Engine Co., 
Grand Haven, Mich.—Mi... Supp.irs, 
December 1947. 





Industrial Apron 


THE DETERIORATIVE qualities of acids, 
greases, caustics, gasoline, solvents and 
soaps are effectively resisted by a new 
heavy duty industrial apron made of 


| clear Koroseal film, the manufacturer’s 


Made in 


two sizes, one 29 by 35-in. weighing 14 


flexible synthetic material. 


oz. and the other 35 by 45-in. weighing 
11% lbs., the aprons are of tape, hem 
and grommet construction, with all 
points of stress reinforced with a cloth 
insert covered with Koroseal film.— 


The B. F. Goodrich Co., Arkon, Ohio.— 
Mitt Suppiies. December 1947. 
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Home-Utility Drills 


THE RAPID INCREASE in farm mechaniza- 
tion and a growing interest in mechani- 
cal home workshops has resulted in the 
introduction of a new line of “Home- 
Utility” portable electric drills, selling 
at popular prices. The drills are avail- 





able in two capacities: 14-in. and 14-in. | 


They drive twist drills, wood drills, hole 
saws, counter-sinks, wire brushes, abra- 
sive pads and sleeves. Both tools are 
powered by universal motors which use 
either alternating or direct current. 
They have strong, light, die-cast alumi- 
num housings, sturdy gears. pinions and 
bearings. trigger switch, fast-operating 


Jacobs chucks and a three wire electric | 


cord fer ground connection.—Black & 
Decker Mfg. Co., Towson, Md. -Miur 
Suppiirs. December 1947. 
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Rapid Read Rule 


A NEW piRECT, reading calipers, the 
Rapid Read Rule, is reported to be of 
considerable aid in the measurement of 
inside and outside dimensions in inches, 
fractions, decimals and millimeters. 
Made of stainless steel, the rule’s fig- 
ures are deeply etched to prevent them 
wearing off by constant use. The rule’s 
purpose is to identify the size of ma- 
chine items manufactured to a stand- 


TENTION... udstnal DiTaildteg/ 


WRITE, PHONE OR WIRE FOR DETAILS ON 


HA WERER 
YORAULIC 













e ye 
and you’ll agree... 
here’s the line that 


LOOKS GREAT FOR ‘48 


YOU and your customers both gain when you feature precision- 
built Hein-Werner Hydraulic Jacks . . . Consider these advantazes: 
@ A COMPLETE LINE which includes models of 11, 3, 5, 8, 12, 20, 30, 50 and 100 
tons capacity, 
@ PROVEN DEPENDABILITY based on more than 17 years specic!ized experience as 
one of the largest producers of high quality hydraulic jacks. 


@ QUICKER DELIVERIES as the result of again 
having greatly increased our manufacturing 
and stock facilities. 


@ FULL PROFIT MARGIN is provided for ag- 
gressive distributors who appreciate han- 
dling jacks that are BUILT RIGHT and 
PRICED RIGHT. 


® 
Don’t delay! Act today! 
* 


HEIN-WERNER CORP. Waukesha, Wis. 
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T. M. Keg. 1 


HOSE 
CLAIIPS 


WITH MANY 
ADVANTAGES 





An excellent account opener that 
builds volume — and profit. Many 
industrial applications. For air, oil 
and coolant lines on machines. 
Many advantages. Exerts uniform 


clamping pressure... will not 
collapse or distort thin wall tubing 
...extra long take up — reduces 
inventory requirements...easy to 


install — without removing hose... 
vibration proof — will not loosen... 
can be reused many times. 


Order FREE SAMPLE 
a profitable item 


Send free sample = 
a 
ees ee 
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Buffalo 


BELTING 


The "Good Will” Line for Distributors 


* Solid Woven Cotton Belting 

* Paraffine-Treated Belting 

* Asphalt-Treated Belting 

* Sifter Brushes and Belting for Flour Mills 

* R.F. & C. Rubber Covered Belting 

PLASTEX — The Plastic Coated Belting 
Ideal for All Food Conveying Jobs. 








Available Now — Prompt Deliveries 
WRITE DEPT. B 


BUFFALO WEAVING & BELTING COMPANY 


Chicago Buffalo 7, N.Y. New York 


Serving Industry for Over Fifty Years 





MASTER COST-SAVING a i IMMEDIATE DELIVERY 





’MoOse D 


Hand Tools for operating “og all 
Master Vibrators and BIG 
(Catalog No. 683) 


& 


Tool Operation ond. 
Concrete Vibration 
(Catalog No. 687) 


y 


**Power-Blow’’ Electric 
Hammer and Spade 
(Catalog No. 688) 


Gas or Electric ge A _ 
(Catalog No. 








General Purpose 
Floodlights 





Portable Gas-Electric 
Generator Plants. Sizes 500 to 17000 
Watts (Catalog No. 594) 


oo 


Gas or Electric 
Back-Fill Tampers 
(Catalog No. 699) 





‘Turn-A-Trowel’’ 
for trowelling 
concrete 
Sizes 48'' or 34" 







(Catalog 
No. 685) 





Vibratory Concrete Finishing Screed. Sizes 6’ to 36’ 
(Catalog No. 596) 








Send for illustrated catalog on any item to 


MASTER VIBRATOR COMPANY 


DAYTON 1, OHIO 


Y 
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—-WHITNEY~-” 
FOR EVERY NEED 


@ WHITNEY Punches are built for hard serv- 








ice—individual characteristics make them 
most adaptable for a certain kind of work. 
Each type is in a variety of sizes. They are 
time severs and users like the good looking 
finished jobs they turn out. Sales possibilities 
are excellent for all WHITNEY Punches. Let 
us give you complete details. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 












MACHINE | 
PRECISION J 








Substantial 
Trade 
Discount 





Anyone can operate a 
Dahlstrom Tap Guide. 
Just fasten it to a post, 
slip a Tap Adaptor 
into the spindle and turn the handle. Cuts 
tap breakage down to zero—and saves 
those countless hours that are spent trying 
to pry broken taps out of dies. Comes 
equipped with 7 Adaptors, ranging from 
8-32 to \4”, which takes care of 95% 
of all tapping requirements. (Taps are not 
furnished.) 12” x 6” x 14” high. At mill 
supply houses, or order direct. Literature 
on request. 


DAHLSTROM MANUFACTURING CO. 
424 South Sixth St. 


@ Minneapolis 15, Minn. 


Daklstrom TAP GUIDE 





| ard size—such as ball and roller bear- 
| ings, shafting, V-belt sheaves, bores of 
| gears, keyways, pitch of roller chain, 
| gaskets and grease retainers.—Rapid 
| Read Rule Co., Sioux City, lowa.— 
| Mitt Suppiies, December 1947. 








Flock Gun 


THE “Fipr-Gun”, a new addition to the 
manufacturer's line of hollow air paint 
spray equipment, can be used for the 
application of all kinds and types of 
flock. It will handle flock from the very 
finest up to more than s-in. in length 
without clogging. A sensitized control 
set-up permits user to vary flock flow 
quickly from the very finest, narrow 
stream to one that is wide and highly 
concentrated.—Black Mfg. Co., Balti- 
more, Md.—Mu1. Surpiies, December 
1947. 











. . 
Sanding Disc 
MADE OF a new-type resin bond and a 
newly developed backing material, a 
| shatter-proof sanding dise will hold to- 
gether under severe strain. burring over 


at the worst. but not chipping into 


| The 


| pieces when hitting obstructions. 
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A complete line from a single 
source... easier to sell...greater 
dependability...enables you to 
give better and quicker service 
to your customer. Three reasons 
that add up to more profit for 
you. Medart's outstanding ad- 
vertising campaign in leading 
trade journals means a greater 
Medart market for you! 













V-belts and 
V- sheaves 


No. 46-G 
Gears and 
Sprockets 


All Other Power 
Transmission 
Equipment 


"any 


Not just catalogs... but informa- 
tive, helpful power transmission 
equipment guides. Minimize 
complicated engineering compu- 
tations... excellent for your refer- 
ence files. Write for yours today! 
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“Something WER 











Pull out the blade of the new Vaco Reversible, turn it around, and you have a 
Phillips instead of a regular screw driver. It's ideal for any type of work where a 
multi-purpose medium size screw driver is called for. Saves hours of time lost hunt- 


ing for tools . . . soon pays for itself. 


This feature, plus the new Vaco Ambery! slo-burning handle; is available at reason- 
able cost and without any sacrifice of Vaco quality. Amberyl handles continue to 
be break and shock proof . . . Vaco screw driver blades are of highest quality 


chrome vanadium steel. 


173 types AND Sizes 


% $i2 E 
. it's on 
‘ little tool. 
, sth this useful ion oF 
‘ 0° will with # F . romot! ‘ 
Build good _ . inexpensive 1° rmprinted in 


ideal give-ow 


ay - 
ium lot quantities: bery! handle. 





org or other color of Am 
» ‘ . . " 
Write for information — 


CHICAGO 11, ILLINOIS 
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SUPER 


& Tike foe re INDUSTRIAL 


Ons ARC WELDERS 


A Range of Models for Every Welding Job! 
“JOB TESTED” TRINDL WELDERS, outstanding in the welding 
field because of the Simplified Operation and Ruggedness of Design 
and Construction, are unbeatable for practical efficient low cost 
operation. TRINDL WELDERS, preferred for general industrial, farm 
and automotive production, construction, maintenance and repair, are 
available in a range of models for every type of shop or welding job. 

resistin DEPENDABLE TRINDL WELDERS, WELDING 
_ SUPPLIES AND ACCESSORIES ARE AVAILABLE 
TO SAVE YOU BOTH — TIME AND MONEY... 
Write, wire or phone today for particulars and catalogs 


JOBBER AND DISTRIBUTOR INQUIRIES INVITED 
Write for Selected Distributor Plan. 


TRINDL PRODUCTS LTD., 17 E. 23rd St., AY, Chicago 16, tit. 
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ALBANY 
LUBRICATING 


PRODUCTS 





YOUR STEADY 


PROFIT BUILDERS! 


Continuous customer prefer- 
ence for over 79 years of the 
high quality line of Albany 
Lubricants, today adds up to 
quicker turnover and steady 
PROFITS. — Display the full 
line! Promote the full line! 
Watch your sales—and profits 
—go UP. 





@ ALBANY GREASE 


A cooling lubricant for operating tem- 
perature from 110° F to 200° F. 





@ ALBANY PRESSUREGREASE 


A superior waterproof mineral oil 
grease of high viscosity. Comes in 
Liquid, Soft, Medium, Hard. Graphite 
Pressuregrease comes in Soft and 
Medium. 





@ ALBANY BEARING LUBRICANT 


(Ball or Roller Bearing) 

—Will not separate or oxidize assur- 
ing long life to bearings. May be 
used in hand grease guns. 





@ ALBANY GEAR LUBRICANTS 
Retards wear, quiets gears. Water- 
proof. Will not drip when gears are 
idle or in motion. 





@ ALBANY ROPE DRESSING 
Penetrates the strands thoroughly. 
Lubricates and preserves the core. 
Waterproof. 








@ ALBANY PENETRATING OILS 
(Clear or Graphite) 





Quick-acting. Cuts rust as well as 
lubricates. Loosens sticky valves, 
eliminates squeaks. 

FREE: 
Send For Your Copy Of The 
Albany Recommendation Wall 
Chart. It’s Helpful And Informa- 
tive. 





AVI MRL) ai LA 


Utes. of Many Lubricating Product 
LINDEN, NEW JERSEY 
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dise is odorless when in operation, with- 
stands high frictional temperatures and 
is available in double-face as well as | 
single-face. The bond withstands mois- 
ture and high frictional temperatures. 
Double faced discs are available with | 
an abrasive on each side.—Milwaukee 
Motive Mfg. Co., Wis—Mit Supp ies, 
December 1947. 








Milling Cutter Grind 


AN IMPROVED GRIND for making heavy 
side and face milling cuts with solid 
carbide insert blade cutters. used suc- 
cessfully on slotting cutters, is said to 
offer a great improvement over conven- 
tional negative angle on milling cutters. | 
The combination “Bi-Axial” grind, a 
negative radial and two negative axial 
rake angles, has a centering effect on 
the cutter, stabilizing the pressure and | 
eliminating flutter, giving an improved 
finish and longer cutter life. In test on 

a machine forged die block, 22-in. long, 
of brinell hardness 320 to 400. produc- 
tion was increased to 12 to 15 blocks to 
each sharpening, using the same feeds 
and speeds,—Super Tool Co., Detroit. 
Mutt. Suppiies, December 1947. 








Crankshaft Mike 


THE MEASUREMENT of journal diam- 





eters without removing the crankshaft 
from the engine block is now possible 


centrifugal 
pumps 





If you want to sell pumps that prime lightning fast, 
that handle oceans of water at exceptionally high effi- 
ciency, and stand up easily under toughest operating 
conditions . . . the pumps you want are CARVER 
Certified Centrifugal Pumps. 


In every way they give better pumping performance 
on the tough jobs —- and the easy ones. Their modern 
streamlined design and construction makes them the 
kind of pumps you want to recommend and sell. 


* High Capacity at high suction lift. 


* High Efficiency at high pressures and at 
slow speeds. 





* Non-Recirculati:.g—no priming gadgets. Gn Oe tae 
* Life-Time Seal—wearing surfaces are al- about this out- 
most diamond-hard. standing line of 


* Fewer Working Parts because of simple pumps. Wire or 

design. write today to 
Carver Pu mp 
Co., Muscatine, 
* Performance of each pump is certified. lowa. 


eating 
PUMPS“: 
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* Non-Clogging—streamlined design. 














DURBIN-DURCO 


MANUFACTURERS ¢« CERTIFIED PRODUCTS 


LOAD BINDERS 
Drop Forged + Malleable-iron » Stee! 


Heat Treated 
DROP-FORGED DESIGN oom 


Durbin-Boomer F-1—2 swivels, %, % or 44" chain 
Durbin-Boomer F-2—2 swivels, 1%, 4 or &%’ chain 





MIDGET No. 1—1 swivel, 4’ chain 
DELTA No. 1—1 swivel, % or 4) chain 


DIXIE No. 1—2 swivels, % or 4” chain 
LONE STAR 1—2 swivels, 4%, % or %" chain 
LONE STAR 2—2 swivels, %, 44 or 5%" chain 





WIRE STRETCHERS 
STEEL CONSTRUCTION 






No. 3—3 Pulleys, plain bearings, %%" rope 
No. 33—3 Pulleys, roller bearings, %" rope 
No. 4—4 Pulleys, plain bearings, 3%" rope 
No. 44—4 Pulleys, roller bearings, 34" rope 
No. 88—4 Pulleys, roller bearings, 34” rope 





Combination 
JIFFY CLAMP 


WOVEN WIRE 
FENCE 
STRETCHER 








No. WWH 200 With Hoist and Clamp 
No. WW-202 Wire Clamp Without Hoist 
Hoist has 4 sheaves — Roller bearings — Drop- 
forged hooks and 24 ft. 4%inch rope. 
Stretcher Clamp has 40-inch channel iron. Longer 
channel iron on request at small extra cost. 


ALL-STEEL ROLLER BEARING HOISTS 











7 Size | Cap. | Ship. Wt. Construction 
He. Rope | Lbs. Lbs. - 
12 \,’ 2000 6 lbs. |Drop Forged Hook 
: 34° 1000 | 2% Ibs. | Malleable Hook 




















Shipped with or without rope. 
No. W-1 
DURBIN-WHITESEL 
ONE MAN, WORM 
GEAR WOVEN 
WIRE STRETCHER 
WITH 48” CLAMP 


Pulls1 0,000 pounds. 
Stretches wire past 
the post. No extra 
posts to set. 


ce 


FARM SLIP HOOKS 


WIRE GRIPS 
For barbed or smooth wire 


Sizes ” to 4” 
FARM GRAB HOOKS 
Sises {" to 1” 


Write for Catalog 


6611 Olive Street Road « St. Lovls 5, Mo. 
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ARMSTRONG-BRAY 


WIREGRIP precision made Belt 
Hooks come with extra (patented) 
blue aligning cards—are held more 
rigid, assuring perfect alignment 
of hooks—less hook loss from 
handling—a better job when 
applied with any make lacing 
machine. 6 sizes 

STEELGRIP Flexible Lacing, ap- 
plied with a hammer, clinches over 
and protects end of belt. Makes 
strong, flexible joints. Boxed with 
2-piece hinged rocker pins or can 
be obtained in long lengths for 
conveyor belt use. 


ARMSTRONG-BRAY & CO. 


5356 Northwest Hwy. Chicago, Ill. 
The Belt Lacing People 





Most Shops 
(a NEED 
Se oe BOTH 





For PRODUCTION 









DIE FILER 


. . . for sawing, filing and lapping 
of straight lines, sharp corners and 
flat surfaces in the softer metals 
preparatory to hardening. 


The 
Milwaukee 
PROFILE | 
GRINDER | 


» 3 oe high 
speed, preci- 
sion grinding of 
curved and irregular contours. 





@ As a team they offer you Dual Sales Op- 
portunities. Sold exclusively through Industri- 
al Distributors, For further particulars write 


WulwieuRee 





CHAPLET & MANUFACTURING CO. 
1031 S$. 40thST.. MILWAUKEE 4, WIS. 
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The MAINTENANCE 
Milwaukee REPAIR 


Sodering Sticks 

Sodering Oil 

Sodering Flux 

Stainless Steel Polish 
Sodering Liquids 

Sodering Syrup 

Sodering Acid 

Solid Sal Ammoniac 

Our Check Charts will help your customers 
— show melting point of al lers — our 
Technical Staff will advise and consult with 


mo on intricate and unusual problems. 
nvestigate! ; 














_ 





L. B. ALLEN CO., Inc 
6731 BRYN MAWR AVE. 
CHICAGO 31, ILL. 
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UMI 


micrometer. Simple in design. the mi- 
crometer provides ample reach for all 
sizes of crankshafts. It may be used 
advantageously, also. on compressors, 
pumps and similar equipment employ- 
ing eccentric power motion. In opera- 
tion, the crankshaft mike is merely 
opened to fit over the main journal. 
Crankshaft sag. after bearing caps are 
removed, permits lapped contact blades 
to pass over half of the radius of the 
bearing surface. The spindle of the mi- 
crometer is then easily adjusted to bring 
the tips into contact position. The in- 
strument is removed and the reading is 
taken directly from the setting. —Tubu- 
lar Micrometer Co., St. James, Minn.— 
Mitt Suppries, December 1947. 





Milling Cutter 


DESIGNED ESPECIALLY for production 
milling of cast iron and suitable for 
light to medium cuts on solid or cored 
castings is a new mill that incorporates 
the advantages of solid blade face mills 
with maximum number of blades. Set-up 
with the “Axial Face Kennamill” is easy 
as the blades can be assembled to 
within a few thousandths on the face 
and periphery and they do not move 
during tightening. The cutter can be 
mounted on all common spindles with 
bolt circle provided to order. Five sizes 
are now available: 6, 8, 10, 12 and 14-in. 

Kennametal Inc., Latrobe, Pa.—Miu 
Suppiirs, December 1947. 








Pressure Fans 


A NEW LINE of axial flow pressure fans 
of high mechanical and static efficiency 
combined with large volumetric capac- 


ity is designed for either vertical or | 


horizontal operation. Two basic types 
are available: The straight through 
type or the convertible elbow type, both 
furnished with either the three-bladed 
aluminum alloy wheel or eight-bladed 
steel wheel. Compact in design and 


ANNOUNCES — 


STAINLESS STEEL 





NON-CORRODING “ALLENS” for applications where 
steel is subject to excessive moisture, chemical fumes or 
corrosive vapors. Made of “18-8 Type” Sta/nless, non- 
heat treated, non-magnetic. Set screws: stock sizes #6 to 
\/,” diameter; cap screws: #8 to 4”. N.C. threads only. 
Class 3 fit; Allen precision fastenings. .. Apply for full 
information and samples of this new Distributor-item. 


THE ALLEN MANUFACTURING COMPANY 





ee ee a ee i ‘ F CONNECTICUT, U.S.A. 
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The Tools of 
Good Craftsmen 


Made of the finest steel obtainable... elec- 
trically tempered . . . diamond point tested for 
hardness ... well finished and individually num- 
bered for easy reference in reordering. 


SOLD BY LEADING JOBBERS 


DASCO 
Forged Hand look, 


3B 4 
DAMASCUS STEEL PRODUCTS CORP., ROCKFORD, ILLINOIS 








THE DISTRIBUTOR 
WHO SUPPLIES 


ESSEX 


LUBRICATING 








la 





itll 


Figure 77 
D £ V j E S$ Figure 85 Hydro Gas Engine 
Marine Grease Cup Lubricator 











INSURES GOOD 
BUSINESS 


You can sell ESSEX units with full confidence 
in their ability to help plant men get unin- 
terrupted production. There’s more than 30 
years of practical engineering experience to 
back up your selling. ESSEX Lubricating De- 
vices keep machines in good running order— 
running at high speeds without the slightest 
mishap or shutdown. We are ready to supply industrial plant equipped for 
your customers with ESSEX units for all air can use it. 

classes of service and industry needs them. 


ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Est. 1901 DETROIT 7, MICH. 


AIR PISTOL 


A profitable item because every 
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© Ball Bearing Swivel 
® Double Ball Race 

@ Non Binding Type 
High pressure lubricating fittings in 
wheels and hangers. Grease retaining 
chambers. Large balls in upper, outer 
races take load as well as side thrust and 
both races are protected from dust and 
water by overlapping lips. This is one 
of several casters of improved design 
manufactured by Buffalo Caster. Write 
for catalog. 


Buffalo Caster & Wheel Corp. 
182-6 Breckenridge St., Buffalo, N.Y. 




















MOVERS 


@ built for just one thing—keeping freight 
cars in service, They get those cars back 
on the line with a minimum of time loss. 
Easy to handle, safe to use, minimum of 
maintenance and repair needed. BADGER 
Car Movers spell ‘‘good business."’ 


ADVANCE CAR MOVER CO. 


APPLETON, WISCONSIN 






















sturdy in construction. the fans have 
less space and weight, offer high effi- 
ciency, straight air flow, and simplified 
mounting. Sizes vary from 18 to 72-in.; 3 
static pressures from 0 to 3-in., and dis- 
placement from 2,000 to 115,000 cfm.— 
Sturtevant Division, Westinghouse Elec- 









Every Month 















tric Corp., Pittsburgh.—MI.. Supptigs, Fe 
wae : om ~=Powerfui Advertising 
| Brings Live Leads 
+ 
2% 
National advertising of H & A 
Solder Feed Attachment Woodworking Tools in outstand- 
Joss INVOLVING soldering operations ing Industrial, Woodworking and 
Rees i f: iatitnasin Building Trade Papers—plus reg- 
are turnec out aster and easier with a ular direct mail promotion from 
new solder feeding attachment that the factory — covers every con- 
smoothly feeds solder at the touch of 20.000 tt terom ceivable market for these high 
i Meni The “Solder-Matic” vides more than enough quality tools and paves the way for 
re finger-tip. Me Solder: Matic speod and power for cutting quick sales and profits for you. 
clamps on to anv. standard electric a wide variety of materials 4 ‘ 

id <hee-Aoeg dive Genatine ene tend | Geeeans Write TODAY for full details on 
Sole — Iron and yy ie ing one han¢ pos sess light amma, a ge this fast selling H & A line of 
to manipulate parts, pliers, or screw lerge 2." LF table thes Quality Woodworking Tools. 

. . , tilts 4 t or eft. There's : : 
driver, it saves temper. solder and time. Largest capacity of any 14” There's no obligation. 


Band Saw on the market — 
cuts to center of 24” circle 
with full 11%” vertical 
clearance. (table to guard) 


Solder in short lengths, in sm “oils, 
Ider in short lengths. in small coil ee 
woodworking shop. Its versatility is lim- 
ited only by the imagination of the user. 
on exterior of 
frame and changes in set up are a matter 
of seconds. Large 51” x 38'/2” table pro- 
vides practical working surface. The under 
table saw carriage 
and fast wearing overhead arms, ‘swivels 
and other gear. Ten or twelve inch blade 
for 2%,” or 33%,” capacity. 


or fed from a spool as large as 25 Ib. 
can be handled by the new tool. It takes 





solder from 1s to {s-in. in dia. and feeds 
up to ys-in. per stroke. Screw adjust- 





ment of the stainless steel nozzle guides 
the solder exactly where it is needed.— 
Nelpin Mfg. Co., Long Island City 1, 
N. Y.-—Miny Supprirs, December 1947, 





| H & A 6” Jointer finest available — sturdy cast iron con- 
struction for vibrationless operation. Equipped with three 

| high speed knives set in head of solid ad tecaine. Spins 
on oversized bearing at 6000 r.p.m. for maximum cutting 
efficiency. Extra long 42” or 60” table makes precision 
planing, edging, rabbeting, relieving and champering easy 
— even on long boards. 


rngriecum HESTON & ANDERSON 


A NEW TYPE of engraving gum features | Founded te 0988 





a red strip ply to facilitate uniform 636 W. Kirkwood St. Fairfield, lowa 
stripping ot non-printing areas. De- 
signed especially for the box, bag and 
paper products printing industry, the | DIVISION OF ST. PAUL FOUNDRY & MFG. CO. 
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HEINRICH 


HANDNIB 


@ Here’s a tool with four 
uses and four-fold selling 
power. Here’s a tool that 
has become known as the 
**Handy Man of the Shop.” 
It’s a real time and labor 
saver. You see, it’s easy to 
cut irregular shapes with a 
Heinrich No. 4 Handnib. 
Double crank construction 
does the trick . . . speeds up 
cutting of templates and trial 
blanks. It’s rugged . . . takes 
3/16” flat stock with ease, 
round stock to 3/8”. May be 
clamped in a vise or mounted 
on a bench. 


SEND FOR FOLDER 


A postcord or letter today 
will bring you full details 
on all Handnib models and 
Distributor proposition. See 
for yourself the profit pos- 
sibilities they offer. 


NATIONAL MACHINE TOOL co. 


DEPT. 167M * RACINE, WISCONSIN 





foWITH MECHANICS 
EVERY WHERE! : 


GS; 
FIREPOTS 


and BLOW TORCHES 


Where the job is tough and tools have to 
take a lot of punishment, C&L Fire Pots 
and Blow Torches always give top perform- 
ance. Rugged construction and quality materials add up to heat tools 
that can take it . . . under any conditions. For over 50 years, C&L Fire 
Pots and Blow Torches have been the first choice of thousands for 
dependability end long life. At leading jobbers everywhere. 


CLAYTON & LAMBERT MFG. CO. 
1716 DIXIE HIGHWAY LOUISVILLE 10, KY. 




















Precision ground on special machines insuring uniform and accurate ct 
tooth shape and tool concentricity which gives maximum cutting 


efficiency. 

USES 
Developed for internal grinding, jig ee pero blending and fine 
Anishing by off-hand grinding on hardened steels. 


PERFORMANCE 
Greatly improved performance as compared to abrasive wheele— 
faster material removal—finer finish—ability to hold hole shape and 
tolerances without dressing or set up adjustments—no loading, 
works equally well on soft materials or steels hardened to 65 


Rockwell C. 

SPEEDS 
Operation in standard precision grinding 
as speeds of 2000-5000 surface feet per A. is recom- 
m 


en 

Available in standard sizes with 4” wide cutting face. Tool 
diameters 1/16” to 34” and shank diameters ” to 4”. 

Over 25 years Ford skilled workmen have produced quality rotary 
files in hundreds of shapes and sizes, made of hardened tool steel 
and carbide. Let us send you our complete catalog. 


=) 








M.A. FORD mrc.co. INC. 


742 West First Street Davenport lowa ; 


HAND CUT FILES, GROUND BURS 
CARBIDE CUTTERS AND GRINDING BURS 


io 
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new gum is of standard three-ply con- 


| 
craction with an adiionaliner swip | TARY Ld MDW) ay ed 
| 






special insert, made of rubberized 
fabric, permits the hand engraver to 
strip cleanly without pealing, regardless 
of cutting depth. Durometer hardness 
ranges from 25 to 75. The red strip 
gum is being produced in 40-in. widths, 
five yards long, in %4-in. and ‘Ys-in. | 
gauges and is available in two styles.— 
Goodyear Tire & Rubber Co., Akron, O. 
—Mi.i Suppuies, December 1947, 
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a Simplex Ratchet-Lowering Jack Model 22; versatile, 
Soldering Gun all-purpose work-horse in the Simplex line. 
A New Type soldering gun features a Put the complete Simplex line in stock and jack 
“spotlite” tip that helps locate the con- | sales go up. It’s as simple as ABC and Simplex distributors 
nection to be soldered and keeps the | know the reasons why. 





work in plain sight. It goes on auto- ww Simplex puts you in front with THERE’S A SIMPLEX 


matically when the current is switched a line of jacking equipment 
“on” for heating, and speedy 5 second that’s really complete —you get FOR EVERY 
heat eliminates waiting time, which | more sales in more markets, and JACKING JOB 
makes the tool extremely useful for in- | ~ there's no turning customers away. 
termittent service. Additional conven- Simplex means sales for you 
iences include: pistol grip handle with every day in the year— 
the weight well balanced. trigger switch | Advertising in all major markets 
and the long loop tip which enables the —Special power-packed promo- 
operator to get deep into the work. The | tions one after the other — Sales 
tool operates on standard AC only, 100 | helps a-plenty. 


Hydraulic Jacks 
and Jennys 





watts, 110 volts, 60 cycles.—W eller Mfg. | This year Simplex distributors 
Co., Easton Pa.,—Mitt Surrwies, De- | scored with a special drive 
on the Util-A-Tool that sent sales 

cember 1947, | : , : 
to new highs on this versatile 





jack set. Another promotion push Screw Jacks 
for Hydraulic Jacks and Jennys 
rang the bell again for this ‘‘won- 
derful pair.’ And all through the 
year, Simplex ads kept pushing 
for sales on the complete line. 





You can’t get more — you don’t 
need to take less. Start today 
to make Simplex—the best 


Journal Jacks 





known name in Jacks — your These are only a few of the 
best bet for more sales in’48. many Simplex Jacks for han- 
Write for full information. dling any industrial, mining, 


A 
% 
B42 


Phenger Clamp 


A NEw ExTRA heavy duty plunger clamp, 
Model 640, is capable of exerting over | 


construction, railroad, or other 
jacking job. 












| TEMPLETON, KENLY & CO. 


1036 S$. Central Ave., Chicago 44, Illinois 
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for 


SERVICE 
on your 
WAL GIN Te 
ROTARY 
PUMPS 


call your 


nearest 


VIKING 


Representative 












ING PUMP 
Ceoee Faus 
‘Owa 


The Viking Pump Company is represented by a nation-wide sales 
and service organization in key cities from coast to coast... from 
Canada to the Gulf. Is your pumping installation operating at high 
efficiency? Do you have a pump maintenance problem? Write or call 
the Viking representative nearest your plant for service. 


C. W. Dennis 
$49 W. Washington Bivd. 
Phone State 6819 


CLEVELAND 13 
J. A. Sinden 
310 Marshall Bidg. 
Phone Cherry 0687 
INDIANAPOLIS 4 
Cc. BD. Sedier 
207 Pennway Building 
Phone Lincoln 4788 
KANSAS CITY 6 
F. J. Pinney 
601 Pickwick Building 
Phone Harrison 8033 
MILWAUKEE 3 
C. F. Mutiens 
610 West Michigan St. 
Phone Daly 0807 


NEW YORK 23 
Herbert Fuhrer 
1841 Broadway et 60th St. 
Phone Circle 7.3324 


BALTIMORE 1 
Wallace Stebbins Co. 


Charles and Lombard Sts. 


BIRMINGHAM 
id Shep, inc. 
1015 7th Ave. So. 


P.O. Box 1487 


Viking 


BOSTON 10 
Heys Pump & Mach. Co. 
125 Purchase St 
BUFFALO 10 
Reot, Neal & Company 
64 Peabody St 


CHARLOTTE, N. C. 


Southern Pump & Tank Co. 


1730 No. Tryon St 


DENVER 
Hendrie-Bolthotf Co. 
1635 17th St 


DENVER 


Also Albuquerque. Pueblo, 
Billings and Omaha 
DETROIT 26 
Kerr Machinery Co. 
Kerr Building 
EVANSVILLE, IND. 
Shouse Machinery Co. 
222 Court Bidg 


HOUSTON 1 


Seuthern Eng. & Pump Co. 


900 St. Charles St 
Also Dallas. San Antonio 
and Kilgore 


LOS ANGELES 11 
E. E. Burto 
4432 Long Beach Avenue 
LOUISVILLE 2 


Neill LeVielle Supply Co. 


505 W. Main Street 





MEMPHIS 2 
J. E. Dilworth Co. 
347 South Front Street 


MINNEAPOLIS 14 
Leon C. Gadbois 
2524 University Ave. S 


NEW ORLEANS 12 


Menge Pump & Machine Co. 
833 H 


oward Ave. 


PHILADELPHIA 30 
Walter H. Eagon Co. 
2336.38 Fairmount Ave. 


PITTSBURGH 22 
Power Equipment Co. 
Oliver Building 


RICHMOND 
O'Neill Pump & Engrg. Co. 
601 E. Franklin St 


RICHMOND 
Richmond Engrg. Co. 
7th and Hospital Sts 


SAN FRANCISCO 19 
DeLeval Pacific Ce. 
61 Beale St 
Also Seattle and Portland 


ST. LouIS 1 
Lene Machinery Co. 
7th and Market Sts 
TULSA 8 


Werner Lewis Co. 
817 North Lewis Place 


Pump Company 


Cedar Falls, lowa 





A Modern Catalog 


e@ INCREASES Your Selling Efficiency 
e@ Sells More at Lower Sales Costs 


* Tools Made of HIGH 
SPEED STEEL, are priced 





(| FAA aa CI a 


\ 
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610 W. VAN BUREN ST. 


in red. 


* Nationally Advertised 


Lines are 


tied-in with 


manufacturers advertis- 
ing by use of their trade- 


marks. 


* Action illustrations dem- 
onstrate the use of many 


products. 


* Every Catalog is Printed 
from New Plates. 
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Cuanx aos 





Such scientific 
production results 
in uninterrupted 
production and a 
constant uniform 


flow in your plant. 


Ask — Demand 


the 
Nuts 


Bolts and Screws 


made by 


“ “Sei et ¥ 
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2560 ibs. normal pressure. “The Ram's” 
outstanding feature is that the handle is 
down when the clamp is closed, desir- 
able on machines or fixtures where space 
is restricted. The new device is readily 
adaptable to such conversions as light 
arbor, punch and forming presses. for 
alignment of wood or metal parts in 
large fixtures, for heavy duty clamping 
of parts for milling, drilling, welding 
or other production operations. Overall 
15%4-in, the tool when closed is 314-in. 
high. Plunger travel is 114-in. and pres- 
sure may be adjusted by turning 5%-in. 
bolt in the tapped end.— Detroit Stamp: 
ing Co., Michigan—Mu.t Surrtuies, De- 
cember, 1947. 











Electric Hoist 


INcoRPORATED in the design and con- 
struction of a new streamlined electric 
hoist are many features which serve to 
make it a valuable addition in the light 
hoist field. Among them are the grooved 
drum which accommodates a full 12-ft. 
lift with no overwinding: push-button 
control; preformed wire rope with 
swaged fittings for anchoring: Timken 
tapered roller bearing trolleys which 
permit moving loads along runway 
beams with a minimum of effort; stand- 
ard N. E. M. A. motor frames and rat- 
ings. The hoist is furnished with lug. 
hook or trolley suspension as may be re- 
quired.— Wright Hoist Div... American 
Chain & Cable Co., Inc., York, Pa. 
Mitt Supptirs, December 1947. 





Water Suction Hose 


SMOOTH BORE water suction hose—an 
addition to the manufacturer's line of 








tow to keep your supply sources right at hand ! 























With Air Express cutting delivery time from any U.S. 
point to a matter of hours, it’s like lassoing your supply 
sources and keeping them within quick reach. 

You get the fastest possible service with Air Express. 
Special pick-up and delivery service is included. And since 
Air Express goes on every flight of the Scheduled Airlines, 
shipments keep moving — fast. If you’re faced with over- 
seas shipping problems, Air Express can save you weeks 
of delivery time. Use this speedy, inexpensive service 
regularly. 


Specify Air Express-its Good Business 


@ Low rates — special pick-up and delivery in principal U. S. 
towns and cities at no extra cost. @ Moves on all flights of all 
Scheduled Airlines. @ Air-rail between 22,000 off-airline of- 
fices. @ Direct air serviceto and from scores of foreigncountries. 


Just phone your local Air Express Division, Railway Express 
Agency, for fast shipping action ... Write today for Schedule 
of Domestic and International Rates. Address Air Express, 
230 Park Ave., New York 17. Or ask for it at any Airline or 
Railway Express Office. 


ZSS 


GETS THERE -/RST 


Fastest delivery — at low rates 












Memphis, Tenn. manufacturer re- 
quested fast delivery of spare parts 
(34 Ibs.) located in San Angelo, Tex. 
Picked up 11:50 AM the 21st, de- 
livered same day at 5:40 PM. 668 
miles, Air Express charge $7.31. Other 
weights, any distance, similarly inex- 
pensive and fast. 


AIR EXPRESS DIVISION, 
RAILWAY EXPRESS AGENCY 
... A SERVICE OF 


tue scneouteno AIRLINES of rue united states 
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When you are asked 
to supply Babbitt... 
for the tough jobs 


Recommend with 
full confidence: 


Tin base Adamant or 
Lead base Defender 
for heavy shock loads, pound- 
ing and hammering where or- 
dinary babbitt cracks. 


Tin base Power or 

Lead base Pyramid 

for extremely heavy sustained 
loads, subject to high local 
heat conditions where ordi- 
nary babbitt squeezes out. 
These four bearing metals 
are specially compounded to 
stand up under the severe 
service conditions for which 
they are recommended. 
Build up customer satisfaction 
and steady repeat business by 
supplying babbitt that meets 
his most rigid requirements. 


MAGNOLIA METAL COMPANY 


i§ WEST JERSEY STREET 


houses in Ft. Werth 


ELIZABETH 4, 


1nd Montreal 











THE ORIGINA 








GROBET FILE CO. of AMERICA Inc. 
New York, 13 N. Y. 


MFRS. OF GROBET ROTARY FILES 






421 Canal Street 


IMPORTERS OF GROBET SWISS FILES 








Plants, Mew York 
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SWiss FILES 


MODERN 


Pe 3 





SHAPESand 
StZes... 


CHROME STEEL 
Precision 


SWISS 
FILES 


Send for 
Pocket Catalog SF 


TODAY MORE THAN EVER 
YOU GET MORE VALUE 
FOR YOUR MONEY AND 
YOU GET THE FILE YOU 
NEED FOR A_ SPECIFIC 
PURPOSE — no substitutes, 
no “near as good”. That's 
why more and more are ex- 
clusively using GROBET 
Chrome Steel SWISS FILES 
— the oldest name in files, 
and the undisputed leader 
where precision is de- 
manded, 


May we send you a supply 
of these catalogues SF— 
for use of countermen, 
salesmen, good customers? 


OVER 5,000 








« Chiceage - tes Angetes 
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Seymour $mitx 


IT LIGHTENS WORK 
IN ANY SHOP 


Serves as 


A PLIER 

A WRENCH 
A VISE 

A CLAMP 


TREMENDOUS GRIP 


with ordinary hand strength 


SEYMOUR SMITH & SON, Inc. 
900B Main St. Oakville, Conn. 
Sales Rep., JOHN H. GRAHAM & CO., INC. 
105 Duane St. New York 8, N. Y. 
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FLOATS by 
HARRIS 


* stainless steel * copper * steel 


nickel * aluminum 


° everdur 


* Industry continues to buy HARRIS Floats 
—the need is greater today than it has ever 
been for building, repair, and replacements. 
For more than 60 years HARRIS has supplied 
products that always meet requirements . . . 
tanks, coils, bends, expansion joints, kettles, 
dippers, evaporators, heaters, coolers, and 
chemical apparatus. HARRIS Products assure 
good sales volume for distributors. 


ARTHUR. HARRIS COMPANY 
210-218 N. Aberdeen St., Chicago 7, Ill. 
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quality hose—is of the chernack look 
type construction. The reinforcement | 
consists of woven yarn carcass with in- | 
terwoven round spiral wire, making it a 
high efficiency, light-weight hose. If | 
crushed or kinked it can easily be re- | 
formed to shape.—Hewitt Rubber Div., | 
Hewitt Robins, Inc., Buffalo 5, N. Y.— 
Mitt Supp.ies, December 1947. 











Center-Lapping Tool 


New soup carbide center-lapping tools 
in standard sizes are designed to re- 
place abrasives and make possible 
faster and cheaper production through 
the elimination of costly man-hours lost 
in dressing. Available in sizes 4% by 
1\4-in. and *%& by 1%-in., 60 deg. in- 
cluded angle,. the tools can be recondi- 
tioned from 25 to 60 times with no 
change in quality of operation. They 
can be used in standard center-lapping 
machines or drill presses in working 


metal up to 62-65 “C” scale Rockwell ana the tools good workmen 


hardness. The tools are precision 


ground by hand and not machine in- 
dexed.—Raymac Mfg. Co., Inc., Detroit, 07 


Mich.—Miut Supptits, December 1947. 











| To men who know and appreciate good tools there is only one make 
Belt Cutter of pliers—Kleins. 

There’s sound reason for this preference among linemen and elec- 
tricians, mechanics and radio repairmen, good workmen in every 
field. They know that the quality of Klein Pliers is reflected in the 
quality of work performed. 

The complete Klein line includes husky side-cutters, long-nosed 
pliers, oblique-cutters—pliers for every purpose. Keep Kleins on 
ments—the head that carries the blade | order—your requirements will be filled as soon as possible. 
and a T-shaped base or guide rail. To | 
use it one merely squares the base up 
with the center line of the belt. The 
base is then nailed to the belt and the 
cutter is pushed across the belt. Each 
cut is made about %-in. deep and the 
screw is then turned to lower the blade 
another 14-in. The base is made 
four lengths for 24, 36, 48 and 60-in 
belts. The blade consists of a long, thin, 
narrow strip of steel sharpened in a V 
shape.—Flexible Steel Lacing Co., Chi- 
cago 44.—Mi.1. Suppties, Dec. 1947. 


A NEw TyPE of belt cutter has been de- 
veloped that makes it a simple job to 
cut belts up to 60-in. wide and 114-in. 
thick. The cutter, called the No. 300 


“Alligator”, is made up of two ele- 








The Klein Pocket Tool Guide, 
showing the Klein line and con- 
taining useful tool information, 
will be mailed on request. 


Since 1857 


WEEE mommy WOE EN xx & Sons 
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*51,000 Net Paid Circulation Concentrated 
Among Top Plant Operating Officials in the 


Important-Size Manufacturing Plants 
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L, a letter advising that his company is announc- 
ing a new line of industrial lubricating equip- 
ment .. . and is planning to advertise it in 
FACTORY in addition to the air tools now fea- 
tured ... Mr. A. C. Swygard, manager of the 
lubricating equipment division of the Aro Equip- 
ment Corporation says: 


“FACTORY has been an excellent me- 
dium to sell-condition prospects, which 
means saving time for the jobber sales- 
man, and making his efforts more prof- 
itable.”’ 


The 51,000 men in industry* who buy and read 
FACTORY each month do so for one good rea- 
son: because it keeps them informed about new 
methods, materials and equipment they can use 


MANAGEMENT 


in their daily job of turning out more products, 
better products, at lower cost. 


Their never-ending search for such job tips is 
evenly divided between the informative adver- 
tising and the practical editorials. From one 
comes the data which helps them make equip- 
ment selections — from the other, welcome sug- 
gestions as to how to use that equipment to beat 
advantage. 


Manufacturers and distributors both know that 
constant advertising in progressive publications 
ensures better prospects . . . with greater buying 
influence. If you’d like to look through a current 
issue of FACTORY, to see how it “sell-condi- 
tions” your prospects, we'll be happy to send you 
a complimentary copy. 


a\en Rosana s 


AND MAINTENANCI 
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.-» in the future than ever before 


Reputation established through years 
of performance of a name identified 
product, is the only protection the 
buyer is going to have in a market 
flooded with new products, experiments 
and exploitation. 








We are proud of the name 


HAND POWER TOOLS FOR CUTTING, BOLTS, 
RODS, WIRE, CABLE, CHAIN, FLAT STOCK, ETC, 


74 FOLEY STREES 
H. K. PORTER, INC. @ © SOMERVILLE, MASSo 





s.300 TWIN 
BENDS 


ad 


The 
FINISHED ) 
prooucr 





With Two DI-ACRO BENDER 


A difficult production problem of pieces are completed per hour—600 
forming two bends in a long length individual bends. 


of tubing was solved by “teaming “DIE-LESS DUPLICATING” Often 


up” two DI-ACRO Benders as illus- 
tated. ‘This dual-forming arrange. 20@S ! Quicker WITHOUT DIES 


ment saved installation of special ov hapeeins 4 a = _, a 
machinery. Two accurately formed road marke ameng _— cus ouees or 
‘ " ; DIACRO Benders, also Brakes’ and 

bends are obtained in one operation «,”. we - : 
: - : Shears, for duplicating without die 

—without distortion of the tube and expense. Send — for 

at a cost competitive to power catalog and complete 

operated equipment. More than 300 dealer information. 


Write for Catalog—"DIE-LESS DUPLICATING” 









€DI-ACRO is pronounced *""DIE-ACK-RO". 


Fen ONEIL-IRWIN mes. 






312 EIGHTH AVENUE e LAKE CITY, MINNESOTA 
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The time twist.. am 


Selling ‘Budgit’ Hoists is mostly a U 
matter of making the prospect see Am 
the savings. One convincing way is to 
say: “A ‘Budgit’ Hoist adds ten or A 
more production minutes to every Arn 
working hour.” 


Instantly he will translate that into R 
money — profits for him. Then point Atk 
out that the worker actually likes the 
extra production for the whole job 
becomes much easier. Free from the Bay 
danger of rupture and sprains, never Bea 
getting over-tired, the worker enjoys Bel 
his “‘little yellow ‘Budgit’"’ and his Bet 
greater output-per-hour. Bla 


Say to the prospect: ‘You just hang Bor 
it up, plug it in — and then let it pay Bos 
for itself.’’ (No installation cost.) Tell Bre 
him he would need a sharp pencil to But 
figure the small current consumption Bu 
per hour. Bu 


And if he doubts, remind him that Cai 
‘Budgits’ have proved themselves in Cal 
many th ds of i lations with Cai 
enough years of service to assure him Cer 
that the simple, mechanical excellen- Ch 
cies eliminate all but the minimum Ch 
upkeep. Ch 





Try the time ‘‘twist’’. it works! Cl: 






Keep well supplied with Co 
copies of Bulletin No. 371. Co 
They help sell ‘Budgit Co 
Hoists. Co 


‘BUDGIT™ i 
Hotsts oe 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN De 

Builders of ‘Shaw-Box’ Cranes, “Budgit’ and s 
‘Load Lifter’ Hoists and other lifting specialties. ‘ 
Makers of Ashcroft Gauges, Hancock Valves. Di 
Consolidated Safety and Relief Valves and Di 
‘American’ industrial instruments. Di 







| 


ae) 

val 

= yd be 
ot 






MAXWELL 


\_seot eee 














UMI 


INDEX TO ADVERTISERS 


This advertisers’ index is included as a 
convenience and is in no way a part of the 
advertising contract. Although every care has 
been taken to index accurately, some errors 
may have occurred and no allowance will be 
made for them. 


Page 

Abrasive Products, Inc...........6+ 63 

Ace Drill Corporation...........e.0665 151 

Advance Car Mover Company...-... 228 

Ahlberg Bearing Company.......... 168 
Air Express Division of Railway Ex- 

PFOSS AGENCY ..ccccccccesrecsccece 233 


Aircraft Standard Parts Co., Inc.... 222 
Alemite Corporation Div. of Stewart- 
Warner ....... o600G05 GOR 46008006 137 
Allegheny Ludium Steel Corporation 12 
Allen Co., Inc., L 


Allen Manufacturing Co., The....... 227 
Allis-Chalmers Manufacturing Co.... 11 
Aluminum Industries, Inc........... 76 
American Chain Division of Ameri- 
can Chain & Cable Co., Inc....... 218 


American Chain & Cable Co., Inc....218, 
Back Cover 
American Crayon Company, The... 242 


American Hoist & Derrick Co...... 207 
American Machine & Metals, Inc.— 
United States Gauge............. 45 
American Screw Company.......... 18 
American Swiss File & Tool Co.... 180 
Appleton-Atlas Car Mover Co...... 198 


Armour Sandpaper Works Division of 


i SER 145 
Armstrong-Blum Mfg. Co........... 30 
Armstrong-Bray & Co.............. 226 
Armstrong Bros. Tool Co........... 141 
Arnolt Motor Div. of Arnolt Corp.... 208 
Aro Equipment Corporation, The.... 25 


Asbestos Textile & Packing Div., 
Raybestos-Manhattan, Inc. 


Atkins & Company, E. C........... 21 
Atias Chain & Mfg. Co........2.00. 75 
Bassick Company, The............+. 144 
Bay State Abrasive Products Co..... 41 
Beall Tool Div. (Hubbard & Co.)... 146 
Beaver Pipe Tools....inside Front Cover 
Wel BG Gesests CO. 2.2 cr ccscccees ‘ 69 


—- 
Belmont Packing & Rubber Co., The 186 
Bethlehem Steel Co.............. . 189 


Black Manufacturing Co., The...... 163 
Black & Decker Mfg. Co., The...... 115 
Blackhawk Manufacturing Co....... 40 


Boice-Crane Company 66 
Bonney Forge & Tool Works... .174-175 
Boston Woven Hose & Rubber Co.. 





BOWSS, UNG. cccccccsseeses . 

Brown & Sharpe Mfg. Co.......... 53 
i CE cue wcsedeeeennee cds 160 
Buffalo Bolt Company.............. 171 
Buffalo Caster & Wheel Corp....... 228 
Buffalo Weaving & Belting Co..... 222 


Bunting Brass & Bronze Co., The... 143 


Carboloy Company, Inc........ oneg oe 
Carborundum Company 
Carey Manufacturing Co., Philip, The 64 
Carver Pump Company............. 225 
Catawissa Valve & Fittings Co..... 162 
Century Electric Company.......... 49 
Chain Belt Company, Baldwin-Duck- 
Snr ra . 62 
Coe: TN Geo ccc ccccrscvces 158 
Chicago Wheel & Mfg. Co 
Chisholm-Moore Hoist Corporation.. 50 
UNO MOP, TUE GO. cscs ccccccccece 232 





Clark Equipment Company.......... 178 
Clayton & Lambert Mfg. Co........ 230 
CR as 5 a 00-0606 wb 150 
Cleveland Cap Screw Co............ 167 
Cleveland Twist Drill Co., The..... 73 
Clover Manufacturing Co......... ‘ 

Cook’s Sons, Inc., Adam............ 224 
COMIG COMMARY, THO. oc ccc csccccseee 200 
Columbia Steel Company........... 183 
Columbian Rope Company.......... 57 
Columbian Vise & Mfg. Co......... 220 
Commercial Credit Company........ 187 


Committee on Steel Pipe Research of 
the American Iron & Pipe Institute 44 


Conco Engineering Works........... 210 
Cooper Alloy Foundry Company..... 
Cushman Chuck Company........... 113 
te hae. 2. Ma SOOO eee 223 
Damascus Steel Products Corp..... 228 
oe, OS errr 154 
ee ON Os Oe Os ows cece es aeeeeee 205 
Dayton Rubber Manufacturing Com- 
eM ve Seed en tessa Nekadeees 
TC Cs wid c ane» 6s 043s e 4 4o'en 191 
Deming Company, The.............. 196 
Desmond-Stephan Mfg. Co., The.... 192 
Dick Company, Inc., R. & J........ 246 
Disston & Sons, Inc., Henry........ 155 
Dixon Valve & Coupling Co......... 198 
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0 INDEPENDENT CHUCK 
LONG TAPER “‘L’’ TYPE 


TAPER SEAT 
O CHUCK Al 





DRILL 
O CHUCK 





([] INDEXING CHUCK 


LO. 


Oi 


LIOCIEGS 









x 


[-] SCROLL CHUCK 


i le 






Ss; 
ae [ry CAM. LOCK 
CHUCK 





[_] TWO JAW CHUCK 


[_] POWER OPERATED CHUCK 


JAUIRTHER your chucking needs 
Wi for a “jack of all trades” 
such as a combination chuck 

. or for a specialist like an indexing 
chuck ... 


do the job with rugged accuracy and 


there’s a Union chuck to 


cost-cutting efliciency. 


Union chucks compose the broadest 


line of chucks in the world. Union 
maintains a complete engineering 


service to help you determine the 
right chucks... from drill to power 
chucks... for your particular pur- 
poses. Distributors in all important 


industrial centers. 


The Union Manufacturing Company 
has been serving industry for 70 years. 


In chuck design and manufacture, 
Union has continually kept ahead of 
industry's needs, opening the way to 
greater productivity of men and 
machines. This engineering leadership, 
as well as Union's widely recognized 
integrity of workmanship, are reflected 
in the complete line of chucks described 
and illustrated in Catalog No. 62. 
Write for a copy today. 


Chucks - Hoists - Trolleys 


UNION 


MANUFACTURING CO. 
304 Church Street 
New Britain, Connecticut 
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Jingle All Year Long with the 


COMPLETE SULFLO LINE 


SULFLO brings 


you 8 quality champions — to boost your sales and perk 


up your profits for 12 months every year! The demand for SULFLO 
is UP. Cash in on YOUR share of 1948! 


ALL-PUR?OSE — Cutting compound in handy applicator can. Use for ai! cutting operations 


1 — For hand cutting, threading and tapping. Gives clean, smooth threads. Saves taps 


#2 & MACHINE-KUT — for all machine cutting. Increases production and speed ond 


$ and dies 
saves t 
LAYOUT 





LIQUID n handy applicator can. Makes easily 
strain ond tewer errors 
L PENETRATING OIL — Quickes! action—bigges! time-saver 
SOLDER LIQUID & PASTE ¢ x 
‘ PIPE JOINT COMPOUND - Reguior for water, steam, etc. Oi! in ble for nes, et 
Lt FUEL OIL TREATMENT — Adsorbs water, prevents sludge. Reduces carbon. Gives bette 
combustion 


Complete Trade Loyalty 


NEVER SOLD DIRECT © SOLD ONLY TO THE TRADE 


SULFLO, INC. 


-AST JERSEY STREET - ELIZABETH, NEW JERSEY 


. 
MACHINISTS 
BENCH 


: e 
COMBINATION 
PIPE 
. 

SHEET METAL 
WORKERS 
. 
WOODWORKING 
7 
QUICK 


ACTION 
© 


OLID NUT 
CONTINUOUS SCREW 
e 





MORGAN 
cu WI SES 


STEEL 
USER BENEFIT... 
A SALES ADVANTAGE 


AE benefits industry gets from using MORGAN VISES 

are based on good sound construction. MORGAN Vises 
have earned the approval of industry because they keep pro- 
duction going and keep costs down. They retain. their 
original precision and accuracy after years of hard usage. Our 
distributors have been supplying MORGAN VISES over the 
years and enjoying good income doing it. We would like 
you to get all facts now. We suggest to users that they buy 
through their local distributor immediate deliveries— 
no waiting. 


MORGAN VISE CO. sossi2m serrerson st. CHICAGO 6, ILL. 
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REDUCE 
THE NUMBER 
AND TYPE OF 


CONVEYORS 


YOU NEED WITH 


Ferguson 
“TURN IT OVER” 
Conveyor 





This dual-purpose gravity roller con- 
veyor handles large packages in ‘SET 
HIGH" position . . . and by simply 
turning it over... handles small 
packages within the protective side 
guard rails in the “SET LOW" position. 
Its ‘‘two-in-one"’ construction reduces 
the number and types of conveyors you 
require . . . saves time and money. 
Write for detailed information, today. 






In “SET LOW” position— 
channel side-rails form oa 
protective guard. 






a SIMPLY 


N 


CN 2. 
— ry) 


in “SET HIGH” posi- 
tion — elevation of 
rollers permits the 
handling of packages 
larger than the width 
of the conveyor. 


Harry J. FERGUSON Co. 


WHEEL © PORTABLE BELT + BELT 
AND ROLLER GRAVITY CONVEYORS 


135 WEST AVE., JENKINTOWN, PA. 








Dod: 
Don 
Duff 
Dur 
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BIG MARKETS 


MO bousig OFFSET PATTERN 
MASTER SERIES 


HEAVY DUTY 
BOX WRENCHES 


SELL them to Manufacturers for 
Original Equipment Service Sets 


to go with machine tools, diesel engines, power plants, 
construction equipment, refrigeration plants, airplanes, 
trucks, tractors, ships and other lines. 


SELL them for Maintenance Jobs 


in Many Fields —in mills, factories, railroad 
shops, shipyards, mines, utility plants, etc. 


Light weight with great strength and sure grip are at- 
tained in OTC MASTER SERIES BOX WRENCHES of 
high grade alloy steel, properly heat-treated. 12-point 
accurately broached openings prevent slipping, spread- 
ing or twisting of wrench. Improved handle stop and 
positive safety locking feature eliminate chance of handle 
turning on stub end of wrench, or slipping off. Cadmium 
plated with heads polished. The finest tools of this type 
available. Complete range of sizes—?," to 3%". Seam- 
less Steel Tubular Handles —3 sizes fit all 60 different 
wrench heads. 

OTC PULLERS, Pulling Attachments; Service Sets and Special 
Tools also add to the big-volume profits of the OTC Line 


Your Customers are Being Told to Look for the OTC Dis- 
tributor Sign —— in our extensive advertising 
in industrial trade journals. 


Write for the OTC Merchandising Plan. 


OWATONNA TOOL CO. Ggig 


312 Cedar St., Owatonna, Minn. 
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Records already established | .* 


In the 27 years htat Valley Grinders have been used by 











many of the country’s largest industrials, they have estab- Qui 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motors Ray 
and every unit is built to a single high standard of quality. Rec 
This means complete satisfaction in service which builds — 
profitable demand for these efficient, low-cost tools. ~~ 
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Valley Electric Corp. 
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1 Heavy duty End Mill 
for Hi-Power Drive. 
Range of sizes 2” 
to 3%”. 

2. Two Lipped End Mill. 
Straight shank. Avail- 
able in diameters 
%" to %”. 

3 T-Slot Cutter. Alter- 
nating spirals pro- 
vide maximum chip 
clearance. '%44" to 
1-"Y” range. 

BHeovy Duty Shell 


End Mill. In dia- 
meters of 1'4" to6”. 


5 corner Rounding End 
Mill. Ye" to %” 
radii. 

6 Spiral Cut End Mill. 
Tapped for Draw- 
in-Bar. 2" to 2” dia- 
meters. 

Z Spline Mill. Avail- 
able in diameters 
ranging from Ye” to 
i. 





® 
\ 





STANDARD 
PUTNAM END MILLS 


.-e ALL Standard Items 
..- Regularly Stocked 
.»- Catalog-Priced 


4 is a perfect example of the 
completeness of the Putnam End 
Mill line. Illustrated are end amills 
which are usually considered “spe- 
cial” by other end mill makers—but 
ALL are standard with Putnam. This 
means that whenever these tools are 
needed by your customers, you can 
supply them in the right sizes . 
immediately ... from fully maintained 
stocks. 


In every type of end mill, Putnam 
offers complete range of sizes—far 
greater selection than other end mill 
manufacturers—and the assurance of 
fully dependable cutting perform- 
ance. That’s why leading mill supply 
distributors are thoroughly sold on 
the Putnam line. 
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SELL 


Starrett 


HACKSAWS and BAND SAWS 
s Who Want 
PER DAY 


To Customer 


MORE CUTS 
MORE 


TO HELP YOU SELL MORE 
HACKSAWS AND BAND SAWS 


Starrett Hacksaw Booklet describes 
the complete line of Starrett Hacksaw 
Blades for hand frame and hacksaw ma- 
chine and Starrett Band Saws for cutting 
metal, wood and other materials. Starrett 
Cutting Chart instantly gives complete 
information for cutting any material by 
hacksaw or band saw. Write for copies. 





THE L. S. STARRETT CO. - AJHOL, MASSACHUSETTS - U.S. A. 
World’s Greatest Toolmakers 








WRIGHT 


SPEEDWAY 
ELECTRIC HOIST 


Labor and raw material costs are soaring. 
Your customers want to cut overhead. 
How? One right way is the WRIGHT 
SPEEDWAY for materials handling. 


Outstanding in the light hoist field, the 
SPEEDWAY features many selling points: 
grooved drum; preformed wire rope with 
swaged fittings for anchoring; standard 
NEMA motors and ratings; Timken 
tapered roller-bearing trolleys; and many 
others. From 1; to 1 ton capacities. 














Send today for descriptive folder 
DH-1250. 


. , fog « ) York, Pa., Chicago, Denver, Los Angeles, San Francisco, Portland, New York, Bridgeport, Conn, | 
e 


, 


\ 
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Me. WRIGHT HOIST DIVISION 


A C/ AMERICAN CHAIN & CABLE 
> 


war “\—” « In Business for Your Safety ‘ 








